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A Word About Jewelry of the XIVth and XVth Centuries 





By Clement W. Coumbe 

















we" H descriptive reading matter has 
been always coming before the public 
concerning the grandeur and extravagance 
in jewelry and apparel displayed during the 
reign of Henry VIII (1509-47), with his 
“Field of the Cloth of Gold,’ his many 
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Fic. 1.—cRESPINE AND CAULS OF THE XIVTH 
CENTURY 





wives in resplendant attire, successively. 
This is largely due to Holbein, whose love 
of detail gives us such vivid depictions of 
the jewelry worn by his sitters. The same 
prolific information is ever before us con- 
cerning the splendors in gold and gems dis- 
played by Elizabeth (1551-1903), the 
“Virgin Queen,” “Good Queen Bess,” as 
she has been variously called. But these 
times were only a continuance of the great 


display of jewelry of the two preceding 
centuries. Let us disclose a short glimpse 
of some of the splendors of the X1Vth and 
XVth centuries. 

King Richard II of England (1377-99) 
is said to have been the greatest fop that 
country ever witnessed. One of the suits 
of clothes he owned cost what, in our 
money, would be $100,000. And his example 
of extravagance was followed by all 





Fic. 2.—LATE XIVTH CENTURY JEWELRY 


classes. The courtiers wore jeweled circlets 
round the head. The ladies wore the 
reticulated head-dress, which was a costly, 
rigid net-work of gold bands or wire, 
richly jeweled. It was a creation of gold- 
smith’s craftsmanship. The crespine and 
cauls (see Fig. 1), was a most elaborate 
device for head-dressing. It consisted of a 
coronet (crespine) -and semi-circular ex- 
tensions of same (cauls) on either side. 
Gold, precious stones and pearls adorned 
this hair-cage, according to the wealth of 
the owner. Jewels embellished the inter- 
sections of this net-work. The hair at the 
back of the head was also enclosed in a 
bejewelled net. 

Calthrop (“English Costume”) writes of 
the belt worn during the reign of Richard 
II: “It was placed round the hips, and this 
was adorned in many ways, principally it 
was composed of square pieces of metal 
joined together, either of silver or enamel 
in copper, or of gold set with precious 
stones. A pouch or wallet depended 
from the belt, and a sheath containing two 


daggers, an ane-lace, and a_ misericorde. 
The pouch was a very rich affair, often of 
stamped gilded leather or sewn velvet— 
ornamented ; in fact, according to the purse 
of the wearer. Every form of 
beard or mustache was used, and the hair 
was worn long to the nape of the neck. 
By the dandy it was. elaborately pressed 
and curled at the ends. Bands of real or 
artificial flowers encircled the heads of the 
dandies, the artificial flowers made in 
enamels or gold. Rings were worn of 
great size on thumb and finger; 

Much in favor of this court were rich chains 
about the neck, having for pendant their 
badge or some saint’s figure in gold or 
silver. The chains worn about the 
neck remain as badge of office in mayors 
and judges and in various orders.” He 
refers to what has been historically known 
as “collars,” which were borne over the 
shoulders, as is shown later in other cuts. 
As is seen in the first illustration, that of 
the effigy of Lady Benton, the belt of the 





Fic. 3.—HORNED HEAD DRESS OF THE XVTH 
CENTURY 


ladies at that period was narrow and long 
enough to almost reach the ground. A 
little later those belts assumed the width of 
the men’s hip-belts, and, while these more 
slender ones were rendered costly by gold 
ornament and precious stones, this later 
phase permitted a more elaborate ornamen- 
tation. 

Of women’s adornment at this time 
Calthrop says: “All the fripperies of 
fashion lay in pins for the wimple [hood or 
head-cloth], the head made as a figure of 
a patron saint; or girdles rich with precious 
stones; or mirror-cases on whose ivory 
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Rustless and stainless, keenest cutting edge 




















I. HALL & SON, INC. 
San Francisco, Cat. 











A, 








PaciFic Coast REPRESENTATIVE 






































THE JEWELERS’ 











ATA 

















21-23 Maiden Lane 



































Larter made pocket knives for gentlemen, 


fourteen karat green gold. 
A superior standard of movement, quality 


of construction and beauty of finish. 

















Mn 
{HUH sv 




























































































fronts were carved the Castle of Love, or 
hunting scenes, or Calvary. The clasps of 
purses were rich in design, and rings of 
every kind were worn on every finger and 
upon the thumb. Charms against evil were 
hung about the neck or sewn into the 
clothes. No matter who wrote, passed and 
practised the many sumptuary laws, still 
one may know it to have been frequent for 
persons owning less than £20 a year to 
wear gold and silver ornaments, although 
expressly forbidden, and ladies of a lower 
estate than the wives of knights-banneret 
wore cloth of gold and velvet, and gowns 
that reached and trailed upon the ground, 
while their husbands braved it in ermine 
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Fic. 4.—COLLAR OF 


and martin-lined sleeves which swept the 
road. The custom of wearing crowns was 
common to all people of rank, as heraldic 
distinction of crowns did not commence 
until the XVIth century. 

“What a magnificent time for color was 
this reign !—the rich houppelandes, the furs, 
the long-piked shoes with pearls and gold 
upon them, the massive chains about men’s 
necks; ladies whose heads shone with rich 
caps and cauls of pearl-embroidered gold, 
the rich-sheathed baselard stuck in the 
girdle or hanging from it on a silver chain. 
> It is almost impossible to describe 
the head-dresses—the great gold net bags 
which encased the hair—for they were orna- 
mented in such different ways, always, or 
nearly always, following some pattern in 
diaper in contrast to the patterns which 
came later when the design followed such 
lines as are formed by wire netting, while 








Fic. 5.—HEAD DRESS OF THE X'VTH CENTURY 


later still the connecting threads of the 
patterns was done away with and the in- 
side decoration alone remained.” 

At the end of the century the cauls of 
the crespine became modified, and the side 
hair was drawn up inside the bejeweled 
reticulation (see Fig. 2), the back-hair 
likewise being piled up above, still within 
its cage-work. As is noticeable, the rich- 
ness of the jeweling with its magnificence 
of pearl work has now become astonishing. 
In this depiction, taken from one. of the 
contemporary portraits, we find a most 
elaborate double-stranded necklace, with a 
rich pendant. A magnificent~ apparel of 
Pall shape falls down the front, embellished 
with the most extraordinary richness of 
Jewels and pearls conceivable. A _ note- 
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worthy feature is that in neither of these 

two depictions does there appear a single 

finger-ring, though we read much about 

the prolific use of rings at the time. 
FIFTEENTH CENTURY. 

It was in the last year of the former 
century (1399) that King Henry IV in- 
stituted the Order of the Bath, which, with 
its magnificent collar, exists to this day as 
one of England’s chief orders. By 1413 
Henry V was invading France; by October 
25, 1415, the English army was winning 


the battle of Agincourt; by December, 
1430, King Henry VI of England was 
crowned in Paris! And this expensive 


sport of warfare early in the century did 
not aid the goldsmith, extravagance at 
court had to stay in abeyance, while money 
was being raised. As Calthrop says: 
“Mind you, my honest gentleman had 
trouble brewing; no sooner had he left the 
wars in Normandy and Guienne than the 
siege of Harfleur loomed to his vision, and 
after that Agincourt—Agincourt, where un- 
armored men prevailed over mailed knights 
at the odds of six to one; Agincourt, where 
archers beat the great knights of France 
on open ground! And the rich man at 
home dressed in his father’s finery rather 
than go purchasing new styles of jewelry. 
But to the ladies fashion is the source of 
life itself, so we see the caul disappearing, 
while the hair was being forced up per- 
pendicularly (as shown in the last cut). 
These upward-tending tresses now gradu- 
ally begin to break into two bunches which 
soon develop into horns—the noted horn 
headdress of the XVth century. 

In Fig. 3 we have the horned headdress 
in its incipiency. It dates from 1450, when 
proud England had lost all her conquered 
soil (except Calais) in France, and had 
been beaten by the mystic power of the 
Maid of everlasting fame. As will be 
noticed, there is no falling off in the mag- 
nificence of the coiffure (as the French 
call it) with its jeweled network, bullion- 
corded coronet, and its rich gold bands 
dropping over the ears. We must also 
notice the necklace and beneath it the col- 
lar of “SS.” 

“The collar of Esses’ (as it is some- 
times spelled) was worn by both ladies and 
gentlemen. This jewel decoration origin- 
ated in the reign of Henry IV, and has 
been the subject of controversy for many 
years. Planché (“British Costume”) tells 
us about all we know to this day. He 
says: “Camden says it was composed of a 
repetition of that letter, which was initial 
of Sanctus Simon Simplicius, an eminent 
Roman lawyer, and that it was particularly 
worn by persons of that profession. Other 
writers contend that it was an additional 
compliment of Edward III to the Countess 
of Salisbury. But its non-appearance till 
the reign of Henry IV is a sufficient answer 
to that supposition. Sir Samuel Meyrick, 
with much greater probability, suggests, 
that we should consider it the initial letter 
of Henry’s motto, “Souveraine,” which he 
had borne while Earl of Derby, and which, 
as he afterwards became sovereign, ap- 
peared auspicious. The initial of a common 
motto of the Middle Ages, “Souvenez vous 
de moy” (Souvenez vous de moi), has also 
been mentioned as a derivation, and sup- 
ported by the remark that a “fleur-de- 
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souvenance,” the “forget-me-not,” occa- 
sionally linked the double SS _ together; 
but we incline to the opinion of Sir Samuel 
Meyrick, and at the same time we must 
remark the singularity of the circumstnce, 
that the ,origin of such popular and cele- 
brated decorations and badges as_ the 
feather of the Prince of Wales, the Order 
of the Garter [instituted by Edward III, 





Fic. 6.—PORTRAIT OF ARTHUR, PRINCE OF 
WALES, SON OF HENRY VII 


1349], and the collar of “SS” should be to 
this day a mystery to the most learned and 
indefatigable antiquaries. 

A great gold collar called of Ilkington, 
lavishly garnished with rubies, sapphires 
and pearls, is spoken of as the jewel of the 
Prince of Wales, afterwards Henry V, and 
was pawned by him for five hundred pounds 
to the Bishop of Worcester, when raising 
funds for the French expedition of 1415. 
Another collar, called Pusan or Pysane 
d’Or, worked with antelopes, and set with 





Fic.7.—ENAMELED BELT OF THE XIVTH 
CENTURY 


precious stones, was pawned at the same 
time to the Mayor and City of London, and 
most probably had belonged to Henry IV,. 
whose supporter and badge was an ante- 
lope. A gold chain wrought with letters: 
and crowns, a sword garnished with 
ostrich feathers (the prince’s), a gypsire of 
purple velvet garnished with gold, and 
numberless other jewels, etc., were pledged: 
at the same time to various persons, andi: 
had formed part of the royal paraphernalia 
during this reign.” 

Returning to the topic of the collar of 
“SS,” I append (Fig. 4) detail of several 
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Jinks as it is shown worn round the neck 
of the Queen of Henry IV, Joan of Navarre. 
It became the Lancastrian badge. And re- 
turning to Fig. 3, from which we have 
deviated so much, we must note also the 
morse atrangement fastening the cloak by 
cords passing through the garment beneath. 
And lastly, returning to the topic of head- 
gear, we give (Fig. 5) the hideous full- 
fledged horned headdress as depicted on 
the effigy of Beatrice, countess of Arundel, 
in the Church at Arundel, and found on 
other tombs of that date. It is a be- 
jeweled monstrosity, requiring no further 
comment. For the goldsmith, fortunately 
it left a vast expanse on which to display 
his methods of decoration. 

In the first half of this momentous cen- 
tury we have seen the victorious English 
army conquer France and crown its king 
in Paris, and the immortal Maid (now 
canonized) drive the invaders out. And 
now, from 1455 to 1471 the English do their 
fighting at home—it is the Wars of the 
Roses. We are told that these civil con- 
tests as to royal rights cost the lives of 
“12 princes of the blood, 200 nobles and 
100,000 gentry and common people.” Rather 
a poor set of conditions under which to ex- 
pect great industrial working at the gold- 
smiths’ benches. As you will remember, if 
you have read England’s history, the House 
of Lancaster appropriated as its badge a 
red rose, while the House of York took a 
white rose as emblem. When Henry VII 
married Princess Elizabeth (1486), daughter 
of Edward IV, he united these two con- 
flicting royal houses. 

And that brings us to Fig. 6, which is 
a portrait of Arthur, Prince of Wales, 
eldest son of Henry VII. And the above 
history accounts for the gorgeous collar he 
wears. It is a Collar of Roses, the shaded 
flowers representing the red rose, and the 
white rose being free from shading. We 
have, therefore, the two kinds of heraldic 
roses united by a bejeweled knot. Best 
possible symbol of the union of the late 
warring houses worn on the person of their 
single representative by blood. And now 
we have the picture before us, we must 
note the peculiar style of hat Arthur wears, 
it is the berretino of his day. What, how- 
ever, should interest the jeweler about this 
hat is its adornment. Here we have repre- 
sented two jeweled buttons and an enseigne. 
The latter is, probably, a lovely antique 
cameo mounted in gold used as enseigne. 
For in that day every one wore enseignes 
in their hats, and some of them were very 
magnificent’ and costly. Another fact worth 
noting is that the prince wears a ring on 
each hand. Now, this embodiment of an 
idea or even a sentiment in the attire of 
jewelry worn was ever part of the attrac- 
tion and merit of the piece, not, as now, 
the intrinsic value of the metal and precious 
stones. Each piece of jewelry was made 
after some creative impulse which made it 
representative of some fact concerning the 
wearer or of the person from whom it was 
a gift, or it was emblematic of the family 
of the wearer. Thus the red and white 


roses united became the badge of Henry. 


VII. 

And now to get back to jewelry gener- 
alities at the end of this XVth century. 
With the peace ensuing on the amalgama- 
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tion of the houses of York and Lancaster, 
prosperity and industrial actvity came again 
to the fore. Of course, the ladies had not 
lost their innate determination to produce 
attractive effect by personal adornment 
during all these war times, as we see by 
the steady evolution of their headdress. 
3ut from now on the amount of jewelry 
increased and men were able, without 
shame, to show themselves gaudy in their 
decking. As Barclay shows in his “Ship of 
Fooles of the Worlde,” printed in 1508, 
some had their necks 


“Charged with collars and chaines 

In golden withes, their fingers full of rings, 
Their necks naked almost unto the raines, 
Their sleeves blazing like unto a crane’s 

wings.” 

By the end of the XVth century the 
widespreading horned headdress had given 
way, largely, to the “steeple” towering 
cone (the hennin), no less absurd. Its 
pinnacle and streaming veil gave less occu- 
pation to the goldsmith, but he “took it 
out” in the lady’s “necklet of stanes or gold 
chain, with a cross or heraldic pendant, and 
jewel-laden dresses again,’ as Calthrop 
says. 








Madagascar’s Exports of Precious 
Stones 





T is said in Le Moniteur de la Bijouterie 

that “The exportation of precious stones 
from Madagascar is called on to develop it- 
self and furnish interesting products for the 
French industry. In 1919, Madagascar ex- 
ported 424 kilos [kilo equals about 2.20 
pounds] of precious stones for jewelry 
against 159 kilos in 1918. To these figures 
it is necessary to add 2,642 kilos of precious 
stones [sic] for industrial ornament; in 1918, 
it only exported 788 kilos. It was the blue 
or rose ‘beryls’ which furnished the greater 
part of the exports; they come from the 
region of Tsaratanana and Ankazobe, a new 
vein affording beautiful beryls of salmon 
rose having been brought to light in the 
region of Anjanabonona. 

“The value of these stones at the loca- 
tion is 35 to 40 francs per carat. ‘Tour- 
malines’ are found at Anjanabonona and 
have a value of 3 to 5 francs the gramme. 
‘Garnets,’ above all, are met with in the 
region of Fianarantsoa, Betroka and Fort- 
Dauphin, the prices varying from 100 to 
500 francs the kilo. In the neighborhood 
of Isohy very beautiful crystals of yellow 
orthose are exploited. The malgache veins 
produce, besides others, opals, amethyst 
crystals, white sapphires termed colorless 
topaz.” 








Much attention is being attracted to the 
window display of Deltah Pearls consist- 
ing of a series of lithographic cutouts in 
eight colors which are being sent out by L. 
Heller & Son, Inc. 68 Nassau St, New 
York. The concern also has a Deltah 
Jewelers’ Service Plan which consists of 
sales and advertising helps which are of- 
fered to jewelers without charge: The 
concern is also conducting an extensive 
national advertising campaign and is also 
using a magazine called “Hope.” 
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Why Jewelers Should Advise Care in 
the Use of Mesh Bags 





HE great popularity of the mesh bag 

at the present time and the fact that 
the public are calling for all kinds and 
varieties of these articles, makes it par- 
ticularly important to the jeweler to 
warn his customers that the mesh bag, 
if it is to prove a satisfactory purchase, 
must be considered by the buyer as an 
article of adornment, almost a piece of 
jewelry, and not an article of utility as 
in milady’s hand bag which can be. used 
as a catch-all for heavy and pointed 
articles and subjected to rough use and 
thrown around indiscriminately. 

Many people buying mesh bags for the 
first time fail to realize the fact that the 
mesh bag is an article of adornment and: 
should be treated with all the care and 
consideration that they give to their 
jewelry. True, it is highly useful and 
particularly handy for carrying around 
little necessities pertaining to milady’s 
toilet and the little articles that would 
otherwise be carried in the pocket. But 
the fact that many articles can be car- 
ried in it and the fact that the mesh bag 
is all metal is no excuse for the use to 
which it is often put. For instance, many 
people who are otherwise careful of the 
article of adornment they purchase have 
no hesitation in putting in a mesh bag, 
articles such as keys, nail files, Dorin 
boxes, etc., and then when they accident- 
ly or otherwise throw the bag on the 
table or hard surface, they are surprised 
to find that the file or box has pushed its 
way through the fine mesh. 

Many jewelers often receive complaints 
about the lack of durability of the mesh 
bag when in fact the fault lies entirely 
with the purchaser, in her carelessness. 
We are glad to note that some manu- 
facturers are fastening to the mesh bags 
a tag which gives a word of caution call- 
ing attention to the delicacy of the mesh 
and the fact that it is not to be used as 
a catch-all for heavy or pointed articles; 
that the mesh will not stand and is not 
intended to stand hard usage but must 
be used with the same care that any 
other fine or delicate article is given. But 
whether or not a mesh bag contains such 
a tag it would be wise for the jeweler 
in selling these articles to lay special 
emphasis on the fact that mesh bags, 
while convenient, are carried essentially 
for their beauty and should not be 
used in the same careless or rough 
way as is usually given to an _arti- 
cle of utility. 

If jewelers will see to it that their 
clerks make it a point to give a word of 
caution in the sale of mesh bags, as to 
the proper way in which they should be 
used, they will in no way detract from 
the popularity of these handy and beauti- 
ful articles, but at the same time it may: 
save themselves a lot of unnecessary 
trouble and unjustified complaints from 
customers who might otherwise be care- 
less and put the accident down to a de- 
fect in the article rather than to their 
own ignorance in the handling of the mesh 
bag. 





82 . THE JEWELERS’ CIRCULAR April 6, 192, 





/ av YT 


ME Ay LD 
WA LANTA ZS 


VY 

















: 
| 
| 





IMPORTERS 
~ AND 


CUTTERS 
OF 


DIAMONDS 





ALBERT LORSCH 
— 


EET EEE TITS Pea Tn a ons) a aaah haaadademnamnaad naan henaaeannnanannnnhn ahh dined 
ee aaneneaaeanabiited S 


Main Office Branch Office 
Lorsch Building, 37 Maiden Lane 131 Washington St. 
NEW YORK PROVIDENCE, R. I. 





an ae 
KEP» 
Ni NY F754 





Nf 


Ct 2 eenaaaee tet neers ~~ 


























April 6, 1921. 


THE JEWELERS’ 


CIRCULAR 








_ 


The News from England 





Sales of Easter Jewelry Novelties—Vogue of Jeweled Hair Ornaments— 
Thieves Rob Cardiff Jeweler—February Gold Output in the Transvaal 




















——— 
Lonvon, March 18.—The jewelers here 
did very well during the Easter season 
with their egg novelties. Seldom has the 
Easter egg been used to such good effect 
as it was this year by the jeweler. The 
seasonable gift was the expensive choco- 
late egg containing jewelry. One West-end 
jeweler was asking $1,250 for an egg of 
normal size. It contained emeralds and 
diamonds. There was the egg for the 
woman smoker. It contained dainty, silver 
or gold-mounted pipes and pouches. _The 
case for the woman smoker's perquisites 
did not have to be abnormally large. In 
one egg the briar pipe with ivory mouth- 
piece was between four and five inches 
long, the tobacco pouch lined with different 
colored silks was three inches long. In 
another egg was a tiny cigarette case en- 
crusted with jewels and filled with gold- 
tipped whiffs of Egyptian tobacco. The 
case was two-and-a-half inches by two 
inches. This novelty is having quite a 
vogue since the small case will go into the 
diminutive wrist handbag which also is 
the rage just now. Jeweled cigarette hold- 
ers for tiny cigarettes favored by women 
were also very popular as Easter egg gifts. 
x * x 


Despite the general trade slump which 
has been felt keenly in the jewelry busi- 
ness, Mappin & Webb, Ltd., one of the big- 
gest jewelry firms this side, has been able 
to show a trading profit for 1920 of approx- 
imately $717,795. In 1919 the trading profit 
was bigger—$74,435, but the net profit was 
smaller. In 1920 the net profit was $528,- 
440 as against $434,505 in 1919. The divi- 
dend on the ordinary shares is unchanged 
at 15 per cent., with $100,000 a gain to gen- 
eral reserve. The carry forward is in- 
creased from $118,415 to $194,445. 

* * * 


Deck safes to hold jewels and which 
would float in event of a shipwreck, are 
being proposed in France, where the gov- 
ernment is testing watertight, buoyant and 
fireproof receptacles for mail steamers. 
The experiments are being carried out in 
the Seine. These jewel chests for the con- 
venience of passengers would be kept on the 
decks during the sea trip, Letters and 
other valuables could be accommodated in 
the safes. 

x * x 

The present fashion for jeweled hair 
ornaments in England decrees that forehead 
bands be either very narrow or extremely 
broad and heavily jeweled. A narrow 
bandeau in paste is very popular just now. 
It finishes at the back with a flat motif of 
silver berries or tiny diamante leaves. An- 
other favorite band is the one of seed 
pearls finishing at the back with flat flowers 
composed of seed pearls, paste and green 
enamel, the latter in leaf form. The head- 
ache band of silver galon or passementerie, 
to which is attached a mask veil just low 
enough to shade the eyes, is worn quite a 
lot in society. 


Some 600 wedding rings, most of them 
having a love story connected with them, 
were sold by auction the other day, many 
of them going to the dealers for a “mere 
song.” There were bought for melting 
down purposes, and included a few rings 
containing rubies and diamonds. Some 
were worn almost to a wafer. Most of 
the rings realized up to $32.50 for batches 
of 20. The jewelry formerly belonged to 
inmates of a Manchester workhouse. 

* * * 

There is a lot of women this side now 
who are leaving pictorial art and fashion 
work to design jewelry. But they say the 
work is more exacting than that in the 
other art realms. A thorough knowledge 
of drawing, they say, is necessary, the work 
for the most part being so small and re- 
quiring such close inspection that faults of 
design are difficult to hide. ' 


* * x 
Profiting by the experience gained a 
year ago, when they broke into the same 


premises, thieves the other day paid an- 


other visit to Messrs. Longs’ shop at 
Cardiff, and got away with _ several 
thousand dollars’ worth of jewelry. 
They entered through a skylight. Inside the 


premises the way was barred by a heavy 
gate of steel bars, reinforced by horizontal 
and diagonal bars, and secured by an intri- 
cate lock system. The thieves bored a way 
through the wooden floor and let them- 
selves down into the shop with the aid of 
a rope ladder. In their progress they 
pushed aside a big clock, which stopped 
almost at the same moment as it did when 
the place was burgled 12 months ago—at 
11.45 p. M. 
x OK O* 

The February output of gold in the 
Transvaal was 558,137 ounces, as compared 
with 651,595 ounces in January. The re- 
spective values of this gold, based on a 
price of $21.25 an ounce, was approximately 


$11,860,400 and $13,846,350. 








William M. Irion, of Matt Irion & Sons, 
who is secretary of the Kentucky Retail 
Jewelers’ Association, recently returned 
from Lexington, Ky., where the executive 
committee of the State body met on March 
22. It was decided to ignore a part of the 
charter preventing meetings from being 
held other than in Louisville, and the State 
meeting will be held in Lexington Sept. 12, 
with a plan of going on from there to the 
national convention. Present plans are to 
go to Cleveland and take the lake boat over 
to Buffalo. As the first day is given over 
largely to registration and routine matters, 
and the Kentucky delegation should reach 
Buffalo at about noon, it is believed that the 
arrangement can be worked out nicely. The 
other members present at the meeting were 
F. J. Heintz, Lexington, chairman, and R. S. 
Welch. Scottsville, president. Mr. Welch 
and Mr. Irion have started work on the 
program. 
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DEATH OF HARRY E. WARDIN 





Topeka, Kans., Jeweler Succumbs to Mys- 
terious Sickness After a Few Hours 


TopeKA, Kans., April 1—The business 
career of one of Topeka’s youngest and 
most promising jewelers was halted in mid- 
course, when Harry E. Wardin, of the firm 
of Charles E. Wardin & Sons, was sud- 
denly stricken with a mysterious malady 
and died a few hours after on Easter Sun- 
day. 

Mr. Wardin was apparently in good 
health Easter morning. At noon he was 
found unconscious by members of his fam- 
ily. The first physician called was unable 
to diagnose the disease. Examination 
showed Mr. Wardin’s heart action good, 
but his breathing was not perceptible. Four 
other physicians were called in consulta- 
tion, but they were unable to arrive at a 
diagnosis. 

Mr. Wardin did not regain consciousness 
and died just before midnight. 

He was 32 years of age. For the last 
three years, he has been in charge of the 
firm, as his father, Charles E. Wardin, has 
spent much time out of the city. Another 
son, Lloyd Wardin, was also a partner in 
the firm. 

During the last year the size of the stock 
has been nearly doubled and the amount of 
space occupied increased by 100 per cent. 
The firm has been doing an unusually good 
business this Spring. It has the reputation 
of being one of the best jewelry stores in 
Topeka, carrying a very high grade stock. 
It has been in existence here for more 
than 30 years. 

Mr. Wardin, in addition to his father 
and brother, is survived by a widow and 
two children. 








GETS LONG SENTENCE 
Bandit Who Robbed Philadelphia Jeweler 


Goes to Prison for a Term of from 
Eleven to Thirteen Years 





PHILADELPHIA, Pa., April 1—A sentence 
of 11 to 13 years was imposed on March 29 
upon Frank Brown, also known as “Van 
Dyke George,” for his connection in the 
robbery on Dec. 31, 1919, of the jewelry 
store of S. Sydney Weissman, 1503 Sus- 
quehanna Ave. 

Brown’s Van Dyke beard attracted mucn 
attention during his trial before Judge 
Quigley, in room 653, City Hall. Miss 
Ruth Kugler, 2136 13th St., a customer in 
the jewelry store when Brown and three 
other bandits committed the robbery, iden- 
tified Brown. They took jewelry worth 
$1,400. 

David Stern, who got from five to seven 
years as one of the bandits, has since had 
his sentence reduced to two years for the 
assistance he gave the prosecution in this 
case. 








Foreign trade problems of a wide variety 
are to be handled by men of international 
reputation at the coming convention of the 
National Foreign Trade Council to be held 
in Cleveland, O., May 4 to 7. The program 
as outlined by topics covers practically all 
the more important lines of industry con- 
tributing to the export trade. 
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Massachusetts and Rhode Island Convention a Big Success 


Members of Association Hold Rousing Conclave in Boston—Interesting and 
Instructive Addresses and Discussions Features of the Gathering—Reso- 
lutions Adopted, Officers Elected and Other Business Transacted 

















Boston, Mass., March 31.—The annual 
convention of the Massachusetts and Rhode 
Island Retail Jewelers’ Association, which 
was held at the Copley Plaza Hotel here 
on Tuesday and Wednesday, excelled all 
previous conventions of the association in 
many ways. The list of speakers, the social 
functions, the discussions and the attend- 
ance set a record which will be hard to 
better at future gatherings. Every minute 
was filled with instructive and enjoyable 
features,.and the officers and committees 
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Left to Right—Belmont, E. Gordon, President, New 


FOUR STATE PRESIDENTS AT MASSACHUSETTS 


cuss and undertake matters for the general 
civic community good in chambers of com- 
merce.” 

Greetings of Boston were extended by 
Andrew J. Peters, Mayor of Boston. He 
said: 

ADDRESS OF 


MAYOR PETERS 


It is a pleasure for me to extend to the Massa- 
chusetts Retail Jewelers’ Association the greeting 
of our city. During your visit I trust you will 
see those historic places that really belong to all 
New England and that your business relations not 
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Hampshire Association; J. Frederick Kahl, Re- 


tiring President, Massachusetts Association; Gus Hascall, President Vermont Association; George 


Lux, President, Connecticut Association. 
feel well satisfied with the results of their 
efforts. 


Tuesday 


Representing the Boston Chamber of 
Commerce, F. Alexander Chandler empha- 
sized the value of the trade association 
movement and the striking changes that 
have thus been brought about in business. 
The past few years have seen many steps 
forward through co-operative effort, but 
none more worthy of record than those 
accomplished by the Trade Association, he 
said. 

“Each of our worth-while trades and pro- 
fessions,” said Mr. Chandler, “now has its 
group association, and these group meetings 
have done a great deal to raise merchandise 
standards and the ethics of merchandising. 
Our town or city as a municipal center 
offers another co-operative group in which 
the allied retailers of jewelry, hardware, 
dry goods, etc., find a community necessity 
and desirability to meet with the manufac- 
turer, lawyer, banker and others to dis- 


only will be profitable but will be bound together 
more closely. 

Very often we hear the steel industry, or the 
railroad earnings, called barometers of trade. I 
am reminded by one of your association, however, 
that the most accurate barometer of business is 
found in the retail jewelry lines. It responds to 
the economic pulse quicker than almost any other 
business, and as a result you foresee long before 
others the periods of activity and depression. 

Although you expect me to express the well 
wishes of Boston on this occasion, I am tempted 
in addition to my wholehearted welcome to leave 
another thought with you. We 
journals a whole lot about 
penses of our government have 


in our trade 
taxation, The ex- 
increased in leaps 


read 


and bounds, and new sources of revenue are 
needed to carry on the work. The one big 
problem is to derive revenue from new sources. 


At the present time there is a wide discussion on 


the subject of a tax on sales. As business men 
coming from all over the state, meeting every 
class of buyer, you are in a position to give solid 
advice on this new subject. If you find time in 
your busy convention to discuss this important 
topic, I know that your views will have great 
weight. 

“Watchinaking, a Profession,” was the 


subject of an interesting paper by Arthur 
G. Mansur, president of the New England 
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Jewelers’ Institute. His address follows: 
ADDRESS OF ARTHUR G. MANSuUR 


Skilled workmen and service are, | believe. 4 
most important branches of the jewelry pte: the 


TI ccinnriis é a é : Ness, 
le service we give our customers, in repairin 
watches, clocks and jewelry, is the very founds 
tion on which rests the whole superstructure “A 

> In 


the past too little attention has been given to t 
vital subject, and we must look well to tiie fut 
if we want and expect our business to maintain 
its high standard, and to keep abreast of these 
times of progress and intensive merchandising 
I am sure you all know about the shortage af 
skilled workmen, but I wonder if yoy realize 
that at the present rate of depletion, it will he 
but a few years before there will be comparatively 
few, and when that time comes, the repairing of 


his 
ure 
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watches, clocks and jewelry will have to be done 
in the factories. When this condition prevails 
we can look for a large percentage of our busi- 
ness drifting to the department and other stores, 
If it takes from six weeks to three months to 
get returns from the factories, as it does at the 
present time, and other kinds of business can 
then give as good service as we, then we cannot 
expect to hold the trade: and confidence of the 
public, in the future, as we have in the past, so 
I say look well to the future. 

The Scientific American last year devoted almost 
three pages to an article on “The Ingenuity of the 
Watchmaker,” and put up a strong argument, 
giving good reasons, why our repairing and manu- 
facturing should rank as a profession rather than 
a trade. One thing they say is, “Strange as it 
may seem, we do not in this country, emphasize 


horological education, as is done in England, 
Switzerland and France. As much attention is 
devoted to Horology, abroad, as to Law and 


Medicine in this country, and sometimes more.” 


For the past 50 years Switzerland, in 12 of 
her cities, has maintained horological institutes, 
where a four years’ course is required. The 


student has to make a complicated, accurate run- 
ning, watch,—this means that he must make the 
plates, wheels, pinions, main and _ hair springs, 
escapement, and in fact every part of the move: 
ment, before he is awarded a diploma. This is the 
reason why Switzerland is making more fine 
watches at the present time than all the rest of 


the world, and why there are plenty of expert 
watch repairers there. 
There are a great many fine watches made in 


our country, but there is not one single institute 
turning out expert finished workmen, and _ there 
are only three watch schools on this continent, 
where men are educated to. be good journeymen 
watch repairers, 

Isn’t it a fact that less than 25 per cent of our 
watchmakers are skilled workmen, and less than 
25 per cent fairly good repairers, and all the rest 
a little better than ‘‘tinkers’’? 

Now the question that arises is—How to get 
more skilled workmen to remedy this serious con- 
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dition that confronts us? The answer is technical, 
porological institutes, located in the different sec- 
tions of the country—institutions on a par with 
the technical institutes where the profession of 
civil, electrical and miechanical engineering is 
tavile we might accept as students to these ‘in- 
stituttons any that might apply, who could fill the 
requirements, I believe that in soliciting students, 
our efforts should be directed to the obtaining of 
high school and college graduates, because, in or- 
der to learn to become an expert, finished work- 
man, or even a good journeyman watchmaker, a 
student must have a good knowledge of arith- 
metic, and some of the higher mathematics, so we 
believe the best field to get students from is high 
schools and colleges. The training of such men 
from the time they enter school is to go from 
grade to grade and finally graduate and get a 
diploma. We believe, therefore, that as studenis 
of our institutes they would care more to finish 
the course and receive a diploma, rather tian leave 
before for the sake of an attractive salary, which 
may have been offered them. I speak of this on 
account of the information I have received at 
several schools I have visited, that it is difficult to 
get students to stay until they have completed the 
whole course. They get a smattering of knowl- 
edge about repairing and someone makes an offer 
which looks good to them, so they quit and prob- 
ably never become good workmen. 

The question of how this movement is going to 
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affect the salaries of the watchmaker has been 
raised. Under the old schedule of prices for re- 
pairing the jewelers were paying their workmen 
all they could afford to, but since the new prices 
for work have been made, the workmen have had 
their wages raised proportionately. We _ believe 
one effect of training in institutions, such as the 
New England Jewelers’ Institute, which has been 
organized, would be to raise wages of workmen 
rather than lower them. At the same time, we 
could give better service to the public, which 
service would react to the benefit of the jeweler. 

This all amounts, gntlemen, to a matter of 
vision. We are a little late with our vision, but 
this makes it all the more important, that we 
should now push the matter to a successful end. 

The spectacle maker, of several years ago, had 
a vision, What has been the result? The op- 
tician of today. He is now a professional man. 
His profession is protected by law. He is giving 
better service to the public, for which he receives 
a larger remuneration. The public has no fur- 
ther use for twenty-five cent glasses. The 
spectacle vender has folded his case and silently 
faded away. 

What has been achieved by the optician, and 
men of numerous other professions that I might 
mention if time permitted, can be achieved by 
us. It is up to us to make our trade a pro- 
fession, get the protection of the law, and give 
the public better service, all of which would put 
our business on a higher level, and isn’t that 
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what we should be seeking for gentlemen? As 
the spectacle vender has faded away, so let us 
see to it that the tinker has had his day. 

Why is the apprentice plan not a success? I 
said earlier in my talk that less than 25 per cent 
of the watchmakers of today were finished expert 
watchmakers. Supposing that we should try to 
place an apprentice with each one of this class of 
men. How many of them would be willing to put 
in their time teaching a boy what they know. I 
warrant not over 10 per cent would. On the 
other hand, if you placed boys with incompetent 
workmen you would only be increasing the num- 
ber of incompetents, of which we have far too 
many now. This system is antiquated and alto- 
gether wrong. The only remedy in sight, in my 
opinion, is the technical horological institute. 
Here, the student has for his instruction the best 
brains of the best tutors and mechanics obtainable. 
He learns the right way and does not know the 
wrong. 

The field for his endeavor is broadened, His 
work and inventive genius will not be confined to 
watches only. The field is as broad as that of 
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the mechanical engineer. While he improves and 
invents machinery, the horological engineer can in- 
vent and improve the more delicate mechanism, 
such at the altimeter used in aeroplanes, the 
timing pieces used in torpedoes, the many record- 
ing devices, and innumerable mechanisms which 
are too small for the mechanical engineer and 
must be worked out under a magnifying glass by 
the horological engineer. Why then, wouldn’t this 
interest and attract the class of young men who 
are ambitious for a higher education. You prob- 
ably have noticed that I have named this class of 
students ‘‘Horological Engineers,’ thus _ placing 
them in the professional class. A diploma 
awarded to a graduate ‘‘Horological Engineer” 
would mean as much to him as the diploma 
awarded to graduates of medical, academic and 
technical colleges and institutes would mean to 
them. 

Summing up, I have tried to impress upon your 
minds the great importance of service and the 
necessity of more skilled workmen and the means 
of getting them. The old method of apprentice- 
ship did not attract enough of the class of men 
most desired. I believe that I have suggested a 
remedy for this condition, which in the years to 
come will provide a sufficient number of men of 
the class that we are looking for and at the same 
time help elevate our business to a position where 
we will not only continue to merit the confidence 
of the public that we have had in the past, but 
will also increase it. 


Prof. Melvin T. Copeland of the Bureau 
of Business Research, Harvard University, 
dealt at length with a subject of vital in- 
terest to every jeweler, namely, “The Cost 
of Doing Business in the Retail Jewelry 
Trade.” His address appears on pages 
103 and 105. 

This was followed by an equaliy enter- 
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taining and educative address by Edward 
H. Hufnagel, second vice-president of the 
American National Retail Travelers’ Asso- 
ciation. His address was as follows: 


The Making of a Merchant 

For many years we have heard it said that out 
of every 100 people starting in business 95 fail. 
There are three reasons assigned for this large 
number of failures; they are lack of experience, 
lack of confidence and lack of capital, If we 
were to condense these three reasons into one we 
could do so by summarizing them as “bad judg- 
ment.’’ Time and place are factors entering into 
every phase of our existence. Experience teaches 
us when and how to act. You will probably re- 
call the story of the sailors who were straining 
every nerve to tie a rope which was too short, and 
were on the verge of losing their hold when some- 
one in the crowd yelled “Wet the Rope!” = This 
practical suggestion saved the day and is an ex- 
ample of what applied knowledge will do in an 
emergency. What would the wisdom of the ages 
amount to if it were not put to practical use. 

Capital and reserves stiffen our backbone and 
give us confidence when needed. Good judgment 
presupposes and anticipates the need of experi- 
ence, confidence and capital before entering into 
any project. If we ponder over a subject before 
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deciding a question we will be less liable to err, 
The great question is where can men acquire this 
all important specific “Sound Judgment.” Is it 
something that can be learned from books, or 
bought in the market place, or is it something 
that is acquired from hard knocks of experience 
and adversity? The answer is it may be ac- 
quired both from books and from practical ex- 
perience. The fundamental factor in both cases 
being the necessity for real individual thinking. 

Without doubt the successful ones fall into the 
class of thinkers; those who analyze every situa- 
tion and by a process of reasoning make decisions 
that are sound and correct. 

Among children we find those who see things 
quickly and have a sense of value. Put two 
apples alongside of each other and see how readily 
the boys will pick the better one. As we go up the 
scale discrimination is more difficult as many a 
camouflage is affected to produce an optical de- 
lusion and the uninitiated are led into mistaken 
judgment, 

God has given us a thinking machine calied a 
brain, He has made it possible for man to con- 
quer the elements, the beasts, the forces of na- 
ture and use them at his command. Some men 
have used this divinely conceived mass of grey 
matter and have wrought miracles as a result. 
The great majority, however, are satisfied to drift 
along in the lines of least resistance and follow 
the beaten path, Is it any wonder that they are 
doomed to failure when they are led by blind 
leaders? 

Dr. Holmes W. “Faces Tell.” 


Merton says, 
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-. i. a truism and is recognized by many. The 
This 1s woman who has followed a certain pro- 
man aig eee molded by his thought in the 
ae iad of life and develops certain char- 
— ha which spell for success in their respec- 
cage Lawyers, literary men, doctors, 
yo vearchitects mechanics and executives, all ex- 
—_— peramental and vocational ability by pro- 
arkations in their faces which are 

tee , the student. 
-_ pee Min man can usually be selected be- 

= of the highly developed will-faculties which 
-_ srominently in the lower face. If a man is 
ete by temperament and natural ability to 
become an artist, what a folly it would be for him 
to try to train for merchandising, and vice versa. 
If a man is a natural trader why try to make an 
artist of him? . 

I should like to touch upon the importance of 
the faculty of imagination. Not that dreamy type 
of thought which floats in the air, but the kind 
that conceives plans and inventions and gives to 
the world new ideas. This imagery crystallized 
into definite form becomes a reality and has great 
commercial value, Human nature craves changes, 
this fact is recognized by the intelligent merchant 
quick to see when popular interest begins 
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to flag and prepares to supply the tired or vacillat- 
ing mind with a new appeal either in the style or 
type of commodity handled, He learns to read 
character and becomes so expert that he can tell 
whether a customer is supercritical or easily sold. 
By developing one’s power of observation and per- 
sonality one can elicit information and secure con- 
fidence that will make strong friendships and com- 
mand great respect. 

What a power for good a merchant can exert 
in his community if he will! 

What a wealth of pleasure and joy he can find 
in congenial work and surroundings! 

The merchants of the future may be college 
trained men but the merchants of today must 
necessarily be trained by practical hard-headed 
business men, 

Let none of us miss the opportunity of rub- 
bing elbows with those who have been more suc- 
cessful merchants than we. 

I repeat the first and last requisite of mer- 
chandising is sound judgment without which no 
one can be successful. For those of us who have 
passed the experience of youth there is a develop- 
ment to be acquired through reading and an in- 
terchange of ideas. 

The cultivation of the powers of reflection, poise 
and confidence, coupled with aspirations that are 
lofty and full of useful purposes, secures for us 
a broader, better outlook in the business world, 
a greater understanding of our fellows and a real- 
ization of our obligation to society. The formula 
that I recommend for the “Making of a Merchant” 
consists of six parts sound judgment, one part 
Stability, one part courtesy, one part service, one 
Part optimism, These elements properly mixed 
and applied to the every day problems of business 
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with a bit of initiative and humor to relieve tense 
situations will contribute mightily to a successful 
business career. 

Under the title “The Silver Situation,” 
Franklin A. Taylor, president and general 
manager of the Gorham Mfg. Co., described 
in detail what the company is doing to meet 
the situation existing between the manu- 


facturer, the wholesaler and the retailer. . 


At the conclusion of his address Mr. Taylor 
paid an affectionate tribute to the late Col. 
John L. Shepherd, the audience rising in 
silent remembrance and reverence for “The 
Jewelers’ Friend.” 


Sympathic resolutions were adopted, and 
a personal estimate was _ subscribed by 
Albert R. Kerr, vice-president of the asso- 
ciation. The tribute and resolutions wers as 
follows: 


THE TRIBUTE AND RESOLUTIONS TO COL. 
JOHN L. SHEPHERD 


He first became identified with the jewelry 
trade in 1877. 

In the latter part of 1882, he started the Key- 
stone, a trade publication. 

About 1885 he first devoted his time traveling 
among the jewelry trade, attending conventions, 
as a general missionary, a sort of an inspiration 
to the jeweler, which continued until the end. It 
became a general feeling that a jewelers’ conven- 
tion was hardly successful unless he was present. 

His tireless energy in the interest of the 
jeweler was well nigh inexhaustible, and his ad- 
vice and assistance was sought by all branches 
of the industry. 

He was a strong believer in organization and 
association, and our trade associations all over 
the country are a monument to his memory. 

The sad event of his death, from bronchitis, 
came at Pasadena, Cal., on Feb. 21, 1921, where 
his remains now rest. 

It was my pleasure to have known Col. Shep- 
herd for nearly 30 years. His cheerful manner, 
his cordial handshake and his ever cheering words 
made my acquaintance one of great pleasure. 

His little kindnesses, such as a birthday card, 
a New Year card, from some distant city, showed 
that though far apart he still had me in mind, 
and incidents of this kind made him such a 
lovable man. 


Wuereas:—A Divine Providence has Laken from 
our midst, Col. John L. Shepherd, an honorary 
member of this association, whose deep interest 
in our welfare will always be remembered with 
heartfelt appreciation, and 

WuHueErREAS:—His lovable nature and sterling qual- 
ities endeared him to us all; 

Reso_vep:—That the Massachusetts Retail Jew- 
elers’ Association, embracing the State of Rhode 
Island, in convention assembled, express our great 
sorrow on the taking away of our beloved asso- 
ciate. 

REsOLVED:—That we tender to the bereaved fam- 
ily, our heartfelt sympathy in their great loss. 

RESOLVED:—That a copy of these resolutions be 
spread upon our records and also be sent to his 
family. 

. o ~ . r 

President J. Frederick Kahl, who called 
the session to order, introduced the speak- 
ers with delightfully .appropriate remarks, 
and presided with his well-known prompt- 
ness, expedition and masterful grasp of 
business meetings. 

Henry R. Arnold appealed for individual 
and financial support for the Vigilance 
Committee, which “has fought your fight 
through the war and afterward, has saved 
your industry a 50 per cent. tax, has put 
the jewelry business on an equality with 
other industries.” It is necessary, he said, 
to raise $40,000 to carry on the work, and 
Roston’s proportion is $1,600. 

The evening session was devoted to a 
“Question Box,” which brought forth many 
interesting problems and answers. 

While the jewelers were attending to bus- 
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iness, the ladies, of whom a hundred or 
more had come from various States in New 
England, were entertained by the manufac- 
turers and wholesalers of Boston. In the 
afternoon they were taken on an automo- 
bile sight-seeing tour. 

In the evening the ladies were tendered a 
banquet at the Hotel Westminster, and 
afterward visited the Hollis Theatre to wit- 
ness “Abraham Lincoln.” 


Wednesday 
Charges that manufacturing concerns 
which produce sterling silverware have 


been unfair to the retail jewelers were 
made at the second day’s conference which 
opened with a “round table” breakfast in the 
Swiss room. Several silver concerns were 
treated with “bare fists.” It was alleged 
that not only have there been a large num- 
ber of increases in price during the last 
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few years, but that some of the manufac- 
turers actually have sent their men out 
seeking business from the fields of retailers, 
almost under the noses of their own dealers. 

One or two of the speakers declared that 
the time had come to let the manufacturers 
know that the retailers stood ready to dis- 
continue carrying sterling silverware unless 
there was a decided change. As a result 
of the excessively high prices«for sterling 
silver, it was asserted, the amount sold has 
dropped to one-third what it was 15 years 
ago. On the contrary, however, it was 
shown that the sale of diamonds is the 
largest ever, despite the high prices prevail- 
ing for several years. 

President Kahl said that the manufac- 
turers of sterling ware had been unfair to 
the retail jewelers and, after pointing out 
that silver takes up about half the room in 
most New England jewelry stores, claimed 
that little if any profit was being made in 
this line. Mr. Kahl said that retailers had 
been burdened with one increase after an- 
other during the past few years. “We 
hardly had time,” he said, “to mark the new 
prices on our stock before we were notified 
of another seven or 10 or something else 
increase; then we marked the goods up 
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again just about in time for another in- 

With silver bringing 56 cents an ounce, 
the manufacturers still are trying to get 
$1.50 an ounce for flatware. Our sales for 
the war period were not to the people who 
had sterling ware on their tables and wanted 
to refill or buy a few new pieces now and 
then—those people knew what sterling was, 
and they refused to pay the prices. They con- 
tinue to refuse to pay exorbitant prices. 
The manufacturers cut off 20 per cent. a 
while ago, but they did not do it in No- 
yember or at a time when we could take 
full advantage of it in our inventories.” 

H. E, Nock Newburyport, urged that the 
retailers try to restore the jewelry busi- 
ness to something of its honored position 
for hundreds of years past, but in order to 
do so it must be made to show a reasonable 
profit. He said he could not help being 
pessimistic because a “worthy business was 
being murdered.” 

Edward H. Williams, Bridgeport, Conn., 
said that while he felt it was desirable to 
start a customer on the best and highest- 
priced goods, it was wise not to try to size 
up a customer too carefully on first in- 
spection. He suggested that the plan which 
he had found for displaying silver in a de- 
partment store was a good one—all the 
diferent grades from the finest sterling to 
the cheapest plated shown in one long case. 

In this way the customer could be started 
with the high-priced goods, and if some- 
thing lower in price was desired, the cus- 
tomer gradually could be worked down the 
aisle as far as needed. In this way, he 
said, the woman customer was spared the 
shock to her pride that came with saying, 
“Oh! The cheaper plated ware is on the 
other side.” 

Ellis Gifford of Fall River, chairman of 
the trades interests committee of the 
National Retail Jewelers’ Association, said 
that the silversmiths were conducting a 
national survey to find out the reason for 
the great reduction in the buying of 
sterling silver. - 

“Well,” commented President Kahl, “if 
they wanted to know that, and save them- 
selves the expense of this survey, all they 
needed to do was to call some of the re- 
tailers together and in a few minutes we 
could tell them what’s the matter.” 

Mr, Gifford said that the Harvard experts 
had shown that the retail jeweler’s over- 
head expense is about 33 per cent and that 
on the basis of 60 per cent gross profit, 
there would be no net profit after paying 
the war taxes and other expenses. He 
declared that a larger gross profit was 
necessary, especially as the silver end of 
the jewelry business is the one that brings 
all the expense of delivery. 

A. E. Garnsey of Sandford, Me., former 
president of the Maine jewelers, declared 
that some of the manufacturing concerns 
were spending far too much money on 
mahogany fittings and furnishings and other 
frills for their offices, and that if they 
would cut out “the mahogany and give 
us the benefit of the difference, the retail- 
ers might make a reasonable profit.” 


ADDRESS OF PRESIDENT KAHL 
As usual, Fellow Jewelers, another year has 
tolled past, the happiest and most prosperous of all, 
thanks to the jewelry organization activities. 
Jewelers are essentially the world’s joy makers 
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to furnish its silverware for service and sentiment 
and its jeweled tokens of love, its splendid time- 
pieces to make this and succeeding generation of 
homes happier and it is up to us to see that these 
tokens are worthy, beautiful and good. 

We are here today in order that we may learn 
how to give the world and especially our dear 
old States of Massachusetts and Rhode Island 
service, 

From the beginning our association has de- 
clared war against the dishonest dealer posing as 
a jeweler and the fake auctioneer, 

We have always stood for better merchants and 
merchandise, for a living against price cutting 
which usually is quality cutting and for the ele- 
vation of helpful merchandising methods. 

I am convinced that if we jewelers had or- 
ganized local jewelers’ clubs 10 years ago that 
our sales would be double what they are today, 
such is the power of co-operative constructive 
effort. 

We are in the midst of a period of depression, 
of falling prices and there is concern for the 
future. Everyone is turning to the government 
expecting that in some magic way the enactment 
of legislation can cure all of the ills from which 
we suffer. While there are some things that the 














A. E. GARNSEY, FORMER PRESIDENT OF THE 
MAINE RETAIL JEWELERS’ ASSOCIATION 


government can do, and should do, that will help 
to relieve the present conditions the cure for the 
most part lies with the people themselves, We 
seem to be suffering today because we have too 
much of everything. We have too much wheat, 
too much corn, too many potatoes, too much sugar. 
So there are millions of people in the United 
States who are finding it difficult to get enough of 
these things for their daily needs. We have too 
much cotton and too much wool, so our people 
are wearing their old ones much longer than they 
ever did before. Some people even think we have 
too much water. 

We are suffering from poverty because we have 
a surplus of riches. We seem to have been thrust 
with ‘‘Alice through the ‘looking glass,’’ where 
everything is wrongside to, and it is well that we 
rub our eyes and ask ourselves what is the matter 
with us anyway. ‘ 

What we need today more than laws is a medi- 
cine, the ingredients of which are confidence, 
judgment, patriotism and business honesty and we 
all need to be well shaken before taking. In of- 
fering this formula I propose to analyze it in an 
endeavor to convince you of its curative qualities. 
First as to confidence, we should not get panicky 
over the depression that is upon us, We are 
undergoing a readjustment of values, a readjust- 
ment which had to come. A rising market cannot 
continue forever. There is a peak beyond which 
prices cannot climb and it has always been true 
that there is no level at the top but always a 
descent more or less precipitous upon the other 
side. Everyone must have known that. 

Going down on the other side seems to mean 
losses in business some real, some imaginary, but 
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it is the price that must be paid for stability. 
There can be no general prosperity until the 
general price levels are reached, and the aim and 
purpose of every business man should be to es- 
tablish those price levels as soon as posible. 

The people of America have been demanding 
lower prices for everything they have to buy but 
at the same time insist that high prices shall con- 
tinue upon everything they have to sell. Now we 
cannot have high prices for what a man, has to 
sell and low prices for what a man has to buy. 
This is impossible, for what some man buys some 
other man sells. There must be a frank recogni- 
tion that falling prices are here and that as men 
took their profits when prices were up so must 
they take their losses when the prices are down. 
But if there shall be a proper relation between 
the prices of all commodities the losses suffered 
will be more imaginary than real. We are too 
prone to measure profits and losses in terms of 
dollars alone, while the true test should be the 
purchasing power of the dollar. 

Prices ought net to go farther down than to cut 
out the exorbitant profits and wasteful practice, 
and to prevent this danger we need confidence. 
We must have confidence that we are simply re- 
turning to a period of thrift and economy to a 
period where a man must earn what he gets; 
that the day of great profits without spending 
an equivalent in service is gone, and it is a good 
thing they are gone for there can be no real 
prosperity under such conditions. 

Therefore, I advice confidence—confidence in 
our future, confidence in our country and confi- 
dence in each other, Take losses as you must, 
but remember if a permanent level of lower 
prices is reached, these losses will be more 
imaginary than real. Remember that we have an 
abundance of everything necessary for the com- 
fort of man, and all that is needed is distribution 
among our people, endeavoring to secure to every 
man who has rendered service in production, 
transportation and distribution his just share. 

Your executive board have met four times this 
past year, all well attended meetings. 

It was voted at the meeting held Jan. 18 to 
send $100 to the treasurer of the Vigilance Com- 
mittee, the watchdog for the retail jeweler. We 
are hoping that through the efforts of Chairman 
M. D. Rothschild and his splendid committee and 
our co-operation the unjust tax may soon be elimi- 
nated or equally distributed. 

At our last convention it was voted that the 
question of graded dues be laid on the table un- 
til this convention. This sliding scale of dues 
has been adopted by many States and range from 
$10 to $100. Beginning the year 1922 our an- 
nual dues to the national association will be $5 
per member. It can readily be seen we must in- 
crease our dues and hope that all members will 
be present when this question comes before the 
convention. 

Our national association plans to put a field 
secretary out to cover all conventions and assist 
State associations, 

They have created an upholding organization 
fund and have over $10,000 subscribed to—in 
pledges to be paid in three years, This will 
enable the national association to put a man in the 
field much sooner than to wait until all States 
have increased their dues to meet this urgent 
need. I called upon the President to-send the 
field secretary to our convention, his 1eply was 
“we have not found the right man yet.” 

To your executive committee, especially Secre- 
tary Smith, I am profoundly grateful and I hope 
my successor will find as much joy in the presi- 
dency of the Massachusetts and Rhode Island As- 
sociation in the coming year as I have in the past 
two years. 


Reports of the local associations were 
submitted at this session and the subject 
of finance was discussed. The report from 
the Lowell Association was as follows: 


REPORT OF LOWELL RETAIL JEWELERS’ ASSOCIA- 
TION 


Upon our return to Lowell from our last con- 
vention which was held in Providence last year, 
we repcrted to our local association the work ac- 
complished and that which was laid out for ac- 
tion during the year, and our association has 
expressed itself collectively and individually for 


the work that has been accomplished at these 
conventions and with the aims and views laid 
down, 


One of the important questions that has come 
to our attention has been that of misleading ad- 
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Formerly there were a number of 


na in our city who would advertise sales 
aie articles were listed way beyond the 
es resale value, and on which excessive value 
actu: 


ow a markdown. : 
_ question that has been greatly agitated 
.. our city is that of “Why it pays to trade with 
lr merchants.” This question has been taken 


local our association and the Chamber of Com- 
up i with some success. But one of the first 
sequisites to appeal to the purchasing public is for 


the local merchants to be able to supply and inter- 

ret the wants of the people. Merchants must 
have live, snappy stocks, but they should be con- 

ative as to the quantity. A small stock and 
se variety of staple goods can more readily be 
ce over than a large, unwieldy stock. The 
saiandion must appeal to the purchasing pub- 
lic, prices must be right and the service right, 
else they are bound to patronize the mail-order 
houses and out-of-town concerns. This seems to 
us a very important question and one that should 
be taken up at length by this convention, 

The question of guaranteeing merchandise has 
also been discussed by us extensively. We do not 
feel that any iron-clad guarantee should go with 
our merchandise, further than to state to the cus- 
tomer its quality and the guarantee of the manu- 
facturer. 

We have also agreed that there should be no 
free engraving and no loaning of watches. 

Owing to the fact that we had no reasonable 
service from our local engraver, we inserted an 
ad in the Providence Journal and after sifting 
out many applications, we have finally been able 
to secure one for our city whose prices and ser- 
vice are right, 

Our association is also on record as being in 
favor of daylight saving. 

In the matter of advetrising, “‘Gifts that last,” 
and why it pays to trade with local merchants, we 
are of the opinion that joint advertising by mem- 
bers of the association is very beneficial. 

One of the curses of the retail jewelry trade is 
the itinerant vendor and auctioneer. To give an 
example of this, we wish to call your attention to 
an experience which happened in our city recently. 
During the month of November a jewelry store 
was opened in the busiest section of our city, 
and ran for one month as an ordinary retail 
jewelry store, then blossomed out as a full-fledged 
auction room, operating all hours of the day and 
night and on legal holidays. Upon investigation 
and upon appeal to the police and the city govern- 
ment, notwithstanding a law prohibiting auctions, 
we were forced to allow these transients to come 
in just before the holiday season and for a month 
following it and take away trade from the local 
taxpayer and merchants who have lived here all 
their lives. They were able to circumvent the 
law in the following manner. They gave a mort- 
gage to one of their associates, which they caused 
to be foreclosed, then operated a mortgagee’s sale. 
Now a bill has been introduced regulating the 
hours and places of public auctions. This law has 
been more or less widely agitated among the 
jewelers but when it came up for reading before 
the committee, the Lowell association was the only 
one represented. However, it is suggested that a 
committee be appointed to take up this matter and 
urge its early enactment, 

We have discussed at some length the bill in- 
troduced by Congressman Longworth, which is 
certainly discriminatory and unfair in every way 
to the jewelry trade. We most heartily endorse 
the work being done by the Jewelers’ War Revenue 
Tax Committee and it is suggested that this con- 
vention take some action in the premises. 

Last August the Lowell and Lawrence jewelers 
organized an outing and among jewelers from other 
cities who were invited guests were those from 
Haverhill. As a result of this outing, and in 
fact during the day, the Haverhill jewelers or- 
ganized and elected their officers, The North 
Shore Jewelers’ Association was well represented 
as well as the Boston. A parade was formed, 
after which we proceeded to the Vesper Country 
Club, where a buffet luncheon was served. Games 
were started immediately following, after which 
a photograph of the 60 attendants was taken, 
which was published in THe JEWELERS’ CIRCULAR. 

A banquet followed at 6:30. After the address 
of welcome by Hugo Biel, toastmaster Joseph 
Harris, president of the Lawrence association, in- 
troduced the various speakers, the principal 
speaker being the Honorable Perry D. Thompson, 
Mayor of Lowell. One of the principal things 
of interest was the presentation of the “three 
keys,” a “lock,” and the “three links,” repre- 
senting the three cities, Lowell, Lawrence and 
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Haverhill, with the three mottoes, “Friendship,” 
“Co-operation” and “Fair Dealings,” to the toast- 
master. ‘This gave an opportunity for the three 
cities to form a Merrimack Valley Association. 
The three mottoes, the three keys, a lock, and 
the three links, or this Merrimack Valley Asso- 
ciation, was the realization of a desire long 
cherished by Lowell and Lawrence. 

One of our oldest established jewelers, Harry 
Raynes, passed away during the past year, We 
expressed our sympathies by sending flowers to the 
bereaved wife, and by closing our stores one hour 
during the service. 


The report of the secretary, Louis S. 


Smith, for the year ending March 28, 1921, 
follows: 





Active members March 23. 1920............ 205 
Active members admitted during the year.. 37 
Active members reinstated...........cseee0 1 

SOHN <a wiglereiale ein dvdeiaedine Weihuis wmlaeees GNe 
Active members lost during the year...... 3 
Petve- membéete 10 date ..iccscsccwocsens 240 
Honorary members March 28, 1921........ 3 
ORG. OMEN Sy asia deh wien ce seer ss 1 

Total membership ...... a ee 242 


This is a net gain of 35 active members and 
four new towns are represented. The three ac- 
tive members lost went out of business. 

Col. John L. Shepherd was the’ honorary mem- 
ber lost, His death is not only a loss to us but 
a distinct loss to every retail jeweler. He was 
active in the formation of this association and 
was deeply interested in all association work. 

During the year $100 was contributed to the 
Jewelers’ Vigilance Committee toward their ex- 
penses, 

There has been added to the equipment of the 
secretary, an addresser press for addressing en- 
velopes and cards. With the assistance of this 
machine, it is now possible to place important in- 
formation in your hands very quickly. I would 
recommend the purchase of some kind of a dupli- 
cating machine for duplicating letters and notices. 
This should prove a time and money saver. Last 
August Fred C, Newhall and your secretary went 
to Lawrence and assisted in the formation of the 
Haverhill local association, This local work is of 
the utmost importance and should be vigorously 
pushed in every possible way, 

There are, at the present time, six members who 
are two years or more in arrears in the payment 
of dues and I would recommend they be dropped 
from membership in accordance with Section 2 of 
the by-laws. 


AFTERNOON SESSION 


At the afternoon session, Mr. Nock urged 
the necessity of jewelers creating the “de- 
sire to possess” in the hearts of prospective 
customers. At the same time goods must 
be of intrinsic merit and not depend upon 
the setting to effect a sale. “Silverware 
must be placed in a setting just as you 
place a diamond in a fine setting,” he said, 
“to make it attractive.’ The public must 
be shown goods they like. At the same 
time the man across the counter must have 
some knowledge of the desire to possess. 

Frank H. Davis, Northampton, asked 
what the small cities have done in con- 
nection with their chambers of commerce. 
He urged that the State association have a 
field secretary who should go about and 
teach the jewelers how to keep a system of 
records. The jewelers must get out of the 
old rut into which many have fallen. 

It was voted to increase the dues from $5 
to $10 beginning March, 1922. 

Frank Ricard of Lowell suggested that 
the local associations report more often 
than once a year to the parent organiza- 
tion and in that way keep it better ap- 
prised of what the smaller body was doing. 

Election of officers resulted as follows: 

President, Albert R. Kerr of Boston; 
first vice-president, Frank Ricard, Lowell; 
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second vice-president, H. S. Tanner, Provi- 
dence; secretary, re-elected, Louis S. Smith 
Beverly; treasurer, Everett W. Durgin, 
Worcester; executive committee, W. A. 


Robinson, Springfield; James H. Wood, 
Fall River; C. J. Gedley, New Bedford; 
Fred C. Newhall, Lynn. Mr. Kerr and 


Mr. Ricard were named as delegates to the 
national convention, and the retiring presi- 
dent, J. Frederick Kahl, as alternate dele- 
gate. 

The following resolutions were adopted: 


Resolutions 


At the annual Convention of the Massachusetts 
and Rhode Island Retail Jewelers’ Association as- 
sembled in Boston March 30, 1921, be it 

RESOLVED: That inasmuch as our convention has 
been so well received, entertained, housed and 
fed, that we extend to the Boston Mayor, Boston 
Chamber of Commerce, and the Copley Plaza Ho- 
tel, our thanks for their hospitality. 

RESOLVED: That we extend especial thanks to 
the Boston wholesalers and manufacturers for 
their wonderful reception to our ladies and to this 
convention. 

ReEsotvep: That we hereby extend our hearty 
thanks to the speakers at our several convention 
meetings which we enjoyed so much and from 
which we know we will profit exceedingly. 

ReEsotveD: That we heartily commend the works 
of the New England Jewelers’ Institute and urge 
our members to co-operate with them in securing 
students, material, and cash. 

* _ * 


RESOLVED: That we heartily commend the work 
of the Jewelers’ Vigilance Committee of New York 
in their fight to keep our trade from being un- 
justly taxed. 

* * * 

RESOLVED: That we commend heartily the work 
already accomplished by the Harvard Bureau of 
Business Research and urge our members to co- 
operate with them by sending in copies of their 
operating figures. i 

* * * 

RESOLVED: That we impress on our members the 
value of keeping the local clubs alive and active. 

RESOLVED: That we use every effort to discour- 
age among our members the free engraving and 
loan watch evil. 

+ ~ * 

RESOLVED: That we reccomend to our members 
that each do all possible through their Chambers 
of Commerce to get public opinion to realize the 
fraud of auctions of jewelry. 

* * * 


ReEsoLtvep: That we urge our legislative com- 
mittee to do everything in their power to get a 
state lien law passed by State Legislature. 

* * * 


RESOLVED: That we impress on the silver manu- 
facturers that the trouble with the silver market 
is the need of a stronger co-operative spirit with 
the retailer and an assurance of a living safe 
profit. 

* * * 

RESOLVED: That we ask our members co discour- 
age, as far as possible, the placing of any dis- 
tinguishing marks on packages, stating that such 
packages contain valuables or are shipped from or 
to jewelry stores. 

* * * 

RESOLVED: That we strongly recommend that our 
members co-operate strongly with the Jewelers’ 
Security Alliance in the wonderful work they are 
doing. ; 

RESOLVED: That we recommend to our members 
to look into the benefits of insuring their stock 
with the Jewelers’ Mutual Fire Insurance Co., 
and also impress on them the value of burglary 
and hold-up insurance, 

* * * 

RESOLVED: That we heartily endorse the resolu- 
tions offered by A. R. Kerr on the death of 
Colonel Shepherd. 

* * 

Resotvep: That we encourage the promotion of 
the slogan “Gifts that Last.” 
* * * 

REsoLvep: That we co-operate with the Jewelers’ 
Vigilance Committee in their present campaign for 

a more equitable tax on our trade, 

ReEsotvep: That we request our legislative com- 
mittee to appear in the legislature to do all they 
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Ip passage of statutes restricting hours of 


to he ; 
can with special endeavor to secure passage 


jons, 
Rowe Bill, 1255. 

ResotveD: That we extend thanks to Mr. Hughes 
f the mercantile department of the Worcester 
Chamber of Commerce for the efforts they have 
put forward in trying to pass a statute regulating 
guctions of jewelry. 

RESOLVED: That we extend our thanks te the re- 
tiring officers for their efficient and untiring ef- 
forts in increasing our membership and carrying 
on the immense detail work of the organization. 


WOMEN VISIT THE WALTHAM WATCH 
FACTORY 
In many respects the most attractive event 
in the program provided for the entertain- 
ment of the ladies was the trip to the Walt- 
ham watch factory, the inspection of the 
immense plant and the luncheon furnished 
by the hospitality of the company. The 
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swimming pool, bowling alleys and the 
club house in general. 

The fair visitors were deeply interested 
in the conditions under which the women 
work at the factory, noting the excellent 
lighting arrangements and cleanliness of 
the factory. The inspection covered a 
much greater scope than is usually al- 
lowed to visitors. 

After expressing heartiest appreciation of 
the hospitality of the company in extending 
an opportunity to witness this tremendous 
plant in operation, the ladies, of whom 
there were a hundred or more, were whisked 
in automobiles back to Boston, stopping 
at the Algonquin Club, where afternoon 
tea was served. Adjournment after a most 


pleasant social hour, was taken to’ pre- 
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dent, Albert R. Kerr, with the guests of 
honor, was the signal for an outburst of 
ringing applause. The speech making 
bristled with powerful messages, wit and 
humor and kept the company in a state of 
high intellectual rapture for three hours or 
more. Last, but not least, the menu was 
one to tempt the most fastidious epicure. 
The menu follows: 


MENU 
Grapefruit Cocktails 








Petite Marmite au Parmesan 
Assorted Pekans Celery Olives 





Filet of Seles, Norvegienne 





Breast of Guinea Hen with Yorkshire Han 
Allumettes Potatoes Lima Beans Saute 








LADIES WHO INSPECTED PLANT OF WALTHAM WATCH CO 


ladies assembled at the Copley Plaza, Wed- 
nesday morning, and favored by pleasanter 
weather, journeyed in automobiles through 
Newton to Waltham, a distance of about 
12 miles. 

On airival there, the guests were wel- 
comed at the executive offices by treasurer 
Harry L. Brown, who, on behalf of the 
company, extended greetings and congratu- 
lations. The visitors were then divided 
into groups and piloted by trained guides 
through the factory. They expressed great 
interest in the automatic machines and the 
clock manufactory recently added to the 
plant. Products were exhibited and the 
process of making auto clocks. The speed- 
ometer department elicited great admiration. 

Returning to the executive offices the 
ladies received a souvenir booklet discrip- 
tive of the watch factory. They were then 
escorted to the beautiful Riverside Club, 
the property of the company, and main- 
tained for the use of the thousands of 
employes. 

A most delectable luncheon was served 


under the direction of the manager, Will-' 


iam Willis and Colonel Brown. Then fol- 
lowed inspection of the gymnasium, the 


pare for the grand banquet at the Copley 
Plaza in the evening. 


The Banquet 


The crowning feature of an eminently 
successful convention, both from a business 
and social point of view, was the banquet at 
the Copley Plaza, Wednesday evening, 
which brought to a close the two-days’ 
activities. 

Feminine beauty, grace and the fascinat- 
ing art of the modiste combined with the 
brains and oratory of the men delegates to 
make the occasion of a gold-letter day in 
the annals of the association. Much was 
said during the convention about the value 
and appropriateness of setting in order to 
attract customers. Here, indeed, was an 
object lesson on an immense scale. The 
gorgeous mural decorations of the Louis 
XIV banqueting hall, the dazzling brilliance 
of huge electric candelabra, the contrast of 
color of the ladies’ gowns with the sombre, 
but dignified black of the men’s evening 
dress constituted a spectacle which will live 
long in the memory of all those who had the 
good fortune to participate. 

The entrance of the newly elected presi- 


. AND WERE ENTERTAINED AT RIVERSIDE CLUB 


Hearts of Romain, French Dressing a la Creme 





Nesselrode Pudding Glace 
Friandises 


Cafe 
Wednesday, March 30, 1921 

President Kerr in his initial address in 
that capacity announced that the association 
heartily endorses the proposed National 
sales tax as the most efficient and least oner- . 
ous method of raising the revenue needed 
for next year, and that the organization in- 
tends to do everything possible to influence 
Congress to adopt the tax. 

Other speakers warmly supported the 
sales tax, including Felix Oorenberg of the 
Oorenberg Jewelry Co., who declared that 
every man and woman who objects to hir- 
ing a lawyer to make out their tax blanks 
ought to talk “sales tax” till a bill em- 
bodying it has been passed by Congress, 
and that every person should write a brief 
letter to their Senator and Congressman, 
saying: “I am against the excess profits | 
tax and for a sales tax.” 

He declared that public opinion is over- ; 
whelmingly in favor of the sales tax. He | 
added that writing a letter such as he had 
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BUY NOW tte LINES that NOW SELL BEST 


BANGLES BARRETTES STONE-SET 
BLACK ONYX RINGS BELTS 
COMBS STONE-SET EAR DROPS 
EMBLEM BUTTONS, CARD CASES, and CHARMS 
MESH BAGS PENDANT SAUTOIRS STONE-SET 
SUPERITE PENCILS SAMPLES ON REQUEST 


Write for information as to goods handled. 


M. S. PAGE & CO. Jewelers Bldg. BOSTON 
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:== Order Yours, Now! =: 


Don’t do business on the “wait-a-while” plan. If you require Imitation Gems in quantity 
lots for manufacturing purposes ORDER NOW !—don’t take chances on any possible hin- 
drances; the latest turn of the European muddle may put something in your way against pro- 
curing them later. 

Business is better all along the line. It is up to each of us to do our share in keeping 
it so. Don’t wait for brighter market conditions that will never come until WE MAKE 


THEM COME. 


wv H. NORDLINGER’S SONS, INC. Vv 


Importers of Precious and Imitation Stones 
New York, 15 Maiden Lane 


Paris, 32 Rue Beaurepaire Gablonz, a/N., 16 Steingasse Providence, 63 Washington St. 














Genuine (now scarce and high), Deer h B f Dir 

Teeth (small), Imitation Elk Teeth. Each The uyers ectory 
labeled correctly, on Memo. 

Novel, unique Rings, Brooches, etc. 14 K, solid 
gold, x elias Foe gy beautifully — 
very taking. ade in the great “Gold Belt” : 

of the Black Hills, So, Dakota. Sell well every- Price, $1.00 
where. oa 
Synthetic Rubies and Sapphires, Aquamarines, 
S24 Garnets, Tourmalines, Topazes, Amethysts, etc., 


ME all faceted. all the leading Cabochon, cut i- ' : 
: . a acetec a 1e eading abocnon cu sem The Jew ’ Circular Publis y 


precious Stones. 


Whol to Jewelers and Manufac- 
pean, ag ee er 13 John St. corner Broadway New York 


iL. ‘ W. Stilwell, ne 


























A. & S. ESPOSITER _'t_'t.is.2 difficult job or requires Cutting and Polishing 


expert attention let us do it 


Rubies, Sapphi d 
27 MAIDEN LANE EXPERT LAPIDARIES vost 
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suggested would prove a great thing for 
everybody concerned if it should prove a 
precedent for future correspondence - of a 
similar kind to keep lawmakers in touch 
with public sentiment in regard to legisla- 
tion generally. 

A pleasing interval in the flow of oratory 
was made when James Wood of Fall River, 
on behalf of the members of the association, 
presented to the retiring president, J. Fred- 


erick Kahl, a handsome gold watch. 


Frank G. Allen, president of the Senate, 
speaking for the Governor, extended the 
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service for a thorough investigation of 
each man seeking these shores before he is 
allowed to embark.” 

Thomas C O’Brien, municipal commis- 
sioner of public institutions, extended the 
city’s good wishes to the visitors for the 
mayor. 

F, Alexander Chandler, director of the 
Boston Chamber of Commerce, endorsed 
the sales tax, and spoke optimistically of 
the business outlook for next Fall, when 
the United States will have become “a 
beacon light to show the world how the 
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unanimous opinion in favor of the work. 
carried on by the tax committee and an- 
nounced a policy of arousing more interest 
in the matter of what they termed “the un- 
just excise taxation on the jewelry business.” 

“Boston is way behind New York and! 
other localities in the way in which it has 
supported Mr. Rothschild and his commit- 
tee,” asserted Louis S. Smith of Beverly, 
secretary of the association. “I don’t be- 
lieve you men around here know the cali- 
ber of Rothschild and the importance of the 
work he is carrying on. And the other in~ 











SCENF AT THE BANQUET OF THE MASSACHUSETTS AND RHODE ISLAND RETAIL JEWELERS’ ASSOCIATION 


greetings and welcome of the Common- 
wealth. The jewelry business, he said, was 
frequently referred to as a luxury. He 
maintained it was a very necessary spoke 
in the wheel of business. It is certainly 
one of the very oldest branches of indus- 
try. It was samples of the jeweler’s art 
which gave the world the sole history of 
peoples existing long before any written 
history. “Your art is a comforter to us all,” 
he continued. “You raise the standard of 
human life.” 

Dealing with the question of taxation, 
Mr. Allen said we all realize we are over- 
taxed, but all are willing to pay our share, 
but not for waste. He urged greater econ- 
omy in government and a more active par- 
ticipation in politics by all citizens. 

Another matter which should command 
the attention of all, even more than taxa- 
tion, is that small percentage of our popu- 
lation which has no respect for our laws 
and institutions. “We must care for this 
fester in our national life before it spreads. 
Restriction of immigration is only a tem- 
porary cure. I believe the vital thing to be 
done is to provide through our consular 


staggering problems following the war are 
to be solved.” 

The Rev. Dr. Willard Scott of Brookline 
raised many a hearty laugh by a fantastic 
and serious review of the evolution of 
American society during the last 60 years, 
which he divided into three periods, the 
idealistic, materialistic and the social serv- 
ice regimes. Among the blessings of mod- 
ern civilization he told of a species of 
“square peas” being raised by Luther Bur- 
bank, “in order that the war-made million- 
aires may eat them without the peas rolling 
off their knives.” 

More than 300 jewelers and their wives 
and lady friends attended the banquet. 


THE SALES TAX DISCUSSION 


One of the subjects which aroused the 
keenest debate was that of the Sales Tax. 
Financial and moral support of Meyer D. 
Rothschild and his committee was urged by 
President Kahl. “It is a square deal we’re 
after, boys,” he declared, “and Meyer D. 
Rothschild and his committee are working 
their heads off to help us get a square deal.” 

All the local associations expressed a 


dustries suffering from excise taxes, have 
turned to the jewelry industry and have 
put Rothschild at the head of a committee 
working for the turnover tax. 








Hart Brothers, Inc., a Delaware corpora- 
tion, with its principal office at 228 Du Pont 
building, Wilmington, has filed a certificate 
with the Secretary of State at Trenton, N. J., 
to operate in New Jersey from 50 Columbia | 
Street, Newark, with Albert E. Hart, of 
40 Florence Avenue, Bloomfield, as agent, 
for the purpose of acquiring and operating 
as a going concern the business now carried 
on at 50 Columbia Ave., Newark, under 
the style and firm name of Victor Hart and 
to erect buildings in New Jersey to manufac- 
ture and deal in gold, silver and precious 
stones, either directly or indirectly, as well 
as to deal in watches, etc. The concern 
has a capitalization of $100,000 which is 
divided into 1,000 shares at $100 per share, 
while the amount that will be devoted to 
business is $3,000 composed of 30 shares at 
$100 per share. The incorporators are Vie- 
tor Hart, Albert E. Hart, and George Grecke. 
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2 a a\ A/S Cutter of Gems = 
z From the Rough = 
> _ EMERALDS 2 
>) ; = 
3 : ene y SAPPHIRES : 
<. AQUAMARINES = 
2) 

< STAR STONES 

5 BLACK OPALs, ETC. 


522 Fifth Avenue 
New York City 


= Telephone 5481 Murray Hill 
Si ALUMINIUM U 


The Buyers’ 
Directory 


Syuamarines 
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NODC XO XO NUNG 


It is impossible to cut an Aquamarine thin and 
retain its BRILLIANCY. 

Lacking BRILLIANCY an Aquamarine has 
absolutely no merit. 

Hence, an Aquamarine cut too thin is prac- 
tically unsalable, and therefore expensive at any 
price. 



























American Gem & Pearl Company 


6 West 48th Street, NEW YORK 


LONDON PARIS 
26 Holborn Viaduct 44 Rue Lafayette 


Price, $1.00 





FROM MINES TO MARKET 


Publishing Company 
$4 John Street New York 
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ENU UNQUESTIONABLY — the Fine 

finest scientifically produced ; 

_ ‘Tipe Mar Rear pearls in the world. Opal Necklaces 

PEARL FRANK C. OSMERS _° a 

NECK CES 15-17 West 44th St., New York, N. Y. Exceptional Quality ; 
Telephone Vanderbilt 2324 

LA ° F. W. HOWELL } 

Pearls and Precious Stones ? 

Place Your Order Now 3 Maiden Lane, New York City 

EG 











Genuine Walrus Teeth 


Elk Charms Mounted in 10K. S. G. at $3.00; in 14K. at $4. 
Smaller Size in 10K. $2.00. 


AETNA SPECIALTY CoO. 


ROOM 310 
123 WILLIAM STREET NEW YORK 


Attention—Manufacturers 


| Onyx Ring Stones 
Furnished For Any Size 


Diamond 
ONYX AND AMBER BEADS 
é THE DOUBRAVA CO. 
_} 61 Maiden Lane New York 























We are in the market to purchase bead-chains similar to the ones used to make 


bead bracelets. 


7 Beverly St. S. E. BUXTON & CO. Providence, R. & 
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The Cost of Doing Business in the Retail Jewelry Trade 





Address of Melvin T. Copeland, Director of the Bureau of Business Research, 
Harvard University, Before the Convention of the Massachusetts 
Retail Jewelers’ Association, Boston, March 29 
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T was about a year ago that we began to 
I collect figures on the cost of doing busi- 
ness in the retail jewelry trade. Last year 
we had reports from 251 jewelers in 43 
States. We had a very good representa- 
tion from Massachusetts, and we shall be 
glad to have your co-operation again this 
year. We are now receiving reports on the 
cost of doing business in 1920 on our 
standard blanks that were sent out some 
days ago. These reports will be checked, 
tabulated, and summarized, as was done last 
year. We fully expect to have a larger 
number of reports than can be used for 
making comparisons, and to have these re- 
ports in better shape than they were a year 
ago. This condition is clearly indicated by 
the reports that already are coming in. 

Although the figures that were compiled 
last year were essentially preliminary, 
nevertheless they have proved to be of 
service to numerous retailers and others. 
According to these figures, in 1919 the cost 
of doing business in the retail jewelry 
trade varied all the way from 17.9 per cent. 
to 50.5 per cent. of net sales. The average 
cost was 32.3 per cent. This is a higher 
figure for the average cost of doing busi- 
ness than we have found in any other trade. 

As in our other investigations, the largest 
single item of expense was wages of sales 
force—8.5 per cent. of net sales. Buying, 
management and office salaries were 4.9 per 
cent., total interest 4.6 per cent., rent 4 per 
cent, advertising 2 per cent. These five 
items together made up three-fourths of the 
cost of doing business. 

These figures include a salary for the pro- 
prietor, rent of the store, whether owned 
or leased, and interest on the net invest- 
ment of the business. Only those reports 
that could be adjusted fairly closely to the 
regular standard were used in working out 
these figures. Consequently, we believe that 
they are approximately correct for the cost 
of doing business in 1919. Our figures on 
the cost in 1920 will reflect even more 
closely the conditions im the trade during 
the last year. 

The item of total interest is especially 
high in the retail jewelry trade. In 1919 
the figures for total interest were 1 per cent. 
in the retail grocery trade, 33 per cent. in 
the retail hardware trade, 29 per cent. in 
the retail shoe trade, and 3.1 per 
cent. in the retail drug trade. This interest 
figure, of course, includes a return on the 
proprietor’s net investment as well as in- 
terest on borrowed money. One reason 
why the interest figure was so high in the 
retail jewelry business is the low rate of 
stock-turn. The average rate of stock-turn 
in retail jewelry stores in 1919 was 1.1 
times a year, below that of any other trade 
for which we have figures. We found that 
in the jewelry stores that were turning 
their stock less than once a year, the aver- 
age figure for interest was 5.9 per cent. of 
net sales. In the jewelry stores in which 


the stock-turn was more than 1.3 times a 
year, the common figure for interest was 
3.3 per cent. This indicates emphatically 
the advantage that comes through a good 
rate of stock-turn. So far as can be judged 
from the reports on the trade in 1919, a 
good many retail jewelers have not brought 
their rate of stock-turn up to as high a 
point as is thoroughly practical. In gen- 
eral, in the jewelry trade and in other 
trades the stores with a high rate of stock- 
turn are the ones with the lowest operat- 
ing expense and the most satisfactory 
profits. 


In getting out these figures for the cost 
of doing business last year the greatest 
difficulty that we encountered was the prac- 
tice of a good many jewelers in making no 
separation between their repair depart- 
ment and their merchandise department. 
Very commonly the receipts from the repair 
department were not separated from the 
receipts from the sale of merchandise and 
the expenses of the entire establishment 
were lumped, The figures on the cost of do- 
ing business that I have just quoted are 
taken only from the reports of the stores 
that kept their merchandise department fig- 
ures separate; they do not include expenses 
for repairing. We found from an examina- 
tion of the reports of a number of stores 
that it was not worth while to attempt a 
tabulation of figures for stores that did not 
separate their repair deparment figures. The 
reason for it is this. In the repair depart- 
ment, according to such information as we 
have been able to get, the operating ex- 
penses usually are upwards of 70 per cent. 
of the receipts. In this department it is 
workmanship rather than merchandise that 
is sold. Consequently, if we were to attempt 
to compare the expense figures for a store 
with a relatively small repair department 
and large merchandise sales with the ex- 
penses of another store in which the re- 
ceipts from the repair department were as 
large as the sales of merchandise, the 
figures would be of no practical value. In 
the merchandise department the figures for 
expense usually are a little over 32 per 
cent. There is a great difference between 
this and an expense of more than 70 per 
cent. in operating. a repair department. 

The repair department seems to be a 
particularly valuable asset in a good many 
retail jewelry stores, and we have found 
numerous retail jewelers who for tradi- 
tional reasons seem to be much more in- 
terested in their repair department than in 
their merchandise department. Neverthe- 
less, if the business is to prosper and ex- 
pand, it is essential that the merchandise 
department be given careful consideration 
and that the retailer know what his ex- 
penses and profits are in the repair depart- 
ment separately from the merchandise de- 
partment. I do not believe that any retail 
jeweler is justified in continuing to lump 
his accounts for these two departments. 
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Now, what is the advantage in knowing 
what the cost of doing business is in your 
own store or the average for a 
group of stores? We still find oc- 
casionally a retailer in this trade and 
in other trades who judges the re- 
sults of his business by his balance in the 
bank at the end of the year, Such a mer- 
chant is running big chances. He is gam- 
bling with the success and continued pros- 


perity of his business, because there are a ° 


good many facts regarding his business that 
he never can learn by comparing the amount 
of money he has in the bank at the end of 
the year with the amount that he had there 
at the end of the previous year. He needs 
to know what his cost of doing business is 
as a guide in pricing his merchandise. 
Even though for various reasons he may 
not be able to secure the same rate of mark- 
up on all merchandise, nevertheless, if his 
business is to succeed, he must aim at an 
average mark-up sufficient to cover his ex- 
penses and to yield a fair net profit. It is 
essential that he know definitely the aver- 
age mark-up that his own business requires, 
and he must know this separately from the 
profits of his repair department. 

An accurate profit and loss statement and 
financial statement at the end of the year 
also are insurance against loss of profits. 
They serve as a protection against leaks 
that otherwise would not be detected. Time 
and again a retailer has found serious leaks 
in his business only when he came to make 
out a complete profit and loss statement and 
a net worth statement at the end of the 
year. If he discovers that there are leaks, 
he is almost certain to find a way to stop 
them. The danger lies in unknown leaks. 

The profit and loss statement, especially 
when put beside average figures for other 
stores, serves a valuable purpose in sug- 
gesting means for economy. Up till the 
middle of last year we had been in a period 
of rising prices for some time. While prices 
were rising, it was almost impossible to 
avoid making money. Now and then a 
merchant did show a loss, but it was very 
exceptional. Even if he had a slow stock- 
turn, there was no great disadvantage in 
that on the rising market, because the 
market value of the goods was constantly 
becoming greater. 

Conditions are altogether changed now, 
and probably for some time in the future 
it will be urgently necessary for merchants 
in practically every line of business to 
watch out for some of the opportunities 
for small savings to which they gave little 
heed during the years of prosperity. Not 
only in manufacturing, but also in retailing 
I believe that we are likely to see substantial 
economies introduced during the next ten 
or twenty years, and the merchants who are 
keenest in finding the opportunities for 
economy will reap the greatest benefits. 

In our work in the Harvard Bureau of 
Business Research we find the knowledge 
as to the cost of doing business to be a 
primary essential. We are interested not 
only in accounting methods and the cost of 
doing business, but fully as much in the 
other problems of store management. In 
order to be able to judge the worth of var- 
ious methods of handling the problems of 
store management, we must first know what 
the cost of doing business is. We must 
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have a standard by means of which we can 
judge the results in stores where different 
methods are used. We must be in a posi- 
tion to reckon the effect that this or that 
method has upon the operating expenses 
of the business. We are beginning to 
obtain information on some problems of 
store management, and this wiil proceed as 
rapidly as the data can be gathered. A 
special inquiry is being made this year re- 
garding methods of departmentizing sales 
and expenses. Already information has 
been obtained from a number of large stores 
and from some small stores as to the mer- 
chandise that they include in each depart- 
ment, and also regarding the basis on which 
they allocate their expenses to each de- 
partment. There is great diversity in the 
merchandise classification, and also in the 
methods of prorating the expenses. Just 
what results we shall be able to accomplish 
or how soon we shall be able to get some- 
thing worth while on this problem, it is 
still too early to state. 

Just a moment ago I referred to the keen 
competition that is likely to be experi- 
enced during the next few years. By that 
statement I did not mean to imply, how- 
ever, that I am at all pessimistic. On the 
contrary, for most businesses, I believe that 
we already have nearly passed through the 
trough of depression. Unless some entirely 
unforeseen circumstances arise, I believe 
that we shall see a gradual resumption of 
business activity within the next few months. 
None of us expects, of course, that we 
shall soon see another period of wild buy- 
ing such as we went through 18 
months ago. We can not safely lock upon 
that period as our normal state of activity. 
It was just as abnormal on the one hand 
as the extreme depression of the last few 
months has been abnormal on the other 
hand. At the present time in a good many 
lines. of business, retail stocks are being 
disposed of to consumers more rapidly than 
they are being replenished from wholesalers 
and manufacturers. The same is true in 
wholesale trade. In other words, the stocks 
in the hands of wholesalers and retailers in 
many instances are tending to decline. If 
this policy is followed judiciously, it will 
help to yield a high rate of stock-turn. Yet, 
if purchasing is postponed merely because 
of uncertainty as to future prices, not as a 
matter of general policy, it may result in a 
good many merchants overstaying the 
market. This has happened on numerous 
occasions in the past, and the result has 
been a sudden upward swing in prices, to- 
gether with temporary shortages in goods. 
Our big problem now in most lines of busi- 
ness is to attain some degree of stability or 
balance between production and distribu- 
tion. If the retailers have surplus stocks, 
it of course is good business for them to 
unload. It is also essential, on the other 
hand, that they should foresee their require- 
ments and purchase judiciously as business 
begins to revive. 

In a good many lines of business it looks 
to me as ?f liquidation had run its course. 
There are numerous raw materials and 
some manufactured goods which today I 
believe are selling substantially below the 
cost at which they can be replaced during 
the next 12 months. In so far as this situa- 
tion holds, the time for revival undoubt- 
edly must be fairly close at hand. 
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Hearings to Be Held by Consolidated 
Classification Committee on Provisions 
Proposed by Shippers of Silver 
Flatware Boxes, Clocks, 

Watches and Sweepings 
Wasuincton, D. C., March 29.—In con- 
tinuation of its efforts to bring about 
uniformity the consolidated classification 
committee has announced a_ series of 


hearings in official southern and west- 
ern classification territories, the south- 
ern to be held at Atlanta, Hotel 
Ansley, April 13; for official classi- 


fication in room 408 at 143 Liberty St., 
New York, on April 18, and for western 
classification at 1830 Transportation build- 
ing, Chicago, April 25-29. 

Among the items to be considered is a 
new provision proposed by the shippers for 
“Silver Flatware Boxes,” and the ratings 
asked on such cases, wooden, in cartons in 
boxes, is first class in official and double 
first class in western and southern classifi- 
cations. On such cases when of wooden and 
paper construction combined, it is proposed 
that the rating in official classification will 
be one and one-half times first class, and 
double first class in southern and western; 
while on such cases, made of paper board, 
in cartons or boxes, the rating of double 
first class is proposed for all three territories. 

This new item in the tariffs would apply 
on boxes such as are used as containers of 
silver flatware, toilet articles or manicure 
sets, and such boxes might be covered or 
lined with either fabric or leather. 

It is proposed to raise the value on which 
ratings may be declared in connection with 
shipments of watches and clocks. At pres- 
ent the provision for released values is 
first class when the value does not exceed 
60 cents each; this it is proposed to increase 
to a value of $2. Instead of the provision 
as it exists in the tariffs now in effect for 
values exceeding 60 cents and not exceeding 
$1 each, and in excess of $1 (the latter not 
being accepted at all in official and southern 
territories at the present time), it is pro- 
posed to make one provision for values in 
excess of the $2 provision above referred to, 
and to make the rating three times first class 
in all the territories. 

The present provisions for shipments of 
jewelers’ sweepings on released values are 
two in number; those in water-tight barrels, 
value not exceeding 10 cents per pound, at 
first class in all three classifications, and 
those in excess of 10 cents and not exceed- 
ing 40 cents, at first class in official and 
double first class in southern and western 
classifications. The classifications proposed 
by the shippers are as follows: 

Wet, in water-tight barrels, values not 
exceeding 10 cents per pound, first class in 
all classification territories. 

Wet, in water-tight barrels, value exceed- 
ing 10 certs but not exceeding 40 cents per 
pound, first class in official and double first 
class in southern and western territories. 

Dry, in barrels, value not exceeding 10 
cents per pound, first class in all territories. 

Dry, in barrels, value exceeding 10 cents 
but not exceeding 40 cents per 100 pounds, 
first class in official and double first class 
in southern and western territories. 

As in the ratings now in effect, shipments 
will not be accepted for shipment on released 
values where the value is more than 40 cents 
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per pound or where the shipper declines to 
state the values, 








LONDON JEWELER TRICKED 


Clever Scheme Results in Swindling of 
Rumanian Merchant of $34,000 


Lonpon, March 18.—One of the cleverest 
tricks yet played on jewelers this side of 


the Atlantic which has resulted in the vic- : 


timization of a Rumanian jeweler to the 
tune of $34,000 has just come to light here. 
By making use of the approaching wedding 
of Princess Elizabeth of Rumania to the 
Crown Prince of Greece .and the fact that 
he was minus his right hand the clever 
rogue was enabled to dupe the jeweler so 
thoroughly that the latter never even sus- 
pected that there was any suspicion of 
swindling abroad. 

The tricky customer alighted from a 
swell automobile and impressed the jeweler 
by the fashionable cut of his clothes and 
his air of importance and authority. He 
wished to be shown the most expensive 
diamond earrings the jeweler had in his 
establishment. He had been commissioned 
by the Ministry to purchase a wedding pres- 
ent for the Princess and wanted something 
“classy.” Eventually he agreed on a pair of 
earrings priced at $38,000. On opening his 
wallet the purchaser found he had only 
$4,000 in cash with him. 

“If,” he said to the jeweler, indicating 
his missing right hand,” you will write a 
note for me to my wife asking her to send 
the balance of $34,000 to the shop here by 
my chauffeur, that will overcome the diffi- 
culty.” 

So the jeweler wrote a note reading as 
follows: 

Dear Helen: Please hand the chauffeur 
$34,000 for the purchase of the jewelry. 
Yours, John. 

After the purchaser’s chauffeur had lett 
with the note, the purchaser handed the 
$4,000 over to the jeweler and left the shop 
saying he would be back shortly to settle the 
balance owing and take the earrings along. 
The jeweler went home to lunch at 1 p. m., 
the customer having failed to show up so 
far. His wife met him at the door as he 
entered his home. 

“What did you want with that $34,000 
that I gave to a chauffeur for you this 
morning?” she asked. 

And then it suddenly dawned on the 
jeweler that Helen was the name of his own 
wife and John his, 

The police are still looking for the clever 


‘gentleman with only one arm. 








The retail jewelers of Wichita, Kans., have 
formed a permanent organization, the object 
of which is to promote a more friendly feel- 
ing and to work for common good of the 
retail jewelry business in Wichita. The offi- 
cers are: President, Robert M. Shipley; 
secretary, Cleon Whitney: treasurer, O. G. 
Eikenberry. They are looking for ideas and 
will welcome communications from any 
other State organizations as to organization, 
operation and any other information which 
may be helpful. Send communications to 
Charles Wilson, chairman of the ways and 
means committee. 
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CNheres a prestige 
about W.W.W. 
GUARANTEED 
RINGS -a style 


Tae Me (eretlugarsderenele 
them,which gets 


the trade and 


/ . oe 
keeps sah 


Not merely good Rings -But a Service!" 


WHITE.WILE & WARNER , 
: BUFFALO, NY. ° 


| MAKERS 0f/° W.W.W. GUARANTEED 
NATIONALLY ADVERTISED RINGS ” 
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101TH ANNUAL MEETING 





Members of Maiden Lane Historical Society 
Re-elect Officers and Prepare to Dedi- 
cate a New Historical Tablet 


The annual meeting of the Maiden Lane 
Historical Society, which was held Thurs- 
day afternoon at 3 P. M. in the offices 
of the Jewelers 24-Karat Club, proved in- 
teresting in many ways. _ The attendance 
was fairly large, and considerable business 
of importance was transacted. Among the 
matters acted on by the members was 





A. K. SLOAN, RE-ELECTED PRESIDENT 


the election of officers and trustees for the 
ensuing year, the admission of 20 new mem- 
bers and the settlement of the plans to dedi- 
cate the tablet to be erected on the site of 
the alley which acted as an entrance to New 
York’s Old John St. theatre. This tablet 
will be dedicated at a luncheon to be held 
Saturday afternoon, April 16 at the Bankers 
Club in New York. 

When President A. K. Sloan called the 
meeting to order promptly at 3 o’clock, there 
was barely a quorum in the room, but the 
members continued to arrive during the next 
half hour and took active part in the dis- 
cussions that followed. Among the im- 
portant reports received was that of the 
treasurer, which showed a balance in the 
society’s treasury of $1,545.47, and Treas- 
urer Wormser was followed by Historian 
Albert Ulmann, who told in detail about 
the arrangements for the dedication of the 
John St. theatre tablet. The tablet, he said, 
was practically complete and would be ready 
in time for the annual luncheon of the 
society which, as usual will be held at the 
Bankers Club. 

There will be an innovation introduced 
in this luncheon, inasmuch as owing to the 
subject of the tablet, it was decided to ask 
as guests of the Maiden Lane Historical 
Society, a number of prominent members of 
the theatrical profession interested in the 
history of that art and its temples in New 
York. Among those who had already de- 
cided to come were Daniel Frohman and 
John Drew and a number of others inter- 
ested in the history of the theatre in New 
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York. Historian Ulmann had some prelim- 
inary pictures of the tablet made from the 
first plaster cast, which was shown to the 
members. The inscription shows that it 
was at this theatre that the play “The Con- 
trast,” by Royal Tyler, the first comedy of 
a native author, was produced in America, 
April 16, 1784, so the dedication of the 
tablet will occur on the 144th anniversary 
of this event. The tablet will bear the fol- 
lowing inscription: 


SITE OF THE JOHN STREET THEATRE 

The third playhouse erected in the City of New 
York, 

This theatre was built entirely of wood and oa 
its small stage, poorly lighted by wax candles, was 
presented April 16, 1787, ‘“‘The Contrast,” a play 
by Royall Tyler, the first comedy by a native 
author to be produced in America. 

During the British occupztion of New York City 
the house was called the Theatre Royal and here 
the British officers gave entertainments. Here 
also Major Andre, the famous spy, and other 
talented Englishmen acted in rlays they wrote. 

On the surrender of Cornwallis, and the evac- 
uation of New York, the house once more fell 
under American management, and on September 
20, 1787, was produced “The Citizen,’ the first 
dramatic performance given ‘n New York City 
after the Revolution, and the first of a series of 
productions: which afforded great pleasure to 
General Washington. both before and after his 
inauguration as President, 

To this house came the Father of His Country. 
Over the box he occupied was the newly devised 





SECRETARY 


JOSEPH D. LITTLE, 
United States coat of arms. ‘Vhen the house was 
thus honored, Thomas Wignell, the manager of the 
theatre, in full dress of black, with hair elaborately 
powdered in the fashion of the time, and holding 
two wax candles in silver candlesticks, was accus- 
tomed to receive the President at the box door and 
conduct him and his party to their se-ts. 

Joseph Jefferson, grandfather of our beloved 
Rip Van Winkle, made his first appearance at this 
house, February 10, 1796, as Richard in “The 
Provoked Husband.” - 

This theatre was the leading one in New York 
City till 1798. The last performance occurre 
January 13th of that year. 

This tablet has been erected by the Maiden Lan 
Historical Society. 


It was decided at the meeting that, inas- 
much as this may be one of the last 
luncheons of the society at which a his- 
torical tablet will be dedicated, and as it 
is an unusual event in many particulars, 
that the members be permitted to ask their 
wives or daughters to join them, each 
member being permitted to buy one ticket 
for a lady guest. 

As usual the principal work of #he asso- 
ciation was the election of officers, the 
entire list and board of trustees being re- 
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elected, with two additional trustees to fill 
vacancies that occurred by the death of 
C. E. Hastings and Col. John L. Shepherd. 
The new trustees elected were Lewis J. 
Mulford and William T. Gough, while the 
old officers chosen again were: 

President, A. K. Sloan; vice-presidents, 
John W. Sherwood, George M. Hard, Louis 
Kahn, M. L. Bowden, O. G. Fessenden and 
George E. Fahys; secretary, Joseph D. 


Little; treasurer, Leo Wormser, and _ his- 
torian, Albert U.mann. 
re-elected were 


The trustees Henry 





LEO WORMSER, TREASURER 


Abbott, C. G. Alford, A. L. Brown, Leopold 
Stern, H, C. Larter, W. I. Rosenfeld, M. D. 
Rothschild, W. H. Tarlton and T. Edgar 
Willson. 

The committee in charge of the luncheon 
to be held April 16: Albert Ulmann, chair- 
man; W. H. Tarlton, A. L. Bréwn, Leo 
Wormser, George E. Fahys, William T. 
Gough, John T. Sherwood, Harry Larter, 
T. Edgar Willson and Joseph D. Little. 

The 20 new members elected to the 
society Thursday include Harry W. Mata- 
lee, Knowlton D. Read, E. Meyer, Julius 
Kaufman, Thomas G. Penn, G. S. Bowden, 
A. Hauser, D. W. Chandler, David Liv- 
ingston, William G. Lenhart, R. L. Bossel- 
man, M. E. Savvis, John O. Wells, Edward 
A. Bradnac, F. Bronson Monnell, Paul 
Heyer, Charles B. Bartlett, W. H. Alger, 
Charles Chapman and William Bardel. 








Jewelers’ Gold Bars Withdrawn and Ex- 
changed at New York 
Week Ended April 2. 1921 
The U. S. Assay Office rencrts: 
Gold bars exchanged for gold coins... $68 445.90 
Gold bars paid depositers............ 59,520.12 
UCU eeu ete taeveesare ato. $738.966.02 


Of this the cold bars exchanged for gold coin 
are repcrted as follows: 





Date. Exchange. 
NG TING Shai ik We Ke hase 4 See dee $185,296.95 
TON GO ik cede ste tes ee + aecce cee 52,229.27 
5 Ee ae One car Sogn een 206,161.09 
EI e «5 <ichos4.0040 dea ee aed eee 61,398.56 
PMN A oid es va Sik Oh 060s Beh eae Re eO 114,468.93 
PS EEL. 5 Pee 68,891.10 

ROURN s F is Sorel ks B54 ook heaascKs $688,445.90 






































JEWELERS’ CIRCULAR April 6, 1921, 


: hentef det 


What are you planning to do 
with your Indestructible Pearl 
business this year ? 
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Leading jewelers use the 
“Orienta” successfully. 


“Ask for a Memo” 
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65 Nassau St., New York City 

















the wholesale trade only 
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OUR LATEST CLUSTER 


ELIASOFF & BIRNBAUM 


Makers of “The Flash Cluster” 
80 Nassau Street NEW YORK CITY 
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RINGS THAT SELL AND SHOW GOOD PROFITS 
Designs that please—Always something new 


ORDER THROUGH YOUR JOBBER 


THE STAR RING MFG. CO. 534 Main st., BUFFALO, N.Y. 
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FIGHTS BAGGAGE RULING 


Complaint to Interstate Commence Commis- 
sion That Express Companies’ Prohibition 
Against Jewelry in Trunks Is Unlawful 
and Against Public Policy 


WasuinctTon, D. C., March 30.—An un- 
usual complaint has been filed with the In- 
terstate Commerce Commission by Francis 
B. James, counsel for Mrs, E. F, Berkley 
Jones, of Kirkwood, St. Louis, and one that 
js extremely important for the reason that 
it will test out the validity of provisions 
in tariffs of the carriers involved, Long 
Island Railroad Co., Pennsylvania Railroad 
Co., and the Missouri Pacific R.R. Co., 
relieving them from loss to baggage during 
the time it is in the possession of the car- 
rier. ; ; 

The complaint in question, Docket No. 
12547, shows that in June, 1920, Mrs. Berk- 
ley purchased a passenger ticket from Man- 
hassett, Long Island, to Kirkwood, and on 
that ticket she shipped a trunk which an 
examination at destination disclosed, had 
been broken into, thoroughly searched and 
disarranged and personal jewelry to the 
amount of $250 stolen, none of which has 
since been recovered. 

A claim for the value of the stolen prop- 
erty was filed with the agent of the rail- 
roads, but was declined on account of the 
provision in Agent W. L. Prates £.°G., C. 
No. 10, which is as follows: 

“(d) Money, jewelry, negotiable papers 
and like valuables should not be enclosed 
in baggage to be checked. The carriers is- 
suing and concurring in this tariff will not 
be responsible for such articles in bag- 
gage.” 

The complaint alleges that this rule and 
its enforcement is unlawful and against 
public policy. 


ANTWERP DIAMOND TRADE 











Depression in the Diamond Industry in 
Belgian Center Due to War and 
Present Conditions 


The condition of the diamond industry in 
Antwerp, Belgium, is interestingly described 
in an item which appeared in a recent issue 
of the Daily Consular and Trade Reports. 
The article was written by Harold Smith, 
of the American Consulate office in Antwerp 
and reads as follows: 

“The depression in the diamond industry 
in Antwerp, which has lasted more than a 
year, is continually growing worse. The 
industry lost much of its prestige because of 
the wholesale emigration of Belgian skilled 
diamond cutters in 1914, when the German 
Army swept across Belgium. Many went 
to Amsterdam, where they helped to swell 
the numbers of Dutch workers in the indus- 
try. Still larger numbers went to England, 
where they instructed English workmen in 
the fine arts of the trade. These men re- 
mained and today are competing with work- 
ers in their native city. 

“There was a heavy production in the dia- 
mond industry from the end of 1914 until 
the close of 1919. During the war the pro- 
duction was taken by all countries, whether 
at war or not. 

“However, in 1920 the buying enthusiasm 
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ceased and the crisis set in. It soon reached 
formidable proportions, not only because 
of a lessening demand for luxuries, but also 
because Austria, Hungary, Turkey, Russia, 
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Egypt, British India, and Persia, which 
were formerly among the best clients of 
Antwerp, had ceased to be buyers of local 
firms.” 














Clocks, Watches, Jewelry and Gems Imported Into Canada 





Toronto, Can., March 31.—The monthly report of the Trade of Canada for January 
gives the value of imports for home consumption in the jewelry and allied trades as follows: 


Ten Months 
Ending January, 


CUR eibvenesecarces Simoes Kidacmadee 


Clock and watch keys, clock movements 
GUE CIOEN CONOR 6 60 6iacnineciccewaaess ‘ 


Time: recorders and Parts: <.0c6c.cscccee 


Watches: ..s<cees 


eee ereerereeeeseeee ees 


Watch actions and movements and parts 
thereof, finished or unfinished, includ- 
ing winding bars and sleeves ....... . 


Watch cases and parts thereof, finished 
Gl MNES 6.56. 6.60 6.60500 k cesees sone 


Jewelry, n. 0. p. 


Sterling or other silverware, n. 0. p. o- 


Manufactures of gold and silver, n. 0. p. 


Precious stones and imitations thereof, 
not mounted or set, and pearls and 
imitations thereof, pierced, split, strung 
or not, but not set or mounted ...... 


Month of January 
ee Ye 



























































= rae. 
1920. 1921. 1920. 1021. 
! Dollars. Dollars. Dollars. Dollars. 
United Kingdom 411 295 7,632 23,429 
United States ...... 73,300 35,184 618,105 689,923 
NO a sidilediin hake 39 180 4,988 10,036 
ES Beer eres USS wiewwess 1,344 4,460 
Other countries ..... 257 943 459 12,949 
OM eae Hikes 74,162 36,602 632,528 740,797 
United Bimgdomt 2... «255.6. 84 1,210 2,781 
United States ...... 8,884 19,258 55,298 162.540 
WORDS oes as Ci CNERTS OO LOD RE. Clee 
OCUNGE COUMISIOR sc ciece Scewens 762 409 1,611 
WOME <e Vicewemsts.< 8,884 20,114 56,917 166,932 
CAE) ENR ou. ech aieeO e ead. Klett 255 
United States ....... 4,123 1,471 19,877 27,826 
Other countries 06.6 icescce Fae awe was 545 
ROUGE io witienareeucess 4,123 2,016 19,877 28,626 
United Kingdom .... 232 200 2,863 2,927 
United States ....... 1,631 1,545 13,833 23,013 
Switzerland ...cess. 2,904 11,782 53,684 130,044 
CHES COUMINIOS Sic csic eased -eedudiol’e 2,002 3,125 
ROAD eo sotenaees 4,767 13,527 72,382 159,109 
United Kingdom 1,729 46 7,446 17,812 
United States ....... 78,818 46.915 910,194 728,577 
DEAICO 6. c64, 6 wri /0in':0 445 984 6,134 22,570 
Switzerland 2.66663. 73,837 72,962 661,439 1,287,919 
OUER  COUNINIES 60:54, wcwusdeo-Seeneen tecee 539 
gf) eee ae 154,829 120,907 1,585,213 2,057,417 
United Kingdom . 8 244 1,641 4,775 
United States ....... 9,998 9,614 161,839 151,246. 
SWitzeslatid oc 6.0:5:6-0'0 9,547 5,264 61,271 127,042: 
Other: countries: ...0.....6<cc0% 68 271 18,871 
MOR Gietidssbias 19,553 15,190 225,022 301,934 
United Kingdom 4,365 5,438 38,056 192,984 
United States ....... 77,740 30,902 950,838 685,859 
PESNGO aceiare deine vic 1,985 1,588 33,305 92,781 
Ce Ce ee eee 1,487 565 17,467 36,315 
Other countries ..... 904 3,676 1,734 20,890 
GRMN le aida ieserstes 86,481 42,169 1,041,400 1,028,82> 
United Kingdom ... 4,588 7,393 47,118 210,351 
United States: ..<00:5% 6,326 3,017 82,092 70,256 
PPINOO eC avivaclcdsalncts BAG) icdenvn 1,877 3,043 
ONG hx! COUN ES cic s cs eee 2 es 891 
RORUEN Adiote-acsleateies 11,040 10,410 131,087 284,544 
United Kingdom 1,410 693 7,292 47,806 
United. States: ..cc css 8,862 4,167 122,298 98,033 
PENCE? heeKck vice wns 1,092 675 2,373 6,347 
Other countries ..... OO” - Seco. 184 2,646 
jf) Sa 11.424 5,535 132,147 154,832 
United Kingdom ... 11,605 4,513 445,055 220,452 
United States ....... 8,381 8,243 119,232 126,591 
le ees Rt RUE 8 cassis: aloreceretdie» wietaraas 7. < en ne 
PNM ewe ud hace cig 43,526 6,341 140,294 186,714 
CORNENE | asieiiviccwecs 2,087 540 4,566 8.807 
Maly cic aataceraneerwinid 436 97 10,054 13,833 
| ae On eenaae 575 5 10,137 37,444 
MWHERGIION he'd caoinc weeded caencans 2,376 3,755 
Other countries ............ 192 8 4,665. 
ROUME Veeco newems 66,610 19,931 759,115 602,262 
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BUYERS’ DIRECTORY 


of the Manufacturers, Importers and Jobbers in the 


Jewelry and Kindred Trades 


A Handy, Classified List for Buyers—Bound in Limp Cloth, 3 x 61 inches 





Sent postage prepaid to any yearly 

subscriber of The Jewelers’ Circular 

at half price, remitting 50c., when 
paying his subscription. 











Fits in Vest-Pocket 
ISSUED ANNUALLY 
PRICE ONE DOLLAR 


Copyright, 1920, by 


THE JEWELERS’ CIRCULAR PUBLISHING CO., 11 John Street, New York 











JOBBERS, ATTENTION: 


We offer 5,000 Strands of Imported Indestructible Pearl Necklaces 4 by 8 
graduated, cemented on ends with gold spring rings, clear color, no seconds, 


71 NASSAU ST. 
. NEW YORK 


\ 4 


PEARL 





nice round beads, in 24 inches long, at $1.75 in gross lots. 
This is a great bargain. 


No memoranda, but dozen lots will be shipped at gross lot 
prices subject to prior sales. 


Pearl boxes, satin lined, with above at 28c. 




















Refraction and Motility 
of the Eye 


With special chapters on Color Blindness, Field of 
Vision, The Relation of Functional Eye Diseases to 
General Medicine. By Ellice M. Alger, Adjunct Pro- 
fessor of Diseases of the Eye in the New York Post- 
Graduate Medical School and Hospital, etc. 122 Illus- 
trations. Extra Cloth. 376 pages. Price, $2.50 net. 


THE OPTICAL PUBLISHING CO. 
11 John St., New York 





NON-TARNISHABLE FLANNEL 


For Silverware, Watch Cases, Cutlery, Bags and Rolls 
WHITE AND ALL COLORS 


Deliveries: Stock Shades—Immediate; Special Shades—3 to 4 Weeks. 
Myron B. Levy Co., Inc., 1'2-"i¢ Bleecker Street 
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Price $1.00 
The Jewelers’ Circular, 11 John St., New York 
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DEATH OF IRVING SMITH 





Former President of Crescent Watch Case Co. 
and a Director of Keystone Watch Case 
Co., Passes Away at Connecticut Home 


Sramrorp, Conn, March 30.—Irving 
Smith, formerly president of the Crescent 
Watch Case Co., Newark, N. J., died at his 
home at Cummings Point, near Stamford, 
yesterday, after an illness of about five 
months. Deceased was 62 years old and 
had practically retired from business for 
some time. The funeral services will be 
private as will be the interment. Mr. Smith 
is survived by three children, two married 
daughters and a son, as well as by his 
widow. 

Irving Smith was for a number of years 
one of the most prominent men of the watch 





THE LATE IRVING SMITH 


and watch case trade. Besides being presi- 
dent of the Crescent Watch Case Co., he 
was later, until his death a director in the 
Keystone Watch Case Co. 

A native of Brooklyn, Mr. Smith came 
of an old and well known family of that 
borough and after receiving his education 
in the Brooklyn public schools went to Eu- 
rope where he worked in Germany and 
France. Returning to this country he went 
to work as an employe of the old firm of 
Robbins & Appleton, then in Bond St., who 
became the selling agents for the Waltham 
Watch Co. 

Mr. Smith starting as office boy showed 
an adaptability for the business, and when 
the firm opened an office at 14 John St., he 
was put in charge of that office and helped 
build up an excellent business there. After 
some years, after having acquired an interest 
in the Bay State Watch Case Co. he went 
to Boston, Mass. and became connected with 
the firm of Morrill Bros. 

During this time he was a stock holder 
in the Crescent Watch Case Co., of Newark 
and about 1891 he returned to New York 
from Boston for a short time, joining the 
firm of Robbins & Appleton, and then with 
Mr. Emery, later bought out the interest of 
other stockholders in the Crescent Watch 
Case Co., which then had a New York 
office at 21 Maiden Lane. Mr. Emery and 
Mr. Smith became the dominating factors in 
the company, the former becoming its 
head. Mr. Smith succeeded Mr. Emery as 
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president and remained in that position until 
the company was taken over and merged 
with the Keystone Watch Case Co. about 
17 years ago. At that time Mr, Smith 
became a director in the Keystone Watch 
Case Co. and had an important influence 
in that concern. 

Under his direction the Crescent Watch 
Case Co. made great headway and took 
a leading place in the watch case trade 
and Mr. Smith acquired sufficient compe- 
tence to practically retire from business in 
recent years. Outside of the jewelry trade 
he was interested financially in several con- 
cerns. He was at one time director and a 
vice-president of the City Trust Co., of 
Newark. 

Though widely known in the watch trade 
Mr. Smith had few intimate friends, being 
of an extremely retiring nature and did not 
care for the limelight, and though often 
asked to do so, always declined to accept 
office in the trade organizations or on the 
trade committees. 

He was married twice, his first wife being 
a Miss Hattie Cobb and his second wife 
Miss Helen Hawley. Besides his widow, 
three children of the first marriage survive, 
Mrs. Irma Smith Winter and Mrs. Rita 
Smith Chase, and a son, Irving Smith, Jr., 
a veteran of the World War. 

The funeral services which were private 
were held at Connecticut Friday morning 
and the remains were then taken to New 
York and interred in Greenwood ceme- 
tery. 

The cut of Mr. Smith here used was 
made from a photograph taken about 30 
years ago. 





Newark, N. J., April 4—Officials of the 
Keystone Watchcase Co., of 113 N. 13th 
St., this city, have been notified of the death 
of Irving Smith at his home in Stamford, 
Conn., after a long illness. 

Mr. Smith while president of the Crescent 
Watch Case Co., of this city, resided in East 
Orange. When his concern consolidated 
with the Keystone company he retired from 
the presidency, accepted a place on the direc- 
torate of the new company, and moved to 
Stamford. There he became affiliated with 
several concerns. He also became a leader 
in civic affairs. 





Baltimore Jewelers Warned to Beware of 
Negro Gem Snatchers 

BattimorE, Md., April 2.—Police Com- 
missioner Charles D. Gaither has issued 
special instructions to local jewelers to be 
on their guard against a band of negro 
gem-snatchers who have operated in a num- 
ber of eastern and southern cities. These 
negroes, according to information in pos- 
session of the police here, traveled from 
city to city. A week ago tonight a negro 
visited the store of Solomon Rose, 247 S. 
Broadway, related something about having 
“saved some money” and asked to be shown 
a gold piece set in a watch charm. 

The negro’s apparent docile manner 


caused no suspicion to be directed at him 
and after being in the store for a few min- 
utes he admired the beauty of a diamond 
ring valued at $150. He asked to be shown 
the ring and while the jeweler turned his 
back for an instant the negro fled from the 


CIRCULAR 


111 


store with the gold piece and the ring. 
Chase was given but the negro quickly 
disappeared. It is believed that similar at- 
tempts will be made on local jewelers by 
members of the band and the jewelers have 
been requested to keep a sharp lookout. 





HELD IN $50,000 BAIL 





Bert M. Morgan, Alias “Saunders,” and His . 


Wife, Who Were Arrested in San Fran- 
cisco, Are Brought Back to Baltimore 


BattimoreE, Md., April 2—In custody of 
Detective Lieutenants H. M. Hammersla 
and R. E. Freeman, Bert M. Morgan, alias 
“Albert Saunders,” alias Carl “Anders,” 30 
years old, and his wife, Verni Scott Mor- 
gan, indicted by the grand jury here on 
charges of obtaining thousands of dollars 
worth of jewelry and merchandise by 
means of alleged fraudulent checks, were 
brought here from San Francisco Wednes- 
day. Morgan and his wife were sent to 
city jail in default of $50,000 bail. 

As previously reported Morgan came to 
Baltimore six weeks ago, opened a small 
office and started a chain of candy stores. 
One week after the stores were opened 
Morgan is alleged to have passed no less 
than 38 worthless checks. Jewelry valued at 
$2,600 was obtained by Morgan and his 
wife from Louis Cohen, 728 E. Baltimore 
St., and William J. Miller, 28 E. Baltimore 
St. An attempt was made to obtain a valu- 
able bar and platinum pin from a Charles 
St. jeweler but the salesman refused to 
accept the check and declined to deliver the 
pin to Morgan. 

The work of Detectives Hammersla and 
Freeman has been praised highly. After 
they arrived in San Francisco, a week fol- 
lowing the arrest of the couple, they grilled 
both Morgan and his wife and as a result 
all of the jewelry obtained from the Balti- 
more jewelers was recovered, with the ex- 
ception of a ring, valued at $900, which 
had been pawned in a Chicago pawnshop. 
The Chicago pawnbroker advanced $300 on 
the ring. The pawnticket was recovered by 
Hammersla and Freeman and Superintend- 
ent Fitzmorris, Chicago, directed that a 
“stop” be placed on the ring, which will be 
returned eventually to Mr. Cohen. All of 
Mr. Miller’s jewelry was brought back by 
the detectives. They also recovered Persian 
rugs valued at $1,600, which Morgan had 
placed with a dealer in Chicago to be sold 
when he stopped off at the “Windy City” 
in his flight to the Pacific Coast. 

Morgan is believed to be wanted in other 
cities. He has been arrested in Chicago 
and Milwaukee, according to records in the 
hands of the detectives. Seven months ago 
he was in Toronto, Ont., where he met and 
married Verni Scott. Morgan admitted that 
he had obtained the jewelry and other valu- 
ables on the alleged bogus checks, accord- 
ing to the detectives. Morgan emphatically 
denied that his wife was a party to his al- 
leged crimes declaring that whatever she 
did was at his direction. Mrs. Morgan is 
18 years old. 

Information concerning Morgan has been 
sent to a number of cities, among them Bos- 
ton, where, it is said, he spent several 
months under assumed names. 
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WISCONSIN CONVENTION 


Plans Arranged for Two Days’ Conclave in 
Milwaukee on April 5 and 6 

MILWAUKEE, Wis., April 2—Because of 
the magnitude of the problems confronting 
the retail jewelers as well as other business 
men of Wisconsin and the nation, a record 
attendance is expected at the opening of 
the 1921 convention of the Wisconsin Retail 
Jewelers’ Association which opens on Wed- 
nesday, April 6, at the Republican House, 
here. The sessions of the 16th annual 
meeting of the Wisconsin organization will 
continue through two days, April 6 and 7. 
John H. Stouthamer, Milwaukee, president 
of the organization, will preside at the 
meetings. The program includes timely and 
important subjects on present day business 
conditions and methods of meeting the 
problems confronting the trade at this time. 
Several speakers of more than local promi- 
nence have been secured to appear before 
the Wisconsin jewelers. 

On Wednesday morning, delegates will 
be registered at the Republican House. 
During the course of the forenoon the an- 
nual meeting of the National Jewelers’ 
Limited Mutual Fire Insurance Co. will be 
held. The fire company has established a 
remarkable record in the addition of about 
$2,000,000 of new business during the past 
year, and the total amount of the policies 
in force is now near the $4,000,000 mark. 
Business has been written in nearly 40 
States through the medium of the mails, 
‘personal solicitation being confined to Wis- 
consin in which State the company is au- 
thorized. It is contemplated to make appli- 
cation for licenses to solicit business direct 
in several adjoining States, and action of 
this kind will probably be taken Wednesday 
morning. 

Opening sessions of the retail associa- 
tion’s convention will be held at 1:30 
o'clock Wednesday afternoon. Among the 
speakers will be Harry Newman Tolles, of 
the Sheldon School, Chicago, in a practical 
demonstration of the fine points in sales- 
manship. A representative of the Marwick 
Mitchell Co., will discuss “Modern Account- 
ing Systems in Practical Form.” There will 
also be discussions on war time tax meas- 
ures and consideration for substitutes that 
have been advanced to replace the present 
luxury tax, such as a gross sales tax or 
turnover plan. During the evening, the 
executive session will be held to be followed 
by the annual smoker and question box, 
which has always proved to be a decidedly 
interesting and instructive affair. The 
ladies of delegates will be guests of the 
jewelers at a theater party at the Majestic 
Theater. 

“Co-operation” will be the subject of a 
talk by E. G. Raeuber, secretary of the 
Wisconsin Pharmacal Co., Milwaukee, an 
organization of druggists which has been 
successfully operated along lines of the Na- 
tional Jewelers’ Supply Co., organized by 
Wisconsin jewelers and operating with 
headquarters in the Enterprise building 
here. The subject of apprenticeship which 
has been discussed at previous conventions, 
will again be considered this year. Walter 
F. Simon, representative of the Wisconsin 
Industrial Commission, will appear before 


convention Thursday morning to explain 
the Wisconsin law regulating apprentice- 
ship and hear the view point of the jewelers 
on this subject. 

Committee reports, resolutions, election 
of directors and officers and all unfinished 
business will come up for action during the 
late morning and afternoon sessions, con- 
cluding the convention program. 

One of the events that is always looked 
forward to with great interest is the annual 
banquet to take place Thursday evening. 
Gustave Keller, of Appleton, dean of the 
association as toastmaster at this annual 
affair, will again preside at that station. 

The Ladies’ Auxiliary of the Wisconsin 
Retail Jewelers’ Association will hold its 
annual convention during the two days of 
the State association convention. A _ pro- 
gram of entertainment for the ladies of the 
delegates has been arranged including 
luncheons, theater parties and the like. The 
Milwaukee Jewelers’ Club will act as a re- 
ception committee to delegates and is plan- 
ning to provide attractive entertainment for 
the ladies. 

Officers in charge of the 16th annual con- 
vention of the Wisconsin Retail Jewelers’ 
Association include John H. Stouthamer, 
Milwaukee, president; John P. Hess, Fond 
du Lac, vice-president; A. W. Anderson, 
Neenah, secretary, and Henry F. Stecher, 
Milwaukee, treasurer. The board of di- 
rectors includes Gustave Keller, Appleton; 
Hiram J. Smith, Racine; Thomas J. Dale, 
Kenosha; John R. Chapman, Oshkosh, and 
William H. Upmeyer, Milwaukee. 








JEWELRY EXPORTS 





Value of Domestic Shipments of Jewelry to 
Foreign Countries During the Month of 
January Amount to $43,192 

Wasuincton, D. C., March 31.—The 
total value of domestic jewelry shipped 
from this country to foreign nations during 
the month of January amounted to $43,192, 
according to figures compiled by the Bureau 
of Foreign and Domestic Commerce. For 
the first time in many years the largest 
amount during the month was shipped to 
Costa Rica, which took $18,328. The list 
of countries and the shipments to them 


follow: 

Countries Value 
BPMN cn Pe hetGbennames aeeaekes $1,100 
DEMO eee Miles, Ligne man ten Salata 410 
DE ci ceusincKinncemeaene Wine 630 
BE Et cece ic oknewanweanawas 412 
MERE RIG> 2 .cc Seo Seen uaanicess 42 
Sy ee ee are ee 1,860 
WROMETEEAINN 35 iscunkaseeesesaranueaw 100 
UR ator Ooi Daceea meThiones 5,968 
Re a ene 215 
COS, 21 i a en eee ee 18,327 
IRIN sc xicssioemsiubenesee aeons. 80 
BUTI DcUChGGn lL ciuabewenkies eames 281 
IGEN hich sive dacea se cuunenwen an 134 
Miquelon, Langley, etc............ 3,690 
Other British West Indies.......... 3 
I i i i aia Gi a ale ial 77 
Dominican Republic ............4. 368 
DI, Gis sedan eednainn Waban 341 
E57] Earnie regener tente ae een rer 3,979 
Oo ee ane Sonne en erntee ewan 251 
NR 2s spear enmn _— 35 
Siiatis SCHIGMORES: <cvsennsnaasceuic 2,456 


ice a COLE EEE LECT ECTS. 614 
Preps Ueland ois seincicnccs 712 
OE se sarsexcmeaave 1,107 

Total Tei te eee eee ee ee ee $43,192 








HOLD ANNUAL MEETING 





Members of Minneapolis Retail Jeweler; 
Club Choose Officers and Discuss Trade 
Matters at Business Session and Dinner 


MINNEAPOLIS, Minn., April 2——The estab. 
lishment of a school of watchmaking at 
the Dunwoody Institute of this city was 
urged by Charles A. Prosser, director of 
the Institute at the annual dinner and bysi. 
ness meeting of the Minneapolis Retail 
Jewelers’ Club held at the West hotel 
Wednesday. The club placed itself on record 
as favoring the project, Should this school 
be established, it..will be one of the three in. 
stitutions of its kind in the country. 

Election of* officers of the * Minneapolis 
Retail Jewelers’ Clube took place at this 
gathering. The following Minneapolis 
jewelers were chosen to manage the organi- 
zation for the coming year: Ruben Munns, 
of the Munns & Pomerleau Co., president: 
L. Jacobs, of the L. Jacobs Co., vice-presi- 
dent; Frank Anderson of the Frank Ander- 
son Co., secretary; Charles..D. White . of 
White & MacNaught, treasurer. 

Replies from membérs‘of the Minnesota 
legislature to protests made’ by: Minneapolis 
jewelers regarding the présent excess luxury 
tax on jewelry ‘were read and commented 
on by the members present. at ad 

R. G, Winter, retail jeweler of this city, 
was appointed chairman of a committee to 
have Minneapolis jewelers go in a body to 
the State Retail Jewelers Association an- 
nual convention which is to be held in St. 
Paul this month. 








WINDOW SMASHERS BUSY 





Minneapolis Jewelry Store Visited by Crooks 
Who Escape with Loot Valued at $2,000 


MINNEAPOLIS, Minn., April 1.—Shatter- 
ing the window of the Howard Jewelry 
Co. store of this city, bandits to-day robbed 
the place of $2,000 worth of jewelry, and 
made their escape before they were appre- 
hended by the police. Watches, signet rings, 
diamond rings and stick pins made up the 
loot of the robbers, according to Ralph 
Rosenpud, proprietor of the store. 

The smashed window was discovered by 
a patrolman, shortly after the raid had been 
made, but by this time the evildoers were 
well out of sight. 

Mr. Rosenpud said that it was impossible 
to state exactly the amount of jewelry taken 
but estimates that it was worth at least 
$2,000. 








A company of manufacturers and import- 
ers in India desires to be placed in connec- 
tion with firms for the importation of glass- 
ware, clocks and watches, novelties, and any 
class of articles suitable for the Indian 
market. References, In writing to the Bu- 
reau of Foreign and Domestic Commerce at 
Washington, D. C., or any of its branches 
reference should be made to File No. 34542. 




















April 6, 1921. 


THE JEWELERS’ 








Competition of Chronometers at Geneva 





U. S. Consul Haskell Reports Result of Recent Contest Among Leading 
Watchmakers of the Famous Swiss Horological Center 
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WasuincTon, March 31.—Every year 
there is held in Geneva a competition to 
test the accuracy and workmanship of 
chronometers. According to a report made 
to the Department of Commerce by Consul 
Lewis Haskell, the results of this competi- 
tion for the year 1920 have just been made 
known. 

It appears from the report that owing to 
the present economic crisis, the number of 
chronometers deposited in 1920 was inferior 
to that of the preceding years—that is, 88, as 
against 106 in 1916, 116 in 1918, and 112 in 
1919. The quality, however, was in no wise 
inferior to that of the pieces heretofore 
entered. On the contrary, the best results 
of 1920 are superior to those of 1919, which 
shows that, in spite of actual difficulties, 
the Genevese watchmaking industry is still 
worthy of its high reputation. 

Among the 88 pieces deposited, there was 
one marine chronometer and 87 pocket 
chronometers, which have all undergone 
the first class tests. Eighty have obtained 
the certificates and seven only have failed. 

In the competition of individual pieces, 
three obtained a first prize; six a second 
prize; eight a third prize and 26 an honor- 
able mention (selections having been made 
from these credited with between 601 and 
723 points: 1,000 basis.) 

These are the results of the competition: 


1. InpiIvipuAL PIEcEs 


Points Manufacturers 
FIRST PRIZES 
2, aA EOCENE Patek, Philippe & Co. 
errr Patek, Philippe & Co. 
sins ean Patek, Philippe & Co. 
SECOND PRIZES 
DE ikciaua watexach Vacheron & Constantin 
TD iktncnineennes Patek, Philippe & Co. 
DP ittkinhenenndeas Patek, Philippe & Co. 
nr e Vacheron & Constantin 
“Cf EO SAS ATT Patek, Philippe & Co. 
Peaarrcs aes Grae as Vacheron & Constantin 
THIRD PRIZES 
errr Vacheron & Constantin 
er re Vacheron & Constantin 
 tkbilidrnawine gy Vacheron & Constantin 
iene cundaninad Patek, Philippe & Co. 
Nhs orotessctnistsies Vacheron & Constantin 
ah cane snacasnwal Patek, Philippe & Co. 
rere Patek, Philippe & Co. 
ix indereven wie Vacheron & Constantin 
II. Competition By Series. Lors 
FIRST PRIZE 
eer Patek, Philippe & Co. 
SECOND PRIZE 
 ciesarenca iii Vacheron & Constantin 


Average diurnal deviation: First prize, 
Patek, Philippe & Co. (deviation plus Os07 
—seven hundredth part of a second). Aver- 


age rate of running: First prize, Patek, 
Philippe & Co. (deviation plus 0s02—two 
hundredth part of second). 








CALLED HIS BLUFF 





Baltimore Jeweler Dares Negro to Shoot 
When Attempt Is Made to Rob the 
Store and Negro Is Arrested 


BattimorE, Md., April 2.—Few jewelers 
here have exercised greater nerve than did 
Abraham Rodberg, head of the firm of S. I. 
Rodberg & Son, 26 W. Baltimore St., when 
he and three other persons in his jewelry 
store were held up at the point of a pistol 
by a negro bandit Wednesday afternoon. 
Not only did Mr. Rodberg seize the bandit 
and attempt to disarm him but he dared the 
negro to shoot. 

The negro who gave the name of James 
Lyles, Washington, D. C., backed from the 
store and fled. Three blocks away he was 
caught after he had fired two bullets at Po- 
lice Captain John J. Santry, who attempted 
to overtake him. The attack at the Rodberg 
store was a daring one, but the attitude of 
Mr. Rodberg cowed the negro and caused 
him to seek flight. The negro was held in 
$10,000 bail by Magistrate Paul Johannsen, 
Central Police Station on the charge of at- 
tempting to shoot Mr, Rodberg and attempt- 
ing to shoot three other men. 

One of the bullets fired at Captain Santry 
glanced from the wall of a building and 
struck George Sewell, 22 years old, 2350 W. 
Fayette St., in his leg. In addition to the 
other charges the negro was accused of 
shooting Sewell. Miss Emma Rodberg and 
two customers were in the jewelry store 
when the negro entered. Recently Mr. Rod- 
berg bought a score of fine diamonds which 
he was showing the customers. As _ the 
negro entered Mr. Rodberg folded the 
packet of diamonds and asked him what he 
wanted. 

The negro said he wanted to buy a $500 
ring. The negro was well-dressed and Mr. 
Rodberg engaged him in conversation im- 
mediately. 

“I don’t believe you have got $500,” Mr. 
Rodberg said. 

“Well, I would like to see the ring, any- 
way.” 

Finally the negro admitted that “he didn’t 
have much money” and Mr. Rodberg, hav- 
ing been outside the counter advanced close 
to the negro and asked him if he had a gun 
in his pocket. The negro made a quick 
movement, whipped out a six-shooter and 
leveled it in fan-like fashion at Mr. Rod- 
berg and others in the store. Mr. Rodberg 
was thoroughly aroused when he saw the 
gun and he looked straight at the negro and 
dared him to shoot. 

An instant later Lyles opened the door 
and fied. Turning Hanover and Baltimore 
Sts., at the Caswell Hotel the negro fled 
north to Fayette St. and then west to 
Liberty St. Several men tried to stop him, 
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but he pointed the pistol and threatened to 
shoot. Captain Santry was within a few 
yards of the negro when the black opened 
fire on him. Santry fell to the ground but 
was not struck. 

The negro fled past. the store of the Stieff 
Co., silversmiths, Liberty St., and he. at- 
tracted the attention of Traffic Patrolman 
J. M. Cullison. Cullison went in pursuit 
and at Baltimore and Liberty Sts., the traffic 
policeman placed his pistol against the negro 
and commanded him to throw up his hands. 
The gunman’s pistol was seized by the pa- 
trolman and a few minutes later Lyles was 
at the police station. The negro admitted 
the. testimony given against him but he said 
he “had no intention of shooting anyone.” 








Plans Completed for Annual Convention of 
Minnesota Retail Jewelers’ Association 
at St. Paul, April 11, 12 and 13 


St. Paut, Minn., April 1—St Paul will 
be the headquarters for the jewelers of 
Minnesota April 11, 12 and 13, when the 
annual convention of the Minnesota Retail 
Jewelers’ Association will be ‘held at the 
Saint Paul Hotel. Several hundred merchants 
and their families are expected to attend, 
according to Emil M. Schwenke, of New 
Richland, secretary of the association, J. 
F. Moyer of St. Paul is president of the 
organization. E. W. Kohlsaat of St. Paul 
is chairman of the entertainment committee. 

Monday, April 11, will be “get together 
day.” Round-table discussions will be held 
in the afternoon beginning at 2 p. m. A 
theater party will be held in the evening 
for visiting jewelers and members of their 
families. 

On Tuesday, organization day, the con- 
vention will hear a series of talks and lec- 
tures by nationally prominent men who 
have made association work a success in 
their own field, On Wednesday, Education 
day, addresses will be made by Dan E. 
Weigle, general secretary of the St. Paul 
Association of Public and Business Af- 
fairs; A. D. Wilson, Edward Barr, W. S. 
Ashby and Ed. Miller. 

One of the big events of the convention 
will be an address by Harry Newman 
Tolles of Chicago. Mr. Tolles is head of 
the Sheldon School and will talk on the 
“Fundamentals of Successful Selling” and 
“The Human Balance Sheet.” 

The feasibility of establishing a school of 
horology and jewelry work for the benefit 
of young men and others who wish to be- 
come proficient in this line of work, at the 
Dunwoody Institute, Minneapolis, will be 
discussed before the convention by C, A. 
Prosser, director of the institute. 

Facts on store service, advertising and 
selling, displaying of merchandise to ad- 
vantage, accounting systems and costs, a 
better organization, etc., will be some of 
the subjects to come before the convention. 

The convention will end Wednesday 
night with a monster banquet and ball at 
the Saint Paul Hotel. 

Secretary Schwenke makes the following 
appeal to jewelers to attend: 

“If your train service is poor, use your 
auto. If your auto is out of gas, walk. If 
you cannot walk, then crawl. But come 
early and stay late.” 


EES PRESSE 
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REFUSES TO BE HELD UP 





New York Jeweler Fights Four “Gunmen” 


and Prevents a Robbery—Two Arrests 


Made and Prisoners Identified 


Alex Kipnis, a_ retail jeweler at 320 
Bleecker St., New York, barely escaped with 
his life last Friday morning when he re- 
sisted a band of four hold-up men who, after 
shooting him in the arm, felled him with a 
blow on the head, using the butt of a gun. 
The men had come to rob the place, but 
after the shooting they apparently became 
frightened and ran from the store without 
taking any loot. Two of the bandits were 
caught on Greenwich St., between Barren 
and Morton Sts., by Mounted Policeman 
Harry Borst. Mr. Kipnis is now in the St. 
Vincent’s Hospital where he is being treated 
for a scalp wound inflicted by the butt of 
a gun and a shot in the arm. 

The two men captured by Officer Borst 
describe themselves as Camillo La Salle and 
Attillio De Marco. Following their arrest, 
they were taken to the jewelry store where 
they were identified by Mr. Kipnis as part of 
the gang that attempted to hold him up. On 
Saturday the pair were arraigned and held 
without bail until Tuesday, when it was be- 
lieved the jeweler would be able to appear 
against them. 

Following the robbery, Mr. Kipnis stated 
that one of the quartette had been in the 
store several days before looking at a dia- 
mond ring. He made no selection but in- 
formed the jeweler that he would return in 
a few days.- On Friday morning, as the 
jeweler was removing the stock from the 
safe, the “customer” walked into the place 
followed by three other men. The jeweler 
immediately became suspicious and walking 
from behind the counter to the center of 
the store asked the men what they wanted. 
Almost simultaneously the four men 
whipped guns from their pockets and de- 
manded the jeweler to throw up his hands. 
The jeweler was astonished by the men’s 
actions and immediately began to resist the 
quartette when they tried to push him into 
a room in the rear of the store. The jeweler 
fought the men so hard that one of the 
quartette fired a shot at Mr. Kipnis, the 
bullet striking him in the fleshy part of his 
right forearm. At the same time another 
man hit him on the head with the butt of 
his gun. Fortunately, however, it was only 
a glancing blow and did no other damage 
than to inflict a slight scalp wound. 

The men evidently became frightened after 
the shooting and ran from the store. Two 
of them were followed by a pedestrian who 
was passing the store at the time, and as 
they were running along Greenwich St. the 
stranger saw Mounted Policeman Borst 
coming along on his horse. He immediately 
informed the officer that the two men whom 
he pointed out had just shot Mr. Kipnis. 
The men were arrested without any trouble 
and brought back to the jewelry store 
where they were identified by the jeweler. 

At the police station the police claim 
they took a revolver from each of the men. 
One of the men, it is also alleged, turned 
over to the authorities a ring which he 
claims he bought from Mr. Kipnis several 
months ago. One of the prisoners, it is 
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claimed, arrived in this country only about 
three months ago. The other two men are 
still being sought by the police. 








SENT TO PRISON 


Man Who Was Convicted of Robbing Mil- 
waukee Jewelry Store Gets Term of 
Eight Years 


MILWAUKEE, Wis., April 2—Sentenced to 
eight years in the State prison at Waupun 
after being arrested and tried for the rob- 
bery of the jewelry store of A. J. Stoessel, 
1033 3rd St., this city, ended the two year 
search for Harry Matzgen. He was ar- 
rested at Camp Dix, N. J., and charged 
with the crime by local detectives. 

The Stoessel store was robbed on Dec. 
30, 1918, by two men, who, after forcing 
Walter J. Lohmann and Loretta Engel, two 
clerks of the Stoessel store, into a rear 
room, escaped with a diamond stock pin 
valued at $300, also $75 belonging to Mr. 
Lohmann and $5 taken from the cash 
drawer. The burglary was committed in 
daylight. The police were given a descrip- 
tion of the men. 

Matzgen, it is said, left the city after the 
robbery. He answered the description of one 
of the men wanted but trace of him was 
lost frequently but later picked up. He was 
finally located in Trenton, N. J., being a 
private at Camp Dix. Ray Walker, his 
alleged companion in the robbery, is still 
being sought. Both men were said to have 
been A, W. O. L. at the time of the crime. 

Discarding their uniforms, it was testi- 
fied they donned civilian clothes and com- 
mitted the robbery, after which they put on 
their uniforms and escaped. In the two 
years intervening between the robbery and 
arrest, Matzgen has served in the army of 
occupation in Germany. He says his home is 
in Chicago. According to the police, Matz- 
gen was identified as one of the robbers. 
Relatives are seeking to reopen the case and 
have a lighter sentence imposed. It is said 
that the detective bringing Matzgen back 
promised that he would get a minimum sen- 
tence if he pleaded guilty, but the maximum 
was imposed instead. 











Robbers Visit Berlin, Wis. Jewelry Store 
and Escape with Loot Valued at $500 


Bertin, Wis., March 31.—Robbers gain- 
ing entrance after breaking a rear window 
of the jewelry store of J. M. Heaney, the 
oldest jeweler in the city, stole merchandise 
estimated to be worth $500. The theft was 
committed sometime after midnight Mon- 
day and was discovered Tuesday morning 
when Gerald Heaney, active manager of 
the store, came down to open the store. He 
found jewelry trays, velvet tray cover 
cloths, boxes and other recepticals for 
jewelry strewn about the store. 

Evidence points to the leisure of the rob- 
bers who, after entering the store and tak- 
ing their time, picked out choice articles 
from the show cases and windows, carrying 
some of the trays to the rear of the store 
to make their selection. The goods stolen 
include dozens of gold baby rings, strings 
of pearls, several high grade watches, stick 
pins, solid and 14K gold wedding rings, La 
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Vallieres and set rings. Other valuab| 
stock, such as cut glass, silverware and 
china,. was passed up, evidently being too 
bulky. The robbers overlooked a cigar 
box on Mr. Heaney’s desk containing y 
wards of $70 in cash. - 

“I was working at my store until after 
11:30 o’clock and left close to midnight,” 
said Mr. Heaney, regarding the robbery 
“I had moved as much of the most valuable 
goods to the safe as it would hold, leaving 
some expensive merchandise in the show 
cases and windows. Due to the condition 
of the building which we occupy, it has 
been impossible for me to obtain burglary 
insurance, so the theft means a total loss 
to me.” 








Postal Inspectors Seek Chicago Diamond 
Cutter in Connection with $10,000,000 
Mail Robbery 


Cuicaco, April 2—Postal inspectors are 
seeking to locate Isadore H. Starr, presj- 
dent of the Starr Diamond Cutters Co., 17 
N. State St., as the man who originally 
obtained part of the loot from the $10,000,. 
000 mail robbery at the Union Station, 
Jan. 18th. Warrants charging him with 
having stolen property in his possession 
were sworn out before Commissioner Ma- 
son. 

Louis Kreitzer, advertising man; Isadore 
Goldberg, his brother-in-law and C. A, 
Jetree, a friend, were arrested when the 
stolen bonds were offered to Bennett & Co,, 
a brokerage firm who informed the authori- 
ties. Kreitzer confessed that he was given 
$34,000 worth of bonds to dispose of to 
La Salle Street brokers by Starr, and that 
he knew at the time they were stolen bonds. 

The three men were released on bonds, 
Kreitzer’s was fixed at $9,000, cash, and 
the other two at $1,000 each. Goldberg and 
Jetree are only held as witnesses. 

It is said the actual robbery at the sta- 
tion. was done under the directions of a 
man who was arrested by the police after 
a gun battle. He is declared to have turned 
the bonds over to Starr, who in turn dis- 
tributed them to the latter and others. 

According to the prosecutor all recent 
mail robberies as well as the Toledo theft 
would materially advance toward solution 
by Starr’s arrest. 

A warrant for the arrest of J. G. Samp- 
son, Starr’s partner, was sworn out, and 
he was placed under a $2,500 bond, and 
sent to the county jail. He was arrested, 
it is said, because he has refused to give 
any information as to the whereabouts of 
Starr. 

Both Starr and Sampson’s names were 
mentioned in connection with the Heller- 
Rose robbery several years ago. They were 
released at the time because there was no 
evidence on which to sustain the charge. 





The Universal Jewelry Mfg. Co. is the 
style of a new concern that has started in 
business at 280 South Main St., Fall River, 
Mass. The members of the concern are 
Louis Brown and David Clark, formerly in 
the employ of the Boston Jewelry Co, 
Boston, and Charles Zaclavsky, formerly 
employed by Ehrlich & Shaffer, of Boston. 
They start with a paid in capital of about 
$1,500 and all three are practical workers. 
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SENT TO SING SING 





Jacob Horn, Alias Jacob Harris, Found 
Guilty of Larceny of Diamonds From 
New York Merchant and Must 
Serve Prison Term 
After much legal difficulty, Jacob Horn, 
alias “Jacob Harris,” who was found guilty 
of the larceny of diamonds from Benjamin 
Levy, 108 Fulton St., New York, and then 
sentenced to serve from one to three years 
in prison, only to appeal the sentence, has at 
last been sent to Sing Sing. After Horn 
had been convicted and sentenced on the 
Levy charge he pleaded guilty to the lar- 
ceny of diamonds worth $990.50 from L. & 
M. Kahn & Co., 170 Broadway, New York, 
and on this charge sentence was suspended. 
When Horn obtained a certificate of reason- 
able doubt from the Supreme Court stay- 
ing the execution of the sentence and re- 
leasing him on bail, he was rearrested, and 
on Tuesday, March 29, the suspended sen- 
tence was revoked, and Judge Tompkins, 
sitting in Part V, Court of General Ses- 
sions, sent the prisoner to Sing Sing for one 

year and six months. . 
During his operations, Horn, it is claimed, 
swindled many New York jewelers by ob- 
taining jewelry on memorandum, and then 
failing to make payment. He was cauglit 
after a long search, and after pleading not 
guilty to an indictment was released on bail. 
When his trial was called Horn failed to 
appear, but on orders of the court the de- 
fendant was produced shortly afterwards. 
He was placed on trial for the larceny oi 
diamonds from Benjamin Levy, and after 
being found guilty by a jury was sentenced 
to serve from one to three years. After 
being convicted he pleaded guilty to the lar- 
ceny of diamonds from the Kahn concern, 
but sentence was suspended on this charge. 
Before he could be sent to prison Horn suc- 
ceeded in obtaining a certificate of reason- 
able doubt from Judge Bijur in Special 
Term, Part I, of the Supreme Court, who 
set bail at $3,000. Horn was released, but 
‘on Friday, March 25, was rearrested on the 
Kahn charge and sentenced by Judge 
Tompkins Tuesday, March 29. 








St. Paul Police Ruyuire Closing of Pawn- 
shops on Sundays 

St. Paut, Minn., April 1—Anticipate the 
financial requirements of Sunday by doing 
your pawning Saturday. This is the ad- 
monition drawn from the police order 
which has been extended to apply the State 
Sunday closing law to the doors of pawn 
shops. Loan offices were closed at noon 
Sunday by Police Sergeant William Lan- 
sette. 

Sergeant Lansette asserted that he acted 
on the authority of the closing order issued 
by former Police Chief Campbell, before 
his resignation, 

Closing of pawn shops one day a week 
in conformity with the State law which has 
been rescued from the archives of dead 
Statutes has been urged by several retail 
merchants, according to Police Commis- 
sioner Smith. Complaint was made that 
pawn brokers besides making loans, also 
sold merchandise on Sunday. The order 
may be revised, according to Chief Crep- 
eau. 
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Imports of Diamonds During January 


WasuincTon, D. C., March 30.—Figures 
recently compiled by the Bureau of For- 
eign and Domestic Commerce indicate that 
the total value of diamonds imported into 
the United States during the month of 
January amounted to $3,058,027, of which 
the value of the rough or uncut was placed 
at $895,381 and the value of the cut stones, 
$2,162,646. 

According to the statistics compiled, the 
bulk of the rough gems as usual came from 
England, the values of whose shipments 
were $723,368, while from the Netherlands 
were received, rough valued at $87,628 and 
from Belgium, rough valued at $47,037. A 
few small shipments were received from 
other countries as for instance, Brazil, $14,- 
590; British South Africa, $11,477; France, 
$5,865, and British Guinea, $5,416. 

As usual the largest amount of cut stone 
came from Amsterdam, the Netherlands be- 
ing credited with $1,382,474; the next lar- 
gest was Antwerp, Belgium sending $478,- 
683, while the diamond cutting centers of 
England shipped us stones worth $250,037. 
In addition were small shipments from 
France, $23,449; New Zealand, $25,258; 
Denmark, $1,881; Italy, $500; Switzerland, 
$226, and Straits Settlements, $138. 

The entire weight of the combined rough 
and cut stones imported during the month 
amounted to 30,224 carats. 








Attleboro Chamber of Commerce Adopts 
Resolutions of Respect as Memorial to 
the Late Charles P. Keeler 


ATTLEBORO, Mass., April 2—The Attle- 
boro Chamber of Commerce has adopted the 
following resolutions as a memorial to the 
late Charles P. Keeler of McRae & Keeler: 


Whereas, Our fellow member and _ honored 
townsman, Charles P. Keeler, has left this life 
with its many duties and its constant demands; 
and 

Whereas, His passing has meant the loss, not 
only to the Chamber of Commerce of a valued 
member and energetic worker, but to the City of 
Attleboro of a kindly right spirited man who, 
without stint, gave his time and strength to the 
furthering of every worthy object, and whose civic 
pride led him to take a leading part in many 
activities of this body. Therefore, be it 

Resolved, That the Attleboro Chamber of Com- 
merce herewith records its sincere appreciation of 
his long and faithful service, his sound judgment, 
and his constant readiness to undertake new 
duties for the welfare of this community. 

He was a generous friend, a faithful member 
and a true man. 

Attleboro Chamber of Commerce. 

Adopted by Directors’ Meeting. 

Frank T. CHASE, 
E,. F. THAYER, | 
Committee on Resolutions. 








Market Prices for Silver Bars 
The following are the quotations for sil- 
ver bars in London and New York as re- 


ported for the past week: 
Domestic 
Selling Price Silver 
London U.S. Govt. Standard 


Date: Official, Assay Bars. Price. 
Masten « 29.60 cscs 33% 59% 99% 
Maren. 30iiscevcses 33% 60 99% 
March 59% 99% 
April 1 58% 9914 
April 2 59 99% 
April 59% 991% 











J. A. Buckmaster is closing out his 
jewelry business at Madison, Wis. 
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Chicago Diamond Dealer Reports Loss of 
Diamonds Worth $24,600 in Burglary 
at His Home 


Cuicaco, March 31.—Samuel Epstein, a 
diamond dealer, at 5 S. Wabash Ave., has 
reported to the local police the loss of dia- 
monds and jewelry valued at $24,500. Ac. 
cording to the report received by the po- 
lice, the goods were taken from Mr. Ep- 
stein’s home, 1334 S. Sawyer Ave. 


On the night of the robbery Mr, Epstein, 


accompanied by his family, went to a 
moving picture show. When he returned 
he found that burglars had entered the flat 
and cleared out everything of value, taking 


personal property worth about $5,000 and © 


the gems which he had brought home from 
his place of business for safe keeping. 

The stolen merchandise consisted of un- 
set diamonds worth about $23,000, and of 
this amount $19,500 were goods held on 
memorandum. There was no insurance on 
the property so the loss falls entirely on 
Mr. Epstein. 





Creditors of Universal Buckle Mfg. Co. 
Chicago, Offered Settlement of 50 
Per Cent 


Cuicaco, March 30.—Creditors of the 
Universal Buckle Mfg, Co., were offered a 
50 per cent cash settlement for all claims, 
following the procedures of a meeting of the 
creditors held yesterday in the offices of 
Louis Goldman, attorney for the Chicago 
Jewelers Association, and representing a 
majority of the creditors. 

This was the second meeting of creditors 
of the Universal company. With the as- 
sistance of interested parties the company 
was enabled to make this offer. The offer 
was considered by all those present at the 
meeting to be the best which the defunct 
company could make. The records of the 
debtor company were examined and the 
salvage value of assets and accounts re- 
ceivable investigated after which it was 
decided by creditors and their representa- 
tives in attendance that a “50 per cent cash 
settlement is the best offer obtainable.” 
The opinion was offered that in liquidation 
or in bankruptcy creditors would not re- 
ceive this amount. 








Mesh Bag Valued at $1,500 Stolen from Phil- 
adelphia Store by Window Smasher 


PHILADELPHIA, Pa., April 3—A_ large 
plate glass window in the Bailey, Banks 
& Biddle store at 1218-1222 Chestnut St., 
was smashed early yesterday morning and 
a diamond-studded gold mesh bag valued 
at $1,500 stolen. 

A folding iron gate, which has small dia- 
mond-shaped openings, and which is 
stretched across the windows at closing 
time every night, protected other mesh 
bags and jewelry worth thousands of dol- 
lars. The window glass was valued at 
$500. The robbery was discovered a short 
time after it happened but no trace was 
found of the robber. 








The Hellberg Jewelry Co., Marshalltown, 
Ia., recently suffered a window-smashing 
at which time merchandise valued at $1,000 
was stolen. 
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| The above is the Official Design of the 


Knights Templar Emblem 


as Adopted at the 








Grand Encampment, Knights Templar 
of the United States of America 


In Philadelphia, Pa., Sept. 16, 1919 


for Which We Have Been Given the Sole Right to Manufacture. 


For Proof see Opposite Page 








Douglas Manufacturing Corporation 
NORTH AMERICAN BUILDING # PHILADELPHIA 
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The National Wholesale Jewelers’ Association 


Office of the Secretary, 505 Arch Street 


Philadelphia, 


KNIGHTS TEMPLAR EMBLEM 


Philadelphia, March 22, 1921. 
To the Members:— 

Our letter on the subject of the Knights Templar 
Emblems was submitted to the Grand Recorder of the 
Grand Commandery of the Knights Templar. 

In this letter we quoted a letter from the Grand Com- 
mandery indicating that the Committee appointed by the 
Grand Encampment was for the purpose of selecting a 
design for a Templar button and nothing else. 

However, in the attached copy of letter of March 
19th just received from the Grand Commandery, you 
will see that in the second paragraph it states that in 
order to popularize the design selected for a Knights 
Templar Button, the Grand Master, Joseph Kyle Orr, of 
Atlanta, Ga., has given the Douglas Mfg. Co. the exclu- 
sive right to manufacture, make and sell any and all 
kinds of Knights Templar jewelry, emblems, etc., of the 
same design as above mentioned for a period of three 
years. ‘ 

There is also enclosed copy of several paragraph 
from the Catalog of the Douglas Mfg. Co. and copy of 
the first paragraph of a circular letter of the Douglas 
Mfg. Co. in which they set forth the statement that the 
design for a Knights Templar Button was adopted -as 
the new and only official emblem of the Order of Knightg 
Templar. 

You will observe that they also state that they have 
the exclusive right to use the new design in connection 
with all styles of so-called Knights Templar Emblems. 





Respectfully submitted, 


THOS. A. FERNLEY. 








Tus Association, in justice to its members, printed a circular under date of March 14th. In all: 


4 
Fs 
a 


* 


fairness to ourselves they sent a copy to one of the Grand Officers. It contained certain misinformation. 
He corrected this. They now have sent their members this letter. We submit it to you. 





“In consideration of services rendered by the Douglas 
Manufacturing Company in conjunction with the newly 
adopted Emblem, as approved by the Grand Encampment 
Knights Templar of the United States of America, in 
Philadelphia, September 16, 1919, and IN FURTHER CON- 
SIDERATION OF THE APPLICATION FOR PATENTS, WHICH HAVE 
BEEN APPLIED FOR BY YOU, AND AGREED BY YOU TO RIGHT- 
FULLY TRANSFER AND ASSIGN TO THE GRAND ENCAMPMENT 
THROUGH ITS PROPERLY APPOINTED OFFICERS DOES HEREBY 
GRANT AND ASSIGN TO THE DoucLtas MANUFACTURING Com- 


PANY, ITS SUCCESSORS oR assicns, THE SOLE AND EX- 
CLUSIVE RIGHT TO MANUFACTURE, MAKE AND 
SELL ANY AND ALL KINDS OF JEWELRY, EMBLEMS, 
ETC., OF THE SAME DESIGN AS ABOVE MEN- 
TIONED.” 


“This is the OFFICIAL ADOPTED EMBLEM FOR 
THE ORDER OF KNIGHTS TEMPLAR and it is quite 
important that its distribution shall be confined to the 
channels named.” 


These are extracts from our contracts, which contracts are properly executed by the proper Grand 
Encampment officers, and they are on file in the Company’s offices and can be seen by any one who, in 
our opinion, has a just right to see them. This puts the matter beyond the point of argument. 





Douglas Manufacturing Corporation 
NORTH AMERICAN BUILDING % PHILADELPHIA 
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| Dessert Spoon TI | | ) 


PORTSMOUTH || 


Sterling Silver Tableware 


Dessert Fork BRIGHT FINISH 





RELYING for what must surely prove 

its attractive qualities, mainly upon the 
exquisite simplicity of its lines, upon its char- 
acteristic pointed handles and its quaint 
molded collars, the Portsmouth appropriately 
takes its name from one of the oldest Colonial 
cities in the country. Quaint and old-fash- 
ioned Portsmouth is typical of all communities 
which date back to pre-Revolutionary days. 
This new pattern of Sterling Silver Table- 
ware, whose Colonial classicism makes it at 
home in almost any surroundings, is fortunate 
in having so worthy a sponsor. 








. Trade Mark 


Sterling 





The 
Gorham Company 


Silversmiths and Goldsmiths 


PROVIDENCE and NEW YORK 
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HE doubt that ex- 

isted throughout 
the jewelry trade in 
regard to the estab- 
lishment of a so-called “official” emblem for 
Knights Templar buttons, badges, charms 
and similar jewelry was dissipated last week 
when THE JeweE.er’s Crrcutar published 
the result of its investigation as to the so- 
called official design with the statements 
from officials of the organization in question. 
This report appeared on pages 83 and 85 in 
the issue of March 30, 

As will be seen from a perusal of the facts 
presented, the claim that the Knights Tem- 
plar adopted an official design, that the de- 
sign was protected by patent and an exclu- 
sive contract given to one firm is wholly 
sustained, such contract having been given 
under proper authority, it running for three 
years. The contract includes not only but- 
tons but emblem jewelry as well. 

However, the belief that existed in some 
quarters that the adoption of an official 
design would “scrap” all other designs here- 
tofore used and that such designs were for- 
bidden, is entirely without foundation. There 
is nothing in the action that will keep the 
old designs from being used or called for. 
In fact, many of the older officers have a 
sentimental attachment for the old designs 
and the jewelry containing them that will 
keep them from considering a change, Many 
of them consider the old designs “official” 
by reason of long usage though not by reason 
of any act of the order. There is nothing 
that compels the use of any design, new or 
old. 

The action of the order was originally 
taken for the purpose of obtaining an official 
button and its use in jewelry was an after- 
development. This was the reason for some 
of the confusion that existed when the ques- 
tion first arose in the trade. 


The Designs for 
Knights Templar 
Jewelry 





EW statements com- 
monly made have 

less basis of truth than 
that which one often 
hears to the effect that “there is no senti- 
ment in business” or that “the business man 
is without sentiment”; and as a perpetual 
refutation of these statements, at least as 
far as the jewelry trade is concerned, is the 
continual growth and success of the work 
of the Maiden Lane Historical Society, an 
organization founded on sentiment pure and 
simple with no function in the business 
world except it be to develop sentiment. No 
material gain of any kind can come to the 
members of this organization, yet it grows 
from year to year in strength and in mem- 
bership and its work continues to be more 
and more appreciated, not only by the 
jewelry trade, but by the business men and 
citizens of New York as a whole. Founded 10 
years ago, after THE JEWELER’S CIRCULAR 
had published a serial history of Maiden 
Lane, this organization was at first com- 
posed of a handful of men who felt that 
the history of the jewelry district of the 
Metropolis sould in some way be preserved 
and perpetuated; but the association has 


An Organization 
Founded on 
Sentiment 


grown until today it numbers fully 300 


of the most prominent men of the Maiden 
Lane section of the city and its proceed- 
ings are followed and its annual luncheons 
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are attended in a way that shows deep in- 
terest in the work by the entire member- 


ship. 


Beginning with the erection and dedica- 
tion of a tablet giving the history of Maiden 
Lane, the society has erected tablets giving 
the history of John St. and Nassau St., the 
other thoroughfares of the jewelry district, 
and its latest activity will be the dedica- 
tion and erection of the tablet marking the 
site of the entrance to the old John St. 
Theatre, a site which later became famous 
as the home of the leading jewelry manu- 
facturing concerns from 1840 until the early 
part of the present century. In addition this 
organization has collected facts connected 
with the history and development of the 
jewelry district, has investigated reports 
connected with this section of the city dur- 
ing Revolutionary and Colonial days and is 
now beginning to act as a repository for 
interesting relics connected with the early 
history of the Maiden Lane district in gen- 
eral. Though it has been in existence 
for a full decade, the interest in its work 
keeps up without abatement, which fact was 
manifested at the annual meeting last week, 
when the applications of 20 new members 
were approved. 

It is, therefore, apparent that there is 
sentiment in business and among business 
men. 





HE wave of crime 
Have No Reason _throughout th e 
To Fear Robbers United States, while 
seriously affecting the 
jewelry trade through the number of its 
victims in our industry, has also had an 
effect on business, at least in some parts of 
the country, by reason of the fact that it has 
caused a number of people to be afraid to 
wear their jewelry and in this way caused 
jewelry to be less popular with them. While 
this is not true in many sections, it has been 
called to our attention by several promient 
jewelers of the large cities who fear that if 
this timidity on the part of the public 
spreads it will have a serious effect, at 
least upon the fine jewelry trade. They 
therefore urge that something be done by 
the jewelry trade to counteract such timidity 
and also counteract the propaganda or 
statements in certain newspapers that sug- 
gest that jewels be not displayed as this is 
temptation thrown in the way of the crimi- 
nal. 

The answer to all this seems to us to be 
in the record of the crimes that have been 
reported in the last year or two because 
if these facts were thoroughly understood 
by the public, the people would find no rea- 
son for not wearing their jewelry or dis- 
playing it on proper occasions. While 
newspapers have been filled for months with 
accounts of robberies of merchants in the 
jewelry, silk and other trades, while they 
have told frequently of assaults on bank 
and other messengers carrying bonds and 
specie, and while they report numbers of 
robberies wherein much money and other 
valuables are stolen, at the same _ time 
“hold-ups” or robberies of people for their 
jewelry alone have been so few and far 
between as to be practically negligible in 
amount by comparison with the others. 

A study of the crime wave and its effects 
would seem to indicate that the danger 


Jewelry Wearers 
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lies with the merchant, with the Messenger 
and with the man or woman known to carry 
large sums of money on their persons and 
that the criminals have shown little or no 
tendency to attack people simply becayse 
they wear jewelry, evidently feeling that 
the risk in so doing is out of proportion 
to the gain, the chance of operating suc. 
cessfully being practically nil. 

While it would not be wise for the jewel- 
ers to attempt to emphasize this point jn 
the press in any way, it might be well for 
them to call attention to the facts in talk. 
ing with their customers, particularly when 
the subject of danger in wearing jewelry 
comes up. It is a case where the facts 
speak for themselves and where the fear 
expressed in certain quarters is based not 
on what has actually occurred, but what 
the jewelry wearer thinks has or might 
occur. The mere fact that it has not oc- 
curred to any extent should be sufficient to 
dissipate this fear in the minds of rational 
people. 





Work to Improve T is gratifying to 

the National know that distinct 
progress is being made 
in the work of the 
representatives of the different sections of 
our trade in the drafting of a new Na- 
tional Stamping Law that will not only rep- 
resent the ideas of all classes of our indus- 
try, but will be a big improvement in the 
act now on the statute book which has been 
found unnecessarily difficult of enforcement. 
Reports that are current indicate that those 
working on the new amendment will en- 
deavor to draw up a statute that will not 
only cover the various lines of merchandise 
turned out by the jewelry trade far more 
effectively than did the old, but in language 
so simple and clear that even the layman 
will understand its meaning, intent and scope 
without the aid of an attorney. 

If these reports be true (and we have 
every reason to believe they are) it is 
sincerely to be hoped that those working 
on the new act will have completed their 
labor in time to have the measure passed 
upon by the different elements in the trade 
and introduced into Congress at the present 
session. There is no doubt that the need 
of an easily understood, and an easily en- 
forced national law is greater now than 
ever before and that competition under new 
conditions will make it even more neces- 
sary in the future. While it is true that 
frauds in the marking of precious metals can 
today be punished under the various State 
laws and even the present national statute, 
prosecution is not simple and violators may 
take advantage of this fact. A simple, 
straight-forward national marking act will 
not only deter such violators in the future 
but will serve to prevent a number of tech- 
nical violations that are now made inadvert- 
ently because the present statutes are not 
fully understood or, in some cases, easily un- 
derstandable. 

A simple, clear, comprehensive and work- 
able national statute covering stamping vio- 
lations will prove a boon to the jewelry 
trade and the public at large and those 
working for this end should receive the 
hearty co-operation of the individual firms 
and organizations of our industry. 


Stamping Law 



























Word received by friends of Stephen 
Varni, of the Espositer Varni Co., say that 
he was stopping in Idar, the center of the 
semi-precious cutting stone industry of Ger- 
many. 

After alterations are completed and new 
equipment installed, Frank J. Nauheimer, 
diamond importer, will occupy Room 81 on 
the eighth floor of the building at 7 Maiden 
Lane. 

I. Garson, importer of diamonds and 
manufacturing jeweler, will move on April 
9 from 45 John St., to new and larger 
quarters, at 66 Nassau St., where he will 
combine his office and factory. 

The business of S. Feldmesser, dealer in 
jewelers’ goods, this city, was incorporated 
at Albany, N. Y., last week with a capital 
of $5,000. The incorporators are L. Lemle, 
S. Feldmesser and S. Holober. 

Herbert Reichman, of Reichman Bros., 
whe has been enjoying a holiday in Hono- 
lulu, Hawaii, writes that he expects to ar- 
range for some excellent talent while there 
for the next banquet of the 24 Karat Club. 

H. W. Karger, head of the International 
Clock & Watch Co., Boston, Mass., on his 
return trip from the south visited the off- 
ces of THE JEWELERS’ CrircuLaR. Mr. and 
Mrs. Karger spent the Winter in Georgia 
and Florida. 

Within the past few days, the office and 
factory of Charles Fischer, maker and de- 
signer of diamond jewelry, were moved 
from the Maiden Lane section to new and 
more spacious quarters at 562 Fifth Ave., 
corner 46th St. 

Joseph Werzansky, formerly with L. L. 
Grey & Co., 23 Maiden Lane, and Charles 
Lavine, formerly with the National Watch 
Co., have engaged in business in Room 1211, 
at 51 Maiden Lane, under the style of the 
National Ring Co. 

Lawrence D, Frank of Konijn & Frank, 
cutters and importers of diamonds, 65 Nas- 
sau St. sailed for Amsterdam, Holland, 
on April 7 aboard the Mauretania. B. 
Konijn, the other member of the firm, ar- 
rived in Amsterdam last Friday. 

P. Irving Grinberg, dealer in pearls and 
precious stones and pearl necklaces, now 
located at 170 Broadway, has taken offices 
on the 10th floor of the Miller building, 
Fifth Ave. corner 46th St., where he ex- 
pects to move some time before May 1. 

George E, Fahys, Jr., of the Alvin Silver 
Co., 20 Maiden Lane, left several days ago 
for a trip to Baltimore, Washington, Lan- 
caster and Philadelphia. Walter Loner- 
gan, representing the same concern, has also 
started on a trip through New York State. 

According to an announcement made last 
week, the Interboro Medal & Badge 
Mfg. Co., manufacturing jewelers, 123 Fifth 
Ave. dissolved partnership on March 15. 
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The business is now being conducted under 
the same name by Julius Jurgensen, the re- 
maining partner, 

William [. Rosenfeld and his wife are 
now on a vacation in Europe. Postal cards 
to his friends last week stated that he was 
about leaving London for Amsterdam, Ant- 
werp and Paris, from which they will go 
to southern France. Mr. and Mrs. Rosen- 
feld say that they are having the “time of 
their lives” on this trip. 

The Usona Emblem Co., Inc., is now es- 
tablished in its offices at 170 Broadway, 
where it is doing a jobbing trade exclusive- 
ly. The concern’s factory is at 53 Ann St. 
The members of this company are Mannie 
Solomon, formerly of Wiegand & Co.; I. 
Goldman, formerly of 53 Ann St., and Mar- 
cus Goldsmid, who has given up his business 
at 170 Broadway to devote his entire time to 
the new concern. 

The stock of Bagg & Co., manufactur- 
ing jewelers, 527 Fifth Ave., against whom 
involuntary bankruptcy proceedings were 
instituted last October, was sold at public 
auction last Monday afternoon by order 
of the court. The sale was held at 58 
Greene St., and among the articles offered 
were platinum mounted jewelry, pearls, loose 
diamonds, sapphires and other precious 
stones. 

L. D. Reynolds, for many years with the 
house of Charles Marx, 170 Broadway, has 
severed his connection with that concern 
to become the president of the Gray-Rindell 
Co., Inc., manufacturers of gold jewelry, 
20-22 Lawrence St., Newark. Mr. Gray 
and Mr. Rindell, both of this concern, died 
last December and the business has been 
run by Harold E. Logan, son-in-law of the 
late Mr. Gray. Mr. Logan will be asso- 
ciated with Mr. Reynolds as treasurer of 
the concern. 

J. M. Berman, who for the past two 
years has taken care of the Pacific Coast 
trade for Schultz-Goldman, Inc., manufac- 
turing jewelers, 71 Nassau St., returned to 
this city last week and in the future will 
look after the firm’s wholesale trade in 
New York, Philadelphia, Baltimore and 
Washington. John D. Adler has joined the 
firm’s force and will represent them on the 
Pacific Coast. B. F. Hirsch, who takes 
care of the middle west trade is visiting 
in the city at the present time, but expects 
to leave shortly on his Spring trip. 

Al. G. Bernard, formerly of A. I. Hall 
& Sons, San Francisco, has started in busi: 
ress on his own account and is now on a 
trip to the east arranging for the lines that 
he will represent on the coast. Mr. Ber- 
nard, who was with the old concern for 20 
years, started in business on April 1 as a 
manufacturer’s agent and will handle only 
lines going to the jobber. He has opened 
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an office at 704 Market St., San Francisco, 
in room 601. He is now visiting New York 
and will make a trip to Providence before 
the end of the week and return to the me- 
tropolis before going home. While in New 
York he is making his headquarters with 
Larter & Son, 21 Maiden Lane. 

Word was received in this city last week 
of the death in Limoges, France, of C. E. 
Haviland, for 50 years head of the famous 
porcelain manufacturing concern of Havi- 
land & Co. Mr. Haviland was a descend- 
ant of Theodore Haviland, an American 
who went to France many years ago and 
established the famous firm of porcelain 
manufacturers bearing his name. Mr. Havi- 
land was buried at Limoges. He was born 
in Broome St., this city in 1838. He left 
four sons. George, the eldest, who has been 
a partner and the active right hand of the 
head of the corporation, now succeeds to 
its control. One of the sons, Guy D. Havi- 
land, married Miss Lillian Alden Cridler 
of Washington, daughter of the former 
Third Assistant. Secretary of State. He 
met her when he came to this country to 
study at St. Paul’s School, Concord, N. H. 

During the past week, the Jewelers’ Co- 
operative Bureau issued a warning to the 
trade against a man who has attempted to 
pass bogus checks on several Fifth Ave. 
jewelers. The usual method of operation 
followed by this man is to walk into a 
jewelry store and after making a selection 
inform the jeweler that he has no cash but 
will pay for his purchase with a check 
if the jeweler will accept. He then pro- 
duces a card stating that he is a Dr. Burke 
and asks the jeweler to call up the bank and 
ascertain his credit. The man then leaves 
a check drawn on the Corn Exchange Na- 
tional Bank. Fortunately, however, the 
jewelers visited have not troubled themselves 
with calling the bank but have telephoned 
to Dr. Burke. In each case before any 
jewelry has been given to the stranger it has 
been found that this man is an impostor. 
For this reason, jewelers are warned to be 
on the lookout for this man. He is de- 
scribed as being about 35 years old, stand- 
ing 5 feet 10 inches tall and weighing 
about 175 pounds. He is of good build, has 
dark brown hair, is neatly dressed and an 
easy talker. 

The jewelry business of F. A. Mason, 
Lehighton, Pa., has been sold to George 
Crystal of Crystal & Sons, 87 Nassau St. 
Mr. Crystal is starting a series of chain 
stores covering Pennsylvania as far west as 
Pittsburgh. These establishments will be 
conducted as high grade installment stores. 
A successful eight days’ sale of the Mason 
stock was held and Mr. Crystal has taken 
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SOLIDARITY: 


Representative Watch Jobbeis 
are Solidarity Jobbers 


SOLIDARITY WATCH CASE CO. 
15 Maiden Lane, New York 


Mr. Retailer: 


Discriminating jewelers have featured Solidarity 


Gold Cases for OVER THIRTY YEARS— 
Could any higher tribute be paid our product? 


(ESTABLISHED OVER 
THIRTY YEARS) 


“The Case That Courts 


Comparison”’ 
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over the balance of the stock and plans to 
add a big stock to the store. 

Lawrence Moss has left for the middle- 
west, representing Joseph H. Meyer Bros., 
170 Broadway. 

Mannie Solomon, formerly with the 
Wiegand Co, Newark, N. J., and now 
treasurer of the Usona Emblem Co., Inc., 
170 Broadway, will leave shortly for the 
middle west where he will call on the job- 
bing trade. Alfred Nathan, who represents 
Henry Baschkopf, manufacturer of diamond 
mountings at 45 Lispenard St., will also 
carry the line of emblems made by the 
Usona Emblem Co. Inc. Mr. Nathan will 
travel west of Chicago. 

The Society of Jewelry Designers will 
hold a meeting on Tuesday evening, 
April 12, at the Swiss Chalet, 230 W. 
39th St., to which all designers in the 
trade are invited. At 7 o’clock an in- 
formal dinner will be served. Informa- 
tion about the society or the coming 
meeting may be obtained from Michael 
E. Soman, 34 W. 112th St. 

Indictments growing out of the horrible 
fire which on Jan. 20, 1920, badly damaged 
the building at 16-18 Maiden Lane, this 
city, and in which six jewelry workers 
lost their lives, were returned by a grand 
jury last Thursday against Robert A. Pow- 
ers, owner of the structure, and William F. 
Doyle, William H. Swartout and Thomas F. 
Lantry, all officials of the fire department. 
The indictments charge manslaughter in the 
first and second degrees, to which charges 
all the defendants have pleaded not guilty. 
On Friday the fire department officials ap- 
peared before Judge Crain, Part V, Court 
of General Sessions and after entering their 
pleas were released under $5,000 bail each. 
It was not until Monday, however, that 
Mr. Powers was brought before the court, 
and he, like his co-defendants, also pleaded 
not guilty and was released in $5,000 bail. 
The defendants are charged in the indict- 
ments with gross negligence in failing to 
provide and enforce the provisions of the 
fire laws relative to passageways and exits. 
It is alleged that there were not only in- 
sufficient exits, but passageways were not of 
the size required by law. Readers of THE 
JEWELERS’ CIRCULAR will recall the horror 
this fire caused and the loss of life that 
resulted. In some unknown manner fire 
started inside of the building and before any 
one could give an alarm the place was in 
flames. Those on the lower floors escaped, 
but six jewelry workers on the upper floors 
were unable to reach the street and per- 
ished, 








New Enterprises. 





S. B. Smith has engaged in the jewelry 
business at Ely, Minn. 

Karl M. Keyes has engaged in the jewelry 
business at Monticello, Ia. 

Al. G. Benard has started as a manufac- 
terer’s agent, selling to the jobbing trade 
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_and has opened offices at 704 Market St., 
San Francisco, room 601. He is now in. 
New York, Newark and Providence ar- 
ranging for the lines he will represent. 

Charles Grupper has started in busi- 
ness at Schenectady, N. Y. 

Niderost & Taber, Inc., is the name ot 
a new concern at 126 Post St., San Fran- 
cisco, Calif. 

Albert Moehling has started in 
jewelry business at Summer, Ia. 

T. J. Tromblay has opened a jewelry 
store at Sault Ste, Marie, Mich. 

Theodore Wolff has opened a watch 
repair business at Porterville, Calif. 

Albert Noehling has started in business 
on his own account at Sumner, Ia. 

The Alloy Ore & Mineral Co. is a new 
concern at 128 Market St., Newark, N. J. 

The Universal Jewelry Mfg. Co. has 
started in business at 280 S. Main St., 
Fall River, Mass. 


the 








HOLD INTERESTING MEETING 





Members of Jewelry Crafts Association 
Gather at Hotel Astor, New York, to 
Elect Directors and Enjoy Dinner 
and Minstrel Show 
Two interesting and enjoyable features 
marked the meeting and dinner of the 
Jewelry Crafts Association held last 
Wednesday evening in the Hotel Astor, 
New York. One was the selection of di- 
rectors, and the other the staging of a min- 
strel show by members of the organization. 
The meeting, preceded by an informal din- 
ner, was one of the best attended gather- 
ings the association has held, 175 members 

being present. 

For 30 minutes before the dinner was 
served in the Belvidere room of the hotel a 
reception, at which members were greeted, 
was held. The following acted as a recep- 
tion committee for the evening: Faul H. 
Oppenheimer, chairman; Walter P. Mc- 
Teigue, Benjamin Dattelbaum, Charles B. 
Byron, Julius Dinhofer and Norman Levy. 

At 7 o’clock the members were despatched 
to their places at the various tables, scat- 
tered about the room, and the dinner was 
started on its way. De Witt A. Davidson, 
president, acted as master of ceremonies, 
and at 8:30 P. M., after an excellent menu 
had been discussed, the business meeting 
was called to order. 

In a few brief remarks, President David- 
son welcomed the members and congratu- 
lated them on such a large attendance. The 
cnly speaker presented was Harry Edward 
Freund, of the National Jewelers’ Publicity 
Association, who spoke briefly on the work 
this organization is doing to further the 
sale of jewelry and to popularize the slogan 
“Gifts That Last.” 

Following Mr. Freund’s address, Presi- 
dent Davidson called for the report of the 
nomination committee, showing the names 
of nominees for the board of directors. This 
report was submitted by F. J. Keller, chair- 
man, and as no other candidates were pro- 
posed the entire slate was elected by one 
ballot cast by the secretary. Those chosen 
include: For three years, Henry Agate, De 
Witt A. Davidson, Walter P. McTeigue, 
Paul H. Oppenheimer, Meyer L. Robbins 
and Robert B. Steele; for two years, 
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Charles B. Byron, Milton L. Ernst, Mor- 
timer L. Foster, Joseph L. Herzog, Frank 
Schaller and David Shiman; for one year, 
Edward O. Belais, Hans Brassler, Thomas 
F. Brogan, Frederick Keim, Albert Shire 
and Henry L. Sperling. 

This concluded the business of the meet- 
ing, and after a short intermission the mem- 
bers were again asked to find seats. For 
a full hour those present enjoyed a minstrel 
show acted by members of the organ-. 
ization, and directed by Frank Schaller, who 
also acted as the interlocutor. George Hahn 
and J. Herbert Flack performed cleverly as 
eid men, and their songs and jokes were 
theroughly enjoyed. The other members 
of the cast included John A. Sommer, Fred- 
erick W. Rauch, Charles C. Rice and 
Jacob Link. During the performance each 
of the latter named men, as well as the in- 
terlocutor, rendered vocal selections. An 
added and enjoyable feature was the pres- 
ence of Miss Mildred Link, the young 
daughter of Jacob Link. She rendered sev- 
eral violin selections and a song in which 
she was joined by the entire cast. The per- 
formance was concluded at 10:30 Pp. M., and 
the committee in charge congratulated on 
the success of the affair. 








American Radium Co. Takes an Appeal 


Since the rendering of a decision 
March 5 by United States District Judge 
Mayer in the litigation on the radium 
watch patent, No. 911,401, the American 
Radium Co.’s counsel has perfected the 
papers in the appeal. The final decree 
of Judge Mayer’s decision was entered 
March 25, and the petition for appeal 
was approved and signed by Judge Mayer 
March 29. The appeal takes issue with 
the conclusions drawn by the lower court 
and 31 assignments of error set forth the 
points in which it is alleged the lower 
court has erred. It is understood that 
the argument in the case on appeal will 
take place before the next session of the 
Circuit Court of Appeals in this circuit. 

It is the intention of the American 
Radium Co. to bring further suits to pro- 
tect its rights under its United States 
patents.. In particular the recent opinion 
makes reference to: “In 1903 Dr. George 
F. Kunz, the inventor of a radium paint, 
Letters Patent 789,912, applied radium 
paint to the hands and dials of his watch” 
and the American Radium Co. calls at- 
tention to the fact that it owns this 
patent of Dr. Kunz. The officers con- 
sider that this patent is infringed by 
watch and clock makers and importers 
using radio luminous material on time- 
pieces. 








The annual meeting of the Karpeles Co., 
maker of the world’s fine pearls, was held 
in Providence, R. I., on April 1, and the fol- 
lowing officers were elected for the ensuing 
year: Maurice J. Karpeles, president ; Hiram 
A. Long, first vice-president; Herman L. 
Karpeles, second vice-president; Arthur 
Henius, treasurer; F. MHenius, assistant 
treasurer, and A. M. Brogan, secretary. M. 
J. Karpeles will sail for France on April 7 
for the purpose, as heretofore, of giving his 
personal supervision to the production of La 
Tausca pearls. 
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CAUTION! 


We have brought suit in the United States Court 
against another company for infringement of copy- 
right of our book “TRADE-MARKS OF THE 
JEWELRY AND KINDRED TRADES,” various 
editions of which have been published by us for 
over a quarter of a century, charging the defendant 
with piracy of copyrighted matter from our work. 
The case is now being heard before former Judge 
EK. Henry Lacombe as special master to whom it 
has been referred by the court. 


We hereby notify the trade that we shall adopt 
every lawful means to protect our rights and that 
any attempt by anyone to publish, sell, loan or give 
away any publication infringing upon our copyright 
will be vigorously prosecuted and we shall take such 
action as may be necessary to prevent the distri- 
bution of any infringing book. 


The Jewelers’ Circular Pub. Co. 
11 John Street New York 
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A patent “has been issued to C. H. Jen- 
kins, of Bellville, for a watchman’s clock. 
Alloy Ore & Mineral Co. is the trade 
name which has been filed for the alloys 
and ore specialties business conducted at 
128 Market St., Newark, by Irving N. 

Schafman, 212 Elizabeth Ave. 

Harmony in business relations was urged 
on members of the Newark Advertising 
Men’s Club by C, A. Waterman of the In- 
ternational Business Science Society at a 
recent meeting of the club in the Down 
Town Club. 

Harry B. Rogers is visiting the trade in 
the middle west in the interest of Kohn & 
Co. manufacturing jewelers at Camp and 
Orchard Sts. Louis K. Pond has returned 
from an extensive trip through the south 
for the same concern. 

Frank P. Somes and Ralph M. Hoxsie 
are leaving this week to visit the whole- 
sale trade in the interest of the Crescent 
Ring Co., Inc., of 109 Oliver St. Mr. 
Somes will cover the eastern territory 
while Mr. Hoxsie will call on the trade in 
the middle west. 

Sometime during the night someone threw 
a stone through the window of the jewelry 
store at Arthur Hoey at 706 N. 4th St., 
East Newark and stole $40 worth of jewel- 
ry. The stone was found in the window 
the next morning. Only a small amount of 
inexpensive jewelry was left in the window. 

On June 30 C. M. Neiss & Co., manu- 
facturing jewelers, will move from 354 
Mulberry St., to new and better equipped 
quarters at 27914 Mulberry St. C. M. 
Neiss, head of the firm, sailed for Europe 
last Saturday on the Lapland and expects 
to be gone for about 11 weeks. While 
abroad he will visit the diamond and col- 
ored stone markets. 

At the meeting of the New Jersey Retail 
Jewelers’ Association held last week at Di 
Jiannes, 17 Central Ave., plans for the 
coming State convention at Asbury Park 
were informally discussed. The Coleman 
House, which has been the headquarters for 
a number of years, will be the convention 
headquarters again this year. The con- 
vention will be held June 5 and 6. 

A show window was recently broken into 
by thieves at the store of Max Weintraub, 
retail jeweler at 200 Market St., and jewel- 
ty valued by Weintraub at $685 stolen. 
The jewelry taken consisted of 20 gold 
scarf pins, 18 watch charms, a dozen gold 
filled watches and a tray of fountain pens. 
The broken window was discovered early 
the next morning by’ the proprietor of a 
cigar store next door. He telephoned to 
Mr. Weintraub. Weintraub and a number 
of other proprietors in the neighborhood 
hire a watchman to protect their property, 
but he did not detect the break. 

A feature of the dinner and “Get-To- 
gether Smoker” at the monthly meeting of 
the Newark Association of Credit Men at 
Achtel-Stetter’s was a demonstration of 
character reading based on personal ap- 
pearance and facial aspects. The demon- 
stration was given by William J. Kirby, of 
New York, who outlined methods of char- 


THE JEWELERS’ 





acter analysis in use in modern business 
with particular reference to the credit field. 
A delegation from the Newark association 
will go to Allentown, Pa., this week to 
attend a conference of the national associa- 
tion on Wednesday and Thursday. 

Owing to the death last December of 
Charles B. Gray and John G. Rindell, of 
the Gray-Rindell Co., makers of gold 
jewelry, 20-22 Lawrence St., there has been 
a reorganization of the concern, which since 
the death of the partners has been in charge 
of Harold D. Logan, son-in-law of the late 
Mr. Gray. Mr. Logan will now have as- 
sociated with him in the business, L. D. 
Reynolds, formerly of the house of Charles 
Marx of New York and widely known in 
the jewelry trade and for many years presi- 
dent of the Southern Jewelry Travelers’ 
Association. In the reorganization Mr. 
Reynolds will become president of the new 
concern and Mr, Logan treasurer, Mr. Rey- 
nolds looking after the selling end of the 
business and Mr. Logan will have charge 
of the office in the future as in the past. 
Mr. Reynolds expects to soon call on his 
many friends in the trade in connection with 
his new concern. 
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W. H. Jones, who has been 





operating a 
watch repair shop, has been added to the 
force of the Lincoln Watch & Jewelry Co., 
on Market St. 


Joe Jacobstein, Versailles, Ky., who 
makes about a trip a year to Louisville, was 
in a few days ago, and called on some of 
the local jobbers. 

Saul Rodde, who for several years has 
been a traveling optician, has established 
an optical department in the department 
store of Ben Snyder, 522-528 W. Market 
St. 

L. W. Lewis, of the material department 
of the Elgin National Watch Co., Elgin, 
Ill., known as the Elgin Missionary, was in 
Louisville for a few days, in connection 
with work for the local jewelers. 

R. L. Downs, who has been in business 
at Loretto, Ky., has moved to Lebanon, 
Ky. Mrs. C. R, Marks who has been 
operating an optical establishment at 
Springfield, Ky., has moved to Harlan, Ky., 
in the coal fields, where there is a greater 
opportunity in sight. 

The Studebaker Corporation at South 
Bend, Ind., which controls several lines of 
industry, recently sold its first and original 
line, in selling its wagon business to the 
Kentucky Wagon Mfg. Co., Louisville, Ky., 
and is now devoting more and more time 
to its automobile production end. 

L. E. Vest, formerly of Lagrange, Ky., 
was in Louisville a few days ago, on his 
way to Lagrange, where he is considering 
erection of a building and re-establishment 
of a jewelry store at that point. Mr. Vest 
moved from that city to Greenwood, Ind., 
a short time ago and wants to come back 
to Lagrange. 

Just how much good the merchants ex- 
hibit and style show which started April 1, 
will do for the Louisville merchants is 
problematical just now, but attendances at 
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the first showings were much larger than 
anticipated, and indications are that the 
nine days’ of exhibits of styles and mer- 
chandise will be successful. Lemon & Son, 
William Kendrick’s Sons, The Gem and a 
number of the department stores and optical 
shops are among the exhibitors. Some of 
the jewelers will supply jewels worn by 
models in some of the exhibits of styles by 
live models, and also have booths in which 
exhibits are being made. 











Walter Bonn, of the M, Bonn Co., who 
has been to Cuba on a visit and also so- 
journing in the south, has returned home, 

Mr, and Mrs. Emanuel Grafner, Grafner 
Bros., are leaving this week for French 
Lick Springs, to spend several weeks vaca- 
tion. 

W. H. Hofmann, of Heeren Bros. & Co., 
has returned from a delightful trip to Hot 
Springs, having been accompanied by Mrs. 
Hofmann. 

P. C. Gillespie, Gillespie Bros., is sailing 
next week for Europe on an art and 
diamond buying trip and expects to bring 
back some very rare treasures to this side 
of the Atlantic. 

The Pittsburgh Association of Credit 
Men sent a large delegation of members to 
the Pennsylvania-New Jersey credit confer- 
ence, which convened yesterday in Allen- 
town, Pa., to discuss various credit prob- 
lems confronting the business men of the 
nation. 

The ‘annual dinner of the Jewelers’ 24- 
Karat Club of Pittsburgh was held last 
night in the William Penn Hotel, but on 
account of THE JEWELERS’ CircuLaR having 
gone to press, the full account of the affair 
will not appear until next week’s issue. 
The club entertained G. H. Niemeyer, pres- 
ident of the Jewelers’ 24-Karat Club of 
New York city, as well as A. L. Brown, 
treasurer of the Jewelers’ Vigilance Com- 
mittee. The speakers were Harry C. Larter 
of New York, chairman of the Jewelers’ 
Vigilance Committee; Bartley J. Doyle, 
president of the Jewelers’ 24-Karat Club of 
Philadelphia; Attorney James Francis 
Burke, counsel for the Chamber of Com- 
merce, and Dr. W. J. Holland, director of 
the Carnegie Museum, who knows much of 
art and antiques, as he has quite a collection 
in his institution. The event was the big- 
gest thing ever given here by the jewelers, 
because of the scope it took, including not 
only jewelers in Western Pennsylvania, but 
Eastern Ohio, West Virginia and Maryland, 
and particularly those who had contributed 
so much to the war campaign work of the 
jewelers’ organization in the matter of pro- 
tecting their interests. None were over- 
looked in this affair. “Billy” Jones, of the 
W. J. Johnston Co., next to Sam F. Sipe, 
president of the Jewelers’ 24-Karat Club, 
has been cne of the busiest men in Pitts- 
burgh in helping to make the club banquet a 
success. 








An involuntary petition in bankruptcy has 
been filed against Furstenfeld Jewelry Mfg. 
Co. 


St. Louis, Mo. 
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To Jewelers Who Use 
Imitation Watch Materials 


What would you think of a jobber who sent 
you imitation watch oil? 


What would you think of a druggist who filled 
a prescription for you with imitation 
materials? 


What would you think of a painter who mixed 
his paints with imitation white lead? 


What would you think of a man who tried to 
use counterfeit money in his payments to you? 


You'd avoid these people, wouldn't you? 


What, then, do you suppose your customers 
would do if they even suspected that you used 
imitation materials in the repairing of their 
watches? 


Why run such a risk? It doesn’t pay. Your 
competitor may advertise at any time that he 
uses genuine materials only. See where that 
would put you? Better use the genuine 
materials altogether and be on the safe side. 


A new net price list of the genuine Illinois 
materials will be mailed upon request. 


ILLINOIS WATCH COMPANY 


SPRINGFIELD 
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Chicago Notes. 





F. C. Emerson, representing the Eisen- 
stadt Mfg. Co., is spending two or three 
weeks, visiting among the dealers of Illinois. 

F. Mattes, identified with Leonard 
Krower, jobbers of New Orleans, was in 
the city last week calling on the trade 
here. : 

Charles M. Slemmons, of the Norris, 
Alister-Ball Co., embarked upon a 10-days’ 
business trip through Wisconsin, early this 
week, ; 

J. C. Manheimer, accompanied by his 
wife, is now in New York. They will stop 
there a few days and will later go to At- 
lantic City. 

Louis A. Eppenstein, of the Illinois 
Watch Case Co., has returned to the city 
after terminating a two-months’ stop in 
New York city. 

Ben Titleman is leaving the city on a 
business trip. He will call on the trade in 
Cleveland, Detroit, Pittsburgh, Cincinnati, 
and Indianapolis. 

F. A. Haller, of the Ostby & Barton Co.’s 
Chicago office, left the city this week on a 
southern trip. He will be back at the Chi- 
cago office again some time late in April or 
early May. 

Sam. L. Adelsdorf, Jr., of Goldsmith 
Bros. Smelting & Refining Co., is again 
back at his desk feeling very much better. 
Mr. Adelsdorf was confined to his home 
for several days. 

Phil Sheridan, associated with the manu- 
facturing and wholesale jewelry firm of 
Phil Sheridan & Co., Wichita, Kans., ar- 
rived in the city last week and spent a 
few days here on a business trip. 

A piece of lead pipe was used by bandits 
last week to break through a jewelry store 
window in the loop. The Morrison Jewelers 
Inc., 81 W. Madison St., were the victims. 
The value of jewelry stolen was reported 
to be close to $5,000. 

O. M. Artes and W. M. Jackson have 
both returned to the city after terminating 
recent trips for the Keystone Watch Case 
Co. W. F. Drexmit, general sales manager 
for the Keystone Watch Case Co., spent last 
week on a business trip in Cincinnati. 

Mystery surrounded the sudden disap- 
pearance from his home, of Gilbert Easton, 
nine-year-old son of Everett Easton, man- 
ager of the Newman Clock Co. He is said 
to have only taken a few pieces of clothing 
with him. A search has been instituted. 


Louis Manheimer is back in the city 
again. Mr. Manheimer has just returned 


from a trip to visiting Palm Beach, and. 












a a 
L., WD 


2) 
- Pa ~ sr 
h At RS Se — 


YT eee 


ie 


ayy) 
yy) 


VV}}} } 1} 
\ 


NY 
WW 





| 








\ 


-_ 





















April 6, 1921 





TD 
1 


if)! 
(||), 











Miami, Fla., and also a visit to New York 
on the way back to the “Windy City.” He 
was accompanied on the trip by his family. 

William J. Vossel has been appointed to 
represent the jewelers in a drive for a Near 
East Relief Fund here. Fourteen trade 
chairmen were appointed last week at a 
Juncheon and active work to raise $200,000, 
which is the trade division quota of Chi- 
cago’s $600,000, was begun. 

J. F. Bulger, Geo. Aibrogast and P. Mc- 
Govern have recently been added to the 
sales staff of Jones & Baumrucker, at the 
Chicago store. The partners will next week 
visit their store at Joliet where they will 
make a check of their stock for the fiscal 
year. They expect to make a few changes 
in fittings at the Joliet store. 

Joe Ritter, erstwhile artist, and diamond 
salesman by trade, has put the last daub of 
paint on his picture “The Three Vaga- 
bonds.” The work was completed last week 
and after setting it to one side he imme- 
diately commenced work on a life-sized bust 
of “Rud” Noel, which now sets on Mr. 
Ritter’s desk, with just one cheek and an 
outline of the features completed. 

The business of the well known house of 
Holsman Co. has been incorporated. This 
new company with Clarence B. Houston, 
L. M. Levy, and Hyman Holsman, as in- 
corporators, was granted a charter at 
Springfield, March 29. The corporation is 
capitalized at $250,000. It will remain at 
210 W. Madison St. doing a general manu- 
facturing and wholesale trade. 

Michael Tauber & Co., auctioneers, sold 
out the stock of the firm of Bourieu & 
Devine, 106 N. Oak Park Ave., Oak Park, 
Ill, March 31. The entire stock and fix- 
tures were sold at auction. The total 
amount realized was reported to be $1,946, 
this being subject to auctioneers’ charges. 
chattel mortgage claim on the fixtures, and 
the expenses in connection with the release 
of a levy on the judgment. 

E. B. Voynow, diamond broker, Colum- 
bus Memorial building, met a competitor 
last week who “rehashed the panics of 
1903 and 1907.” Mr. Voynow couldn’t see 
what those specific years had to do with 
present times, and in fact had figures in his 
books to prove that he’s doing just about 
as good business now as he did last year. 
“Business is good,” he said, “and you’re 
wrong when you talk panics. I did as well 
this March as I did last year, and expect to 
do better in April.” 

M. J. Yunn, representing Adolphe Schwob 
Co., and working out of the Chicago office 
of the company, has just started out on a 


,two or three weeks’ business trip visiting 
the trade in the central west. W. F. Fulton, 
the west coast representative of the Schwob 
house, who has his office in San Francisco, 
spent a day in the city last week, making 
headquarters with J. W. Tice of the Chicago 
office while here. Mr. Fulton is on his way 
home, having just terminated an eastern 
trip. While here last week he spent most 
of his time going through “jewelry town” 
and visiting some of his old friends, 

Chicago jewelers, and especially those 
which have been victimized in connection 
with recent jewelry store robberies, are 
taking much interest in the protest which 
Chief of Police Fitzmorris made last week 
against the present parole system. The 
chief's demand that convicted criminals be 
kept in prison to serve their terms, and 
that the parole and probation laws be 
changed, met with the approval of the 
mayor. The present system of paroling 
prisoners permits of a criminal getting out 
of jail on good behavior. The police here 
have become almost disgusted with the fact 
they arrest a man for a crime and before 
very long find him in the city again pur- 
suing his felonious habits. 

Creditors of the defunct firm of the Fer- 
ris-Stanley Co., of this city, were yesterday 
sent checks covering the “first and final” 
dividend of 20 per cent cash payment. Dis- 
tribution of the dividend was made by Louis 
Goldman, trustee of the estate. In addition 
to the cash checks each creditor was sub- 
mitted two notes of two and one-half per 
cent, signed by Thomas R. Ferris, falling 
due September, 1921 and March 1922. The 
creditors were simultaneously advised that 
there would be no further dividends and 
they should close their records. The 
20 per cent cash settlement in addition 
to the two notes for two per cent, is said 
to have been the best obtainable under the 
circumstances and it is pointed out that the 
gross liabilities have increased making the 
present total in excess of $24,000. 

H. Horwitz, wholesale jeweler, who has 
for the past five years been located in the 
Mallers building, is about to move back to 
the Masonic Temple, 159 N. State St. 
where he will occupy rooms 407-8. Mr. 
Horwitz made his entry into the jewelry in- 
dustry in the vaults of the building he is 
moving into, 10 years ago, where he had 
desk space. Since then he has built his 
business larger and larger having been lo- 
cated in several of the jewelry centers of 
the city. Mr. Horwitz will be installed in 
his new quarters by the first of May. The 
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vo, of course, not; but that’s exactly 
what you are doing, only in a different 
way. 


Your old stock, your out-of-date 
Jewelry, Silverware, etc., is burning 
itself up every day in accumulated 
interest on your investment. 


Get Your Money Out 
of It and Re-invest It 


Jin New Salable Stock 


of Jewelry, etc. 


: mount of precious metals and we can 
use all jj ood time to dispose of your 


Old Gol¢ illed Cases Bench Sweepings 
Old Silvs illed Frames Floor Sweepings 
' Gold Fi Plated Goods Lathe Polishings 


a Profit! 


output of our smelter into specialties 
1 Trade and make our profit from 
hich enables us to 


Pay y Highest Market Prices 
pur Check by Return Mail. 


. to your careful estimate we will 
intact, express charges prepaid. 


ings in from 5 to 10 Days. 


J. Dee & Co. 


i, Foremost Gold, Silver and Platinum Refiners”’ 
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new address will accommodate him with a 
100 per cent increase in floor space, and 
will enable him to add greatly to a display 
of the lines he handles. 4 Mr. Horwitz re- 
cently organized the Quality Emblem 
Mfg. Co.” of which he is the head. 
Al. G. Benard, San Francisco, Calif., 
spent a few days here on his way east. 
The body of Private Raymond Haga- 
mann, son of Bernard J. Hagamann, 
arrived in Chicago Thursday, March 31. 
Private Hagamann belonged to” Com- 
pany F, 120th Infantry, and was killed in 
action at Villiers Breteneaux, July 28, 
1918. Funeral was from the home of his 
parents, 5519 Princeton Ave., on Satur- 
day, April 2, with solemn requiem high 
mass at St. Anne’s Church, thence to 
Calvary Cemetery with military honors. 
Among the out of town visitors to the 
trade here recently were noted: J. W. Van 
Doren, Minonk, Ill.; J. F. Murdock, Bed- 
ford, Pa.; R. E. Chappel, Niles, Mich.; J. 
B. Johnson, Villa Grove, Ill.; E. A. Knauf, 
manager of the Clauer Co., Niles, Mich.; 
C. W. Lockhart, Mellen, Wis.; G. M. 
Churchill, New Orleans, La.; F. E. Kehl, 
Connersville, Ind.; R. I. Stark, Pueblo, 
Colo.; J. Joseph, Des Moines, Ia.; J. W. 
Hood, Akron, Ohio; C. L. White, Ports- 
mouth, Ohio. 


San Diego, Cal. 











C. Martindale, who was employed as 
a watchmaker at the Jessop store for a 
a number of years but who has been 
more recently with Brock & Co. in Los 
Angeles, was seriously injured in an 
automobile collision a short time ago. 

Armand Jessop, of J. Jessop & Sons, 
has been making a trip through the Im- 
perial Valley. He is making his plans 
for an extended trip to Europe in May, 
intending to be gone from four to six 
months. Richard Jessop, of the same 
firm, will be among the southern Cali- 
fornia jewelers to attend the coming con- 
vention of the Pacific Coast Jewelers’ 
Association, which is to be held in San 
Francisco. 

F. M. Taylor, for many years a lead- 
ing optician in Chicago, but who had 
lived in Pasadena, Cal., since his retire- 
ment from business, died in the latter 
city on March 18. He was born in Mas- 
sachusetts 68 years ago. He was active 
in the First Congregational Church and 
the Century Club of Pasadena, and dur- 
ing the war was clerk of one of the draft 
boards. His widow, a sister and two 
brothers survive. 

As a police detective sergeant was on 
his way home early one morning recently 
he heard the smash of a plate glass 
window and, hurrying to the scene, he 
found that a window in the small jewelry 
store of Louis Bargin on 4th St., between 
E and F, had been broken and some 
cheap jewelry had been scooped up and 
carried away. He gave chase and fol- 
lowed four men to a hotel, where, with 
the assistance of other officers who were 
summoned, they were taken into custody. 
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TRADE CONDITIONS 


Post-Easter business in Kansas City is proving 
that trade was only waiting for the end of Lent, 
for marked improvement. There have been many 
large weddings, and sccial events have been numer- 
ous. <An interesting feature of social activtities 
this Spring has been the large number of parties 
for children. Jewelers as well as specialty shops 
catering to children have remarked the greater at- 
tention which is being given to youngsters up to 
14 years old. While there is a tendency to “hold 
down” the girls above 14 years of age, the inclina- 
tion seems to be to provide more attractive items 
for the younger ones. 





J. C. Barker and Fred Grover, retail 
jewelers of Kansas City, will move into 
new locations about May 1. 

Morris Wasserman, a jeweler at Tulsa, 
Okla., was in Kansas City, recently. Mr. 
Wasserman will open a new store at Tulsa, 
about April 1. 

E. R. Kennedy, of La Crosse, Kan., has 
sold out his jewelry store in La Crosse and 
is taking a vacation at Excelsior Springs, 
Mo. Mr. Kennedy is a well-known jeweler 
in this territory. 

Dave Michalson, platinum worker and dia- 
mond setter, has returned to the Meyer 
Jewelry Co., after having spent several 
years in Cincinnati, O. T. T. Jones, of the 
material department of the concern, has re- 
turned from a few days’ visit with his 
parents in Omaha. 

The Edwards-Ludwig-Fuller Jewelry Co. 
published a new Elf, the house organ, 
March 1. This small monthly magazine is 
for the retail jewelers in this territory. 
The Elf will direct its efforts entirely to the 
development of a closer business co-opera- 
tion between the retailers and wholesalers. 

The Kansas City Clock & Silverware Co., 
has added a new display room in which 
silverware will be shown, This is the only 
company in the city that has individual dis- 
play rooms and this last one was arranged 
for the June wedding season. Many other 
companies make use of this display by send- 
ing their customers to see it or by buying 
for them, 

W. R. Thorp, who for the past 15 years 
has been with the Cady & Olmstead Jewelry 
Co., of Kansas City, and who was manager 
there for the last year, has bought the op- 
tical and jewelry store formerly owned by 
S. H. Robinson at 10th and Main Sts, Mr. 
Thorp will add some new equipment this 
Fall and will also handle platinum and gold 
mountings. 

Among the out-of-town visitors in Kan- 
sas City on business of late were H. V. 
Lord, Danburry, Nebr.; M. A. Lewis, Bon- 
ner Springs, Kans.; Harry Kimber, Excel- 
sior Springs; W. G. Myerly, Rich Hill; 
J. R. Delaplain, Herington, Kans.; Mr. and 
Mrs. W. F. Czeskleba, Hill City, Kans.; 
J. F. Murphy, Colgate, Okla.; George H. 
Doharty, Stanberry; C. L. Frost, Odessa; 
Charles Frodsham, Savannah; Frank Reed, 
Milan; Arthur Marks, Lawrence, Kans.; 
Mr. and Mrs. A. M. Sidwell, Liberal; Mr. 
and Mrs. John Wortman, Leavenworth, 
Kans,; Harry Lander, Lawrence, Kans, A. 
J. Becker, Duncan, Okla.; A. E. Jaquet, 
Falls City, Nebr.; J. J. Recht, Norton, 
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Kans.; A. G. Madison, Ottawa, Kans.; Mrs. 
J. H. Whiteside, Liberty; Mr. and Mrs. A. 
M. Sidwell, Liberal; Walter . Sperling, 
Seneca, Kans.; M. A. Lewis, Booner 
Springs, Kans.; Fred Lambert, Albia, Ia.; 
C. E. Bagshaw, Belton; C. L. Frost, Odessa; 
Arthur Marks, Lawrence. Kans.; Mrs. 
George Howe, Duncan, Okla.; E. H. Mc- 
Clintock, Garden City, Kans.; W. B. 
Wheeler, Lakin, Kans. 











The Jackson Jewelry & Optical Co. has 
been incorporated with a capital of $25,000. 
The incorporators are J. P. Jackson, C. 
Hayworth, H. J. Parkison and T. W. Per- 
kins. 

H. L. Highsmith, a retailer of Bicknell, 
which is in the heart of the coal producing 
district of Indiana, was in Indianapolis re- 
cently. He says the poor demand for 
bituminous coal has thrown thousands of 
miners out of work in his district and the 
result is being felt in the jewelry 
business. 

With freight rates almost beyond the 
reach of the average distributor, the In- 
dianapolis wholesale jewelers are shipping 
much of their goods by traction freight. 
The rates are considerably lower and the 
officials of jewelry companies say it is much 
more prompt than the railroads, especially 
for the short haul. 

J. F. Kiser, a-retailer of Muncie, Ind., 
who was in Indianapolis recently, is more 
optimistic concerning conditions than he has 
been during previous visits here. He says 
the fact that the General Motors plant in 
Muncie is putting its men back to work is 
giving encouragement to all lines of indus- 
trial activity there and is making more 
business with each week. 


Harold E. Hayward, Chicago, represent- © 


ing General Time Inspector W. C. Ball, was 
in Terre Haute recently and announced that 
“Tick Tock” Tucker had been appointed by 
them as local inspector of the Chicago, 


Terre Haute & Southeastern, the C. & E. ° 


I.. the E. & I., the Big Four and I. C., time 
service. Mr. Tucker is located at 814 
Wabash Ave., having now occupied the 
same room for 15 years, and has always had 
the reputation of carrying the best grades of 
watches, diamonds and jewelry. This ap- 
pointment is considered by him as quite an 
asset to his business. 

Charles Davis, 903 Cornelia Ave., Chi- 
cago, a salesman for a New York jewelry 
firm, was found in an unconscious condi- 
tion early March 25 in his room in the De 
Armond hotel at Greensburg, Ind. Physi- 
cians, who were called, said he was suf- 
fering from uremic poisoning and was in 
a serious condition. His wife and daughter 
were called from Chicago and arrived 
March 26. Mr, Davis was last seen about 
the hotel when he called at the office for 
stationery, March 24. Hotel attaches be- 
came alarmed when not able to get in com- 
munication with his room March 25 and an 
investigation was made. - It is believed he 
was stricken some time March 24 and was 
unable to call for help. 
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At | t! Soft ates pre! - = te, ] 10 
the dressy style of any stiff collar. ; 
st. Bobbie’s Invisible LINK does what \ ; ear y 0 (o) 
* 


all other cords, pins, links and buttons fail to do. Eliminates 
all buttons that constantly come off in washing and hides out 
of sight under the necktie knot. 

It is the first and only practical link ever designed for soft 
collars—a pair of hooks, linked together, to clutch the 
lapels on their under side and hold them firmly without 
creasing or crumpling the collar and without pushing the tie 
out of place. 

Our Newspaper ADVERTISING in your own local papers 
sells them. All you need is a display rack containing one 
dozen sets of Bobbie’s Invisible Links on your counter. A 
new display rack with every dozen free to you. 

Jewelers sell them for gifts. Haberdashers multiply their soft collar 


sales by featuring Bobbie’s LINKS. Sold only in sets of 3 sizes (or 
lengths) to fit soft collars of every style and model. 


THREE LINKS TO A SET Gold Plate retails for 50c. per set. 
Cost to -you, per dozen sets $3.50. 
Your profit per dozen $2.50. 
Sterling Silver retails for $1.00 per set. 
Cost to you, per dozen sets $6.00. Your 
profit per dozen $6.00. 
Mail your order direct to us to be shipped 


through your jobber. £-™— "A i For Sort CoLiars 
Bobbie’s Invisible Link Co. : 
614 S. Dearborn St. CHICAGO 
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Findings for Jewelers SIMSON BROTHERS — 1% Canal st. New York 

















NOTICE 


14 KARAT 


Wedding Rings at $.85 per Dwt. 
Signet Rings at $1.00 per Dwt. 
Carved Signet Rings (extra) $.15 per 


Dwt. 
Write for Sample selection Now! 


COMPLETE LINE OF MOUNTED AND UNMOUNTED 
JEWELRY; CHAINS, BRACELETS AND WATCHES 


HENRY DAVIDSON 


51 MAIDEN LANE NEW YORK 












































i J. ROGERS SILVER CO., 


MANUFACTURERS 


Silver Plated Hollowware 
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L. L. Alsted, of the Alsted-Kasten. Co., 


123 Wisconsin St. was a recent visitor in 
New York while on a buying trip to eastern 
—" Schwartz, Plymouth, Wis., for- 
merly engaged in business at Milwaukee, 
called on the trade and other friends‘in this 
during the last week. 


it , 
ryewelers at Appleton, Wis., have been 
successful in their effort to maintain unt- 


form and correct time on their store and 
street clocks, by which the citizens may 

uided. 
“— interesting display is being shown 
in the windows of the Bunde & Upmeyer 
Co., 101 Grand Ave., of the medals fur- 
nished by this firm to be awarded at the 
waltz contest arranged at the Auditorium 
especially for retail sales clerks of local 
stores. Due to the wide popularity of 
the contest, the window is being visited 
daily by hundreds of interested persons. 

Plans for rebuilding the store of O. 
M. Nelson & Son, jewelers at 112.5. 
Main St., Madison, Wis., are being pre- 
pared. The construction will provide a 
modern copper front, tile entrance, large 
plate glass display window and general 
interior remodeling which will afford the 
firm a handsome appearing store as well 
as the latest in display and sales facilities. 

Reorganization has been effected in 
the retail jewelry business operated until 
now as Weber, Brooker & Weber, at 
Lancaster, Wis. By the change Walter 
Weber has severed his connection with 
the firm and will continue in the jewelry 
business on his own account. Lloyd 
Brooker and Albert Weber, of Fenni- 
more, have joined forces in a new firm 
and will also remain in business. 

Richard Seidel, well known Grand Ave. 
jeweler of Milwaukee, was one of 30 jurors 
subpoenaed for the Federal grand jury 
which will investigate illicit sales of liquor, 
drugs and other violations of Federal laws 
in the eastern district of Wisconsin. Due 
to valid excuses, 15 of the 30 men were 
excused from service. Mr. Seidel was one 
of that number. As less than the required 
number remained a new panel had to be 
drawn. 

Ernest Lindroth, a young man from Mari- 
nette, Wis., who was held by the police of 
Oconto, Wis., in connection with the recent 
burglary of the jewelry store of John W. 
Runkel, Main St., early in March, has been 
released after an investigation. A loss of 
approximately $500 was sustained by Mr. 
Runkel, After attempting to enter a num- 
ber of other places, the burglars made their 
escape in a stolen car which was later® re- 
covered with a piece of jewelry in it. Sus- 
Picion pointed to several Marinette youths, 
but scant clues have made it difficult to 
make progress in arresting the guilty par- 
ties. 


Members of the Upper Third Street. 


Commercial Association, composed of 


jewelers and other retailers of that busi-. 


ness section of Milwattkee, are ctonduct- 
ing a series of business information eve- 
nings. Other features tg help make 
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Tuesday the greatest value day on upper 
3rd St., are in preparation. A six months’ 
selling campaign will be under way after 
April 5. As a means of producing bet- 
ter co-operation in trade relations, the 
offering of greater values was urged ata 
recent meeting. Greater co-operation 
between employer and employe in retail 
establishments was urged as a means of 
giving maximum service to customers. 

News has reached local jewelers of the 
death of Olaf H. Olson, jeweler at Janes- 
ville, Wis., for a number of years a mem- 
ber of the Olin & Olson jewelry firm in 
that city, but recently operating a store 
in the Corn Exchange building. Mr. Ol- 
son had not been in the best of health for 
a period of almost two years. He was a 
native of Sweden, born in Malma, June 4, 
1870, and coming to America when a boy 
of six years. Spending his early life at 
De Kalb, Ill., Mr. Olson moved to Janes- 
ville 14 years ago. His widow and one 
daughter, Edna, survive him in addition 
to several sisters and brothers. He was 
a member of the Janesville Masonic 
lodge. 

Roy Little, convicted and sentenced to 
25 years for participating in robbery of the 
jewelry store of W. H. Schwanke, 222 W. 
Water St., two years ago, has been re- 
turned to the Wisconsin State prison hos- 
pital at Mendota from which he escaped 
recently. Littie is a crippled overseas vet- 
eran and when caught in Chicago attempt- 
ed suicide by opening the veins in the wrist 
of a shell shock paralyzed arm in a cell 
at Chicago when he believed his wife had 
betrayed his escape. Little gained the repu- 
tation at St. Mihiel and Toul of being a 
“game guy.” His petition for pardon was to 
have been heard in April, it is said. After 
his attempt at suicide little hope was held 
for his recovery, but he recovered and has 
been taken back to prison to serve the re- 
mainder of his sentence. 

Wisconsin jewelers boast of one of their 
number who is not only a leading business 
man of his city and active in the State as- 
sociation activities, but has gained more 
than State-wide prominence in politics. An- 
tone Kuckuk, jeweler at Shawano, has 
served since 1916 in the State Senate and 
is a Republican leader. Last Fall he was 
elected a presidential elector for Wiscon- 
sin. During the present session of the 
Legislature he is a Republican leader. Mr. 
Kuckuk was engaged in business at Sha- 
wano for 33 years. During recent years he 
has. become interested in business enter- 
prises and banking interests in several Wis- 
consin cities, serving as official and director 
in each. He is still active in the jewelry 
business, prominent in the State jewelers’ 
association and a registered optometrist. 

Employes and associates of Fred J. Thele- 
man, manufacturing jeweler, 133 2nd St., 
were the guests of the owner at a ban- 
quet and bowling party at the Eagle’s Club 
on Wednesday night. To say the party was 
a success is putting it mildly, as the guests 
are still talking about the wonderful time. 
One of the features was the bowling con- 
test in which some of the “old timers” met 
‘their Waterloo and were humiliated in de- 
feat by the ladies. The biggest contest was 
one between Miss Sophie Leszynski and 
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Herbert Fielding, in which the young lady 
vanquished the well known engraver by 20 
pins. The guests of Mr. Theleman in- 
cluded Arthur Manthey, watchmaker, ana 
Herbert Fielding, engraver, located in the 
Theleman establishment; Miss Sophie Les- 
zynski and Miss Amelia Bacgalupe, Robert 
Waldeck, Robert Olson, Walter Seidel and 
Edward Costello. 

Jewelry travelers of Wisconsin as well 
as outside States are interested in a bill 
introduced in the Wisconsin legislature, 
affecting hotel rates. The bill provides 
that hotels must show a chart in the lobby, 
giving the price and room number of every 
room in the house, for single individuals. 
This of course has no reference to the 
state of single or wedded bliss, being entirely 
with reference to rates. However, the bill 
provides that the rate must not be changed 
until notice of the change has been posted 
for 10 days, so that rates cannot go up 
suddenly when there is a rush, as has been 
the case in some hotels during the past 
few years. Another feature of the bill is 
to the effect that when two persons occupy 
the same room, in the same bed, the addi- 
tional individual shall not be charged more 
than one-half the individual price of the 
room, as also in case where cots are put 
into a room for increased capacity. 

Delegations of jewelers from Milwaukee 
and other Wisconsin cities attended the 
hearing before the legislative committee at 
Madison, Wis., when the several tax meas- 
ures which will affect retail business, if 
passed, came up for argument last week. 
John Stouthamer and Henry Stecher, presi- 
dent and treasurer, respectively, of the Wis- 
consin Retail Jewelers’ Association, attended 
the morning session when the Hanson Bill 
which would eliminate the State income 
tax offset on the personal property tax was 
killed for this session. Edward Motl, Wil- 
liam H. Upmeyer, Gustave G. E. Kucchle, 
of Milwaukee; John Regner of Kenosha, 
John Hess of Fond du Lac, Messrs, Nelson 
and Anderson of Madison, and a number 
of jewelers from other cities attended the 
hearing on the Severson Bill for a surtax 
involving $6,000,000 and repeal of the State 
income tax offset; an amendment increasing 
the total to $16,000,000, and the Arnold Bill 
for $26,000,000 surtax on incomes. 

Milwaukee jewelers report a brisk trade 
in engagement rings this season and the 
large number of diamond rings now being 
sold indicate numerous marriages in June 
and prospects for good business in wedding 
jewelry and silver ware in the early Sum- 
mer. Platinum is finding the greatest favor 
here this year, according to Henry Rank, 
of the Rank & Motteram Co. With it small 
stones are being used with wonderful ef- 
fects. Next to platinum comes the 18-k 
white gold band, according to Mr. Rank, 
while wedding rings are designed so as to 
harmonize with the kind of metal used 
in the engagement ring. “There is much 
human interest in the sale of engagement 
rings,” said Mr, Rank. “Some time ago a 
young man and his fiancée came here to 
look at diamond rings. The clerk remarked 
that it was a ring that one would get only 
once in a lifetime. But the young woman 
remarked with an air of triumph that he 
was mistaken as this was her second.” 
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NEVER-WIND 











A Good Selling Article 
Retails $35.00 si Rdhe.) 


Shows a Good Profit 
Guaranteed 50 Years 
Runs without Winding 


A Wonderful Window Attraction 





NEVER-WIND 


Stand 11 in. high, has 4% in. Porcelain Dial. 
Diameter of base 7 in. Clear Glass Globe. 


If your jobber does not handle 






Write Direct 


GCIFFANY S822 CORPORAGION 


BUFFALO, N. Y. 








—— 











We are manufacturers of a complete 
line of Pearl Handled Cutlery and 
Tableware with Sterling Silver Fer. 
rules. Also an attractive line of 
Manicure Sets. 


Catalogue and particulars 
upon request 


Levine Silversmith Co. 
219 Rider Ave. New York City 




















A GIFT FIT FOR A QUEEN 


at a price within reach 
of all 


This elegant 24 inch graduated neck- 
lace of Oriental iridescent tint with 
gold safety clasps. Beautiful lustre, 
Compares favorably with necklaces 
costing $35.00. Price complete, in- 
cluding white grained solid stock 
French Ivory Jewel Case, hinge cover 
and elasp, _—rvellvet 


ed, ’ 

“rs Te 
Seeing is believing. 

Order a sample NOW. 





No. 14JC. The 
famous White 
House Clock, 
white ivory 
(celluloid) 
case, fitted with 
a good reliable 
imported move- 
ment. Good 
time keeper. 
Height 4% 
inches, base 8 
inches. A big 
seller and a 
excellent gift 
that satisfies. 
Our price, each 



















Send us your orders by mail. We have no salesman to call on you. 


JOSEPH HAGN COMPANY wascaticne 


THE HOUSE OF SERVICE 
Dept. JC—223-225 W. Madison St., Chicago, Illinois 
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E, Bastheim, of the E. Bastheim Co., has 
gone to Catalina Island for a few days’ 


Word has been received here that Forest 
Brown, San Luis Obispo, has sold his busi- 
ness to D. L. Polin. 

A. Duckworth, of the Duckworth Jewelry 
Co. Honolulu, Hawaii, is spending several 
weeks in southern California. — 

M. Rosen has bought the business of the 
Square Deal Loan office, 225 S. Main St., 
of which L. Joseph was proprietor. 

Mr. Bergquist of the Bergquist Jewelry 
Co. Bisbee, Ariz., is spending several days 
in Los Angeles combining business with 
pleasure. 

The Kelly Jewelry Shop, 2426 S. Hoover 
St, will soon go out of business. It is 
announced that all the stock and fixtures 
will be sold at auction by the Los Angeles 
Auction Co. 

J. Civins, who came here recently from 
Montreal, Can., has bought the jewelry 
business of J. Aronson, 235 S. Spring St. 
He will be assisted in the store by his wife 
and daughter. 

Charles J. Walter, a pioneer jeweler of 
Los Angeles, who retired a few years ago 
and moved to the beach, was in this city 
recently, where he was warmly greeted by 
many old friends. 

E. H. Emmanuel, Prescott, Ariz., met 
with such heavy losses on account of de- 
pressed business conditions due to stagnation 
of the copper and cotton markets that he has 
been forced to retire. 

Theodore Wolff, who has been with Lich- 
tenstein Jewelry Co., Bakerfield, for a num- 
ber of years, went to Porterville, March 1 
and opened a watch-repair and jewelry 
business of his own. 

H. W. Hawkinson, who came here re- 
cently from Springfield, Ill., has bought the 
business of the Thompson Jewelry Co., 
4213 S. Vermont Ave., Mr. Hawkinson 
has been for the last 10 years with the IIli- 
nois Watch Co., Springfield. 

J. M. Curley, western representative of 
the Waltham Watch Co., with headquarters 
in Chicago, is spending several days in Los 
Angeles in the interests of the company. 
J. Morse, western representative of the 
Elgin National Watch Co., is also here on 
business. 

George E. Feagans is much gratified at 
the success of the drive he is making for a 
fund with which to construct a home for 
disabled veterans of the World War. In 
one day recently he received two checks 
for $1,000 each and has received several 
of $500 each. 

Alexander Rettie, head of the watch de- 
partment of Feagans & Co., has been con- 
fined to his home by illness for a week. He 
suffered an attack of pneumonia. Mark 
Clark of the diamond department has also 
been ill from the same disease for about 
the same length of time. 

News has been received of the death in a 
hospital at San Francisco of Mrs. C. F. 
Manahan, wife of C. F. Manahan, who 
came to Pasadena from Chicago some 
months ago. Mrs. Manahan had been ill 
for a long time and her condition has been 
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known to be critical for a number of 
weeks, 

K. E. Sedlacek has opened a jewelry 
business under a concession at the new 
hotel, the Ambassador, in the western part 
of the city. Mr. Sedlacek has been doing 
a silversmith business at 821 Santee St. for 
many years. In his new location he will 
carry high-class jewelry and novelties. 

William Dineen of the gold department 
of S. Nordlinger & Sons has retired from 
that position and will engage in business 
elsewhere. He has been with Nordlingers 
for the last two or three months after an 
absence of about a year, previous to which 
he had been in this store for a longer 
period. 

J. C. Taylor of the diamond department 
of S. Nordlinger & Sons, had a narrow 
escape from serious injury recently. He 
was returning home in his motor-car after 
a rain when the car skidded on a slippery 
hill and ran backward and against a stone 
wall. The car was badly damaged but Mr. 
Taylor was not hurt. 

George J. Germain, manager for the E. 
Bastheim Co., and Herbert S. Brandt, 
traveling salesman for the same company, 
have just returned from Salt Lake City, 
where Mr. Germain went to meet Mr. 
Brandt and introduce him to the trade. 
Before Mr. Germain became manager he 
traveled over the territory west of the 
Rocky Mountains, which is now covered 
by Mr. Brandt. 

For a week-end rest from business, J. G. 
Donavan of the Donavan & Seamans Co., 
took an automobile trip of over 450 miles, 
going north by the Valley route to the Taft 
and McKittrick oil fields in Kern county, 
then crossing to the Coast road at Santa 
Margarita and returning by the way of San 
Luis Obispo and Santa Barbara. He was 
accompanied by Frank J. Heil, optometrist 
in the store with him. 

The following jewelers have been in Los 
Angeles recently: Geo. B. Witman, Po- 
mona; Geo. L. Dietrich and M. A. Stall- 
meyer, Fullerton; A. J. Dutton, Anaheim; 
A. M. Finseth, Placentia; J. H. Padgham, 
Santa Ana; R. F. Winslow and Chas. E. 
Perham, San Pedro; Raymond Finch, 
Covina; J. B. Rodgers, Pasadena; Frank 
Fraiberg, Sierra Madre; H. E. Wellman, 
Alhambra; Geo. Bower, Upland; T. S. Lai- 
ley, El Monte; E. W. Cosgrove, Colton. 

Sam Schiller, a prominent jeweler, has 
established a jewelry business, under the 
name of the California Jewelry Co., at 
Maricopa, a fast-growing town in the oil 
section of Kern County. Harry Bloom, 
who has for the past year conducted a 
jewelry store at Fellows, a few miles from 
Maricopa, has joined the California Co. 
and is supervising the opening of the new 
business. The new concern will keep a 
competent repair man to care for watches 
and jewelry. 

The window of A. Riskin, 804 S. Broad- 
way, was broken early one morning re- 
cently by a burglar who got away with a 
solid gold watch and other merchandise, the 
total value of which has not yet been deter- 
mined. A piece of an iron bar that had 
been thrown through the glass was found 
inside the store. So far as known there 
has not been any trace of the robber found. 
Mr. Riskin decided recently, on account of 
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the high rent charged and other unfavor- 
able conditions, to move to S. Main St. 
He secured a store on that street between 
6th and 7th to which place he moved re- 
cently. Robert Mitchell, the watchmaker 
who has been with him on Broadway, went 
with him to his new location. 





Des Moines, Ia. 





William E. Crabill, Massena, is assisting 
E. P. Parker in the jewelry store at Corning. 
The two men have been friends for 35 years. 

Ralph Plumb, head of the Plumb Jewelry 
Stores, this city, was elected a director of 
the United Jewelers, at the annual stock- 
holders meeting in New York city a few 
days ago. 

R. H. Miller, pioneer Algona jeweler, ex- 
pects to move to California, having sold his 
store and stock to A. H. Borchard of Hunt- 
ington, Kan. Mr. Miller began business in 
Algona in 1891. 

Leslie C. Roberts, the young salesman who 
foiled an attempt to rob the Lehmann jew- 
elry store in Chicago a few days ago, is an 
Ottumwa boy. He formerly was an employe 
of the Neasham store there. His parents 
still reside in Ottumwa. 

Nels Qualley, former well known Decorah 
business man, has bought out the jewelry 
stock of K. A. Vick and will return to De- 
corah from Park River, N. D., to take 
charge of the store. Mr. Vick will visit his 
old home in Norway this Summer. 

Karl M. Keyes, Freeport, Ill., who bought 
out the jewelry store of Clarence R. Coon, 
Monticello, took possession March 1, Mr. 
Coon had been in business in Monticello five 
years, He expects to find another location 
in a larger Iowa town. Mr. Keyes is an 
optometrist as well as a jeweler. 

P. V. Lynch, Sheldon, who was severely 
burned about the face and arms a few weeks 
ago, is improving. The jeweler opened his 
furnace door to take a look at the fire when 
the flame shot out in his face and enveloped 
his body. It was thought for a time his 
burns would prove fatal, but he is recover- 
ing. 

The M. E. Nabstedt & Sons Co., jewelry 
store formerly at 303 Brady St., Davenport, 
is no more. The store, for 12 years one of 
the most prominent in the city, was closed 
March 1 and the Nabstedt Jewelry Co. is 
now operating a new and modern place in 
the Kahl building. The new repair depart- 
ment will be at 913 Kahl building, and all 
manufacturing and repair work will be done 
there, It is one of the most up to date work 
rooms in the city. 





Pacific Coast Notes. 





The death is announced of H. C. Mad- 
sen, retail jeweler of Cottage Grove, Ore. 

Niels Nielsen, prominent retail jeweler 
of Fresno, Cal., had a narrow escape re- 
cently, when a half-million-dollar fire con- 
sumed the block across from his store. 





The window of the jewelry store of 
Ralston & Smith, Butler, Pa., was smashed 
recently by thieves who stole four diamond 
rings and a 19 jewel watch. 
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Thermo-Vane 


° The Thermometer Beautifal” 

It’s an adornment to any home or office. Guar- 
anteed absolutely accurate. The flag travels 
around raised dial and points to temperature. 
Made in many artistic 
styles and finishes. Lib- 
eral profit to dealers. 

Write for catalog and prices. 


Shafer 


Brooklyn, N. Y. 
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Keeping pace with the times, our prices have been reduced but our QUALITY retains 
its incomparable standard. wy have the styles that are most popular. Exclusive 
makers of “SOLID COWHIDE OOZE BACK’’ Men’s belts that have made such a 
decided hit. Samples and prices upon request. 


BRISTOL LEATHER GOODS CO. 











Special designs of platinum 
jewelry of the highest grade 
and greatest artistic value 

executed most skillfully. We 

are in a position to furnish 
fine melee for your special 
order work at low prices 


SIMMONS & ZAWOLKOW 


Platinumsmiths 
CHICAGO 








31 N. State St. 











179-181-183 WOOSTER STREET NEW YORK, N. Y. 











NEW YORK 


y 
“There is nothing new under the Sun.” 
BUT you will always find something new 


in the Platinum line under this Sun—High 
grade merchandise at low prices. 
Branch Office: 803 Heyworth Blidg., Chicago, Ill. 


“Look Under the Sun” 








LYONS NEW YORK GENEVA 


DIAMOND DIE COMPANY OF AMERICA 
Manufacturers of Stee] Set Diamond Draw Plates 
For ane: all kinds of wire 





RECUTTING 


SAPPHIRE 
DIES 


DIAMOND 
TOOLS 





INDUSTRIAL 
DIAMONDS 


meme SETTING 
37 E. 28th St., New York City maaiea’32. 154 








The New “Dorothy” Ribbon Bracelet iivisssene 


Safe, strong, inexpensive and 
well made in the finest of rolled 
gold plate. 

Write us for the name of a job- 
ber near you who has them for 
Fall delivery. 


R.A.Shaw& Co., Attleboro, Mass, Manufacturers of Emblem Ribbon 
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" Brocade and Engine-lurning 


Straight Line and Circular Work 
Artistic Designs. Brocading on all shapes of Articles. 


EARL R. MULCHAHEY 


——_—— a 95 Chestnut Street, Providence, R. 1 








The SIMPLEX Engine Turning Machine 
L. P. BROWN MACHINE & TOOL CO. 


ATTLEBORO, MASS. 


Manufacturers of All Kinds of Special and Automatic 
Machinery for the Jewelry Trade. Ideas Developed. 





PLATERS TO THE TRADE 


Gold, Silver and Platinum Plating. Guaranteed Work. 
Mesh Bags repaired, replated and relined the same as 


new. SILVERWARE REPAIRING 


Swartz & Ciske Loop End Building 


177 N. State St., Chicago 





.ARTHUR JOHNSON MFG. CO., Inc 


14-16 Church St., New York 











The Protection Ring Guard 


Has No Points to Catch or Scratch 
EASY TO PUT ON 
In Yellow Gold 14K $5.00 Dozen 
White Gold 14K $5.50 Dozen—6 Sizes 
The Lion Safety Pin Clutch Co. 


Temporary address on account of fire 
Pat. Feb. 20,1917 19 Wallace St., Freeport, L.I., N. ¥. Pat. May 25, 1920 
































Some of the San Francisco jobbers state 
that trade picked up in the week preceding 
Easter. 

Robert Myers of the R. & L. Myers Co., 
is expected back from Honolulu about 
April 9. ; 

Charles Weber, representing J. H. Spiro 
is going through the Sacramento Valley 
territory. 

Stanley Beard and Morris Mayer, of 
Mayer & Weinshenk, are on a trip through 
central California. 

Mrs. A. Bell, of Reed & Barton, has 
gone to New York, on a flying trip, to visit 
her son who is sick. 

N. S. Farr, who was on a vacation in 
San Francisco for several weeks, sailed for 
his home in Hilo, T. H., late in March. 

Jack Lewis, manufacturers’ agent and S. 
J. Hammond, representative of the Ansonia 
Clock Co., are in southern California on 
business. 

Louis Kahn, senior partner of L. & M. 
Kahn & Co., diamond merchants of New 
York, is in San Francisco with Mrs. Kahn, 
on a pleasure trip. 

Herbert Reichman of Reichman Bros., 
New York, who took a short vacation in 
the Islands, was due in San Francisco, on 
his return trip, March 29. 

James Sorensen, well-known jeweler, is 
recovering from a tonsil operation and Al 
Hoffman, who was recently operated on for 
appendicitis, is now convalescent. 

Both members of the firm of Cummins 
& Kremer are visiting among members of 
the trade here. Messrs. Cummins and 
Kremer recently bought out the M. Katz 
jewelry store, Los Angeles. 

A. W. Huggins, president of A. I. Hall & 
Son and Mrs. Huggins, have sailed for a 
vacation trip to the Orient, leaving on 
March 31, by the China. They expect to be 
away till the middle of July. 

Visiting jewelers recently in town in- 
cluded Harold Hartung of Grass Valley; 
Carl Noack, of Sacramento; Edward Giant, 
of Vallejo; W. C. Davenport, of Portland, 
Ore., and Gerald Russell with A. Wallach 
& Co., New York. 

John S. Adler, manufacturers’ agent, is 
expected back from an eastern trip to the 
factories he represents. His new offices on 
the fourth floor of the Phelan building are 
now completed and the trade is being 
given invitations to visit them. 

S. H. Friend, 704 Market St., has had 
his offices completely remodeled and _ re- 
decorated, the changes giving enlarged 
space and excellent light. New show-cases 
for attractive displays are being installed. 
J. Monasch has just returned from south- 
ern California, where he has been making 
a trip for Mr. Friend. 

A meeting of the Wholesale Jewelers’ 
and Silversmiths’ Association was held on 
March 25, Burr W. Freer, president, being 
in the chair. It was voted to co-operate in 
every way with the California Gold and 
Silversmiths’ Association in making their 
llth annual convention a success. It will 
be held in the Palace Hotel, San Francisco, 
on April 8, 9 and 10. 

The executive committee of the Cali- 
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fornia Gold & Silversmiths’ Association has 
extended a cordial invitation to every 
retail jeweler to attend the April conven- 
tion, whether he is a member or not. The 
members of the executive committee are: 
George E. Feagane, L. S. Nordlinger, M. 
Van Vliet, Jas. H, Montgomery, J. A. 
Sorensen, Constant J. Auger, M. A. Hirsch- 
man and George A. Brock. 

Marc Lichenstein, well-known jeweler of 
Bakersfield, Cal., and William Davidson of 
the Mutual Bank building are, Mr. David- 
son states, both taking an unwonted inter- 
est in Spring styles this year. This is be- 
cause they are invited to the elaborate wed- 
ding which is to take place at the Fairmont 
Hotel on April 6. The bride is Miss Bes- 
sie Morris, daughter of Mrs. Morris and 
Max Morris, well-known retired diamond 
merchant. The groom is Arthur Barnett. 

Joseph H. Niderost and B. Taber will 
associate under the firm name of Niderost 
& Taber, Inc., wholesale jewelers and dia- 
mond importers. They have engaged offices 
at 126 Post St., on the fourth floor of the 
W. F. Cordes building where they will open 
on or before June 1. Mr. Niderost has 
been for the past 20 years with Carrau & 
Green where he has specialized in diamonds 
and designing. Mr. Taber has been with 
the Baldwin Jewelry Co. for the past 15 
years, having been a buyer for much of that 
time. 








Notes from Iowa. 
| A RENE ne 
Albert Noehling has engaged in business 
on his own account at Sumner, Ia. 
William B. Marsh, manager of the Marsh 
Jewelry Co., at Boone, was married recently 
to Miss Francis Miriam Hathaway, of 5227 


_ Kimbark Ave., Chicago. 


Albert Moehling who has been employed 
in the Wells jewelry store at Waverly, has 
started into business for himself at Sum- 
ner. He bought most of his fixtures from 
Mr. Wells. 

Friends of Mrs. Elma P. Bennett, of At- 
lantic, Ia., have just been informed of her 
marriage to Swen J. Ben Erickson of Salt 
Lake City, Utah. Mr. Erickson is in the 
jewelry business there. 

Joe Rooch, who has been an employe of 
Shannon & Williams, Cherokee, is in Chi- 
cago taking special work in engraving and 
jewelry manufacturing. He expects to re- 
turn to Cherokee where he will resume his 
trade. 

Arthur Abitz, assistant manager of the 
L. J. Fosselman jewelry store at Dubuque, 
has received word that he passed the State 
examination in optometry. He will have 
charge of the optical department of the store 
as soon as the work of completely fitting 
it up has been completed. 

K. A. Vick of Decorah has turned over 
his jewelry store to the new owner, Nels 
Qualley. The store was closed several days 
while workmen painted and redecorated it. 
Mr. Vick will visit his old home in Norway 
after remaining in the store till Mr. Qual- 
ley gets familiar with the stock. 

W. H. Potts recently moved his stock 
from the First National Bank building in 
Mason City, to a new store room at 119 
N. Federal Ave. He has had the place 
remodeled and fitted up for a modern jew- 
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elry store. He had been in the bank build- 
ing for 10 years, and was forced to move 
when the bank officials decided they needed 
the room. His lease would have expired 
soon. 


Karl M, Keyes, Freeport, Ill., has taken 
possession of the jewelry store he recently 
purchased from C. R. Coon at Monticello, 
Ia. Mr. Keyes has been practicing optome- 
try in Freeport for two years, besides own- 
ing a jewelry store in northern Illinois for 
13 years. Mrs. Keyes is also interested in 
the jewelry business, especially in the art 
pottery and hand painted china lines which 
will be added to the stock just bought. 

Dubuque jewelers who recently organized 
a sub-bureau of the Retail Merchants Bu- 
reau are starting things off with a snap that 
is attracting the attention of the Dubuque 
business men. They will have charge of the 
program to be staged at the annual member- 
ship dinner April 7, and are working with 
Secretary Garber to make the occasion a 
time to be remembered. They have promised 
a fine program and some stunts which will 
surprise the merchants. 


H. W. McAllister has sold his store at 
Hawarden to W. B. Coleman and B. F. 
Anderson of Norfolk, Nebr, The new firm 
name is “The Hawarden Jewelry & Optical 
Co.” The new owners have been conducting 
an exclusive optical business in Norfolk, 
but as Mr. Anderson had formerly been a 
jeweler at Newcastle, Nebr., they decided 
to find a location where they could handle 
jewelry as well as optical goods. Mr. Mc- 
Allister has not located yet but will remain 
in Hawarden till the close of school in June. 

George S. Davis, pioneer jeweler of New- 
ton, has just celebrated his 33rd aniversary 
in business in that city. He had a store 
in Des Moines before going to Newton in 
1887. Mr. Davis has had as partners suc- 
cessively, L. B.. Westbrook, Ralph Parmen- 
ter, E. D. Swinney and finally his daughter, 
Miss Katherine, who recently bought out 
Mr..Swinney and will be associated with her 
father. The firm name will remain George 
Sells Davis & Co. Records kept by Mr. 
Davis show that he has repaired 30,690 
watches since starting in business, 








The International: Silver Co., Meriden, 
Conn., recently issued two booklets showing 
their “Louvain” and “Heraldic” domplete 
dinner services in “1847 Rogers,” Bros.” 
flatware and hollowware. These booklets 
are very artistically gotten up and repro- 
duce the patterns very effectively. The re- 
tail jewelers will find these of great as- 
sistance to show their customers and fo help 
make a more complete sale of silver plated 
ware, as these booklets give the opportunity 
of showing the consumer additional pieces 
made in either pattern. The International 
Silver Co. will shortly issue additional 
booklets showing silverware to match the 
various “1847 Rogers Bros.” flatware pat- 
terns, “Cromwell,” “Queen Anne” and 
“Ambassador.” The company in’ all its 
advertising is endeavoring to create an in- 
terest in hollowware to match flatware and 
these booklets will help the dealer to cash 
in on the company’s efforts in the national 
publications. These booklets will be sup- 
plied to any jeweler upon request. 
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DUANE H CHURCH 
OF WALTHAM 
The world’s most famous inventor of watch-making machinery 
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The Bearing of a Shaft that Measures Only 
Six One-Thousandths of a Centimeter, the Diameter 
of a Normal Human Hair 





E told you in our last advertisement 

that the twelfth part of a human 
hair was the difference between the Wal- 
tham standardized accuracy and the vari- 
able guess work in foreign watches. 


A normal human hair measures six one- 
thousandths of a centimeter. Imagine, 
then, the pivots or bearings of the Bal- 
ance Shaft being only the size of a 
human hair. 


If you should split one of the hairs of 
your head into six equal parts, each part 
would measure approximately one-thou- 
sandth of a centimeter. Yet, even this 
minute variation is eliminated by the 
Waltham standard of measurement. 
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+ third partof a human hair, friction would 


the works of which are designed to per- 
form on a pivot measurement of six one- 
thousandths of a centimeter. 


But suppose this pivot was enlarged the 


be increased, causing a variation in the 


time-keeping qualities of the watch. 


The Waltham Watch Company has 
created marvelous gauges that measure 
even the twelfth part of a human hair to 
determine these variations and eliminate 
errors unseen by the human eye in the 
works of a watch, which mean all the 
difference to you in dependability and 
value, giving another of those unanswer- 
able reasons why your watch selection 





For instance, here isa Waltham Watch, should be a Waltham. 
WALTHAM VANGUARD 
oe ’ This story is continued in a beautiful booklet in which you 
The World’s Finest Railroad Watch will find a liberal watch education. Sent free upon request 


23 Jewels $80 and up to the Waltham Watch Company, Waltham, Mass. 


Makers of the famous Waltham air friction quality speedometers and automobile time-pieces used on the world’s leading cars 


WALTHAM ¢ 


~ THE WORLD'S WATCH OVER TIME 


























Where you see th ll Waltham Watches 
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That this department skall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with Tu 
Jeweters’ Circular re 
device or plan which 
nection with their business. 


rding any advantageous 
ey are utilizing in con. 























Will You Fight or RunP 


The Man Who Has the Ammunition and Uses It Will Win 


Written Expressly for The Jewelers’ Circular by Frank H. Williams 




















7 have been passing through a period 
when the man with the gun has had 
his way. During the war we were glad to 
have the soldier tell us what he wanted. 
Since the war, particularly this past Win- 
ter—according to the newspapers—the gun- 
fighter has been telling too many of us 
what he wanted and that he wanted it 
right away. 

But we are getting to the end of this 
gunman stuff. From now on it is going to 
be a business fight instead of a gun fight. 
Competition is taking off its coat and roll- 
ing up its sleeves and shaking its fist under 
your nose. Are you going to fight or run? 

Naturally you are going to fight. You 
are not going to allow anybody to chase 
you out of the field. You are not going to 
allow any competitor to scare you out. You 
are going to fight to keep the customers 
you already have and you are going to 
shake your own fists a little and prepare to 
take some of the business the other fellow 
thinks is his. 

Business conditions are getting better. 
Normal times are coming back. But there 
is going to be no immediate boom, no sud- 
den return of great prosperity. There is 
going to be good business this year—for 
the man who will get out and fight for it. 
For the men who are not willing to make 
that attempt to get their share, there will be 
just what they deserve, slim picking and 
nothing but regrets accumulated at the end 
of the year. 

The sooner you make up your mind 
that this year’s business is going to the fel- 
lows who fight for it, and that you are go- 
ing to be one of those fellows, the sooner 
you will begin fighting. If you are not 
going to fight, then the best thing to do is 
to sell out, because you can run faster and 
farther if you are not hampered by any 
business load, 

Have you begun to fight? The year is 
pretty well along. Have you been waiting, 
thinking that business would pick up, or 
have you begun picking it up? Don’t wait 


a day longer. Get off your coat and roll 
up your sleeves and pitch in! 

First see that you have the goods to 
fight with, that you have the stock to meet 
competition and, if possible, to go competi- 
tion one better. You cannot sell the goods 
if you do not have them. You cannot get 
a good business with a poor stock. Just 
enough stock to keep you going along in a 
hand-to-mouth way will not win business 
in competition with merchants who are not 
afraid to plunge a little. 

Of course you do not want to over-buy. 
You know it is poor business to load up 
with stuff you think you may not be able 
to sell, but once you get a suitable stock, 
set about making it sell. Merely putting 
the goods in the store will not get the busi- 
ness. You have to do that first and it is 
the first step in fighting for the trade, but 
that is only a step. You must follow it up 
with advertising. 

This ought to be a year of the best and 
most energetic advertising you ever have 
done. You ought to take larger space in 
the newspapers and you ought to spend 
more time and thought on making up copy 
for that space. It will cost you more money 
of course. You will have to spend some 
money in getting the business you want, 
but who ever heard of a fighter who ex- 
pected to win out without getting any 
punishment himself? Are you going to 
sacrifice your chance of finishing this year 
strong and in a good position to go on to 
something bigger next year, are you going 
to sacrifice that in order to save a few 
dollars on your advertising expense? 

If you are going to operate this year on 
a plan of getting along just as cheaply as 
you can, seeing how little you can do and 
avoid being driven to the wall, you are 
going to be so nearly licked by the end of 
the year that you won't feel much like 
fighting in 1922. 

I don’t call it fighting to dodge and duck 
and avoid coming into direct contact with 
the man who is trying to wallop you. If 
you are going to fight, stand right up to it. 


Take what punishment you have to take, 
but see that you give more than you get. 

If it costs you more money for adver- 
tising than you like to pay, what of it? It 
will cost you more in loss of business if 
you do not take on that advertising ex- 
pense. This is not a time to hem and haw 
about advertising expense. It is a time 
to go after the business in the way that 
will get it, even though you may not net 
as much money as you would like to at the 
time. Get the business and break even, or 
take a small profit, or even a small loss, 
but get the business! 

This is a period of reconstruction. You 
have said so yourself. Do you know what 
reconstruction is? It is constructing again. 
All right. Things have gone busted, busi- 
ness along with the rest. The way to re- 
construct is to reconstruct and you can’t 
do it without effort and expense. When a 
man is building or constructing, he is doing 
it with an eye to the future, not expecting 
to make money in the building process, but 
afterward. It is the same in rebuilding or 
reconstructing. Get out of it as cheaply 
as you can, but don’t forget that with no 
expense there wiil be no_ reconstruction. 
You cannot build or rebuild business on 
hot air. 

So you are going to do more and better 
advertising. When customers hold back 
and do not seem anxious to buy, they need 
more urging, more inducement. If you cut 
down your advertising bills to meet the 
reduced receipts of the business, the re- 
ceipts will shrink again, and the more you 
cut on the advertising, the less money 
there will be to pay for what advertising 
you do. Reconstruct and don’t — think 
too much about making money while you 
are doing it. 

The man who has a stock of anything 
bought at war prices must inevitably take 
a loss. Why not now? The longer you 
wait, the more the loss. You know how 
you used to laugh at those old-time mer- 
chants who hung onto their calicoes and 
other goods bought at Civil War prices 
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Storekeeping Department. 


<r 
and would not sell because they could not 
You thought those fellows were 








t cost. 
siness jokes. Well, there are some who 
insist on being the business jokes of today. 


Good advertising will do more than al- 

most anything to help you win this year’s 
fight for business. Don't confine your work 
to one type of advertising. Don’t stop 
with newspaper ads. Use circulars and 
form letters and signs and showcards. Do 
any kind of advertising that looks good to 
you and do it the best you know how. If 
you don’t know how, get help from some- 
one who does, even if you have to pay well 
for it. You may be a small dealer and yet 
you can afford to buy some advertising in- 
formation from some available expert, and 
you can afford to buy a book or two on ad- 
vertising, and you can’t afford to refrain 
from reading the advertising suggestions in 
your trade journals. 
” Having the goods and advertising them 
well are not all of putting up a good fight 
for the year’s trade. You can do other 
things to put in a good stroke for success. 
You can make some improvements in store 
and in equipment. Use paint and change 
things around a little and get a new show- 
case of the kind you can use to best ad- 
vantage. Add any new fixtures you can 
use in making a better showing of your 
stock. Add such equipment as you can use 
in giving better service and in handling 
stock and money more efficiently. All these 
things help the service of the store, and 
what is perhaps more, they give the store 
an atmosphere of progress. They make 
people think there is something doing in 
that store. It is said that nothing succeeds 
like success. Well, that means that people 
will patronize most the store that is ob- 
viously a busy store. Trade follows the 
crowd, 

Anything that helps you to display more 
goods, that helps you to display them bet- 
ter—where more people see them, where 
they get a better light—helps to tempt peo- 
ple to buy. Anything that helps you to 
better and faster service in the store, helps 
to please people by making it unnecessary 
for them to wait, and it will enable you 
to do the same work with less help. Many 
a store can get along with less help by 
bettering its mechanical equipment. 

Aside from the mechanical element in 
better service, aside from the help in more 
and better advertising, there is the human 
element to be considered in fighting for 
the business this year. In what ways will 
you yourself, and in what ways will your 
sales force put up a harder fight? 

There ought to be a greater effort to 
develop good salesmanship in everybody in 
the store. And good salesmanship in a 
broad sense includes pretty nearly every- 
thing in the personal relations between cus- 
tomer and sales-person, between buyer and 
seller. 

This is the year when clerks must be 
made into salesmen, when it is not enough 
for the sales-person to stand before the 
Prospective customer and wait to be asked 
for something. Salesmanship must come 
to the front and replace mere slot-machine 
service. People must be shown what you 
have to sell and the advantages of posses- 
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sion must be urged. I do not mean that 
everyone entering the store must be harried 
and badgered and pestered until there will 
be no second visit. I mean salesmanship at 
its best. 

It is for you, the boss, to teach your 
force what good salesmanship is and to 
urge its practice every day and all day. 
People are not buying as readily as they 
did a year ago. Sell them. Don’t wait for 
them to come and buy in spite of you. 
Bring them in by advertising. Make them 
want what they see because of its good 
display. Sell them by good salesmanship. 

See that every day you fight out the day’s 
propositions with your very best endeavors. 
Instead of standing on guard in an attitude 
of self-defence only, take the offensive. 
Get your competitors on the defensive. Get 
them on the run if you can. That is what 
they are trying to do to you. If you are 
going to do any running in this fighting 
year of Our Lord, 1921, run after the busi- 
ness instead of running away from the fel- 
low who hollers, “Look out, I’m coming 
your way!” If you have any fight in you, 
now is the time to show it. If you haven't 
any, then the sooner you are licked, the 
better for business in general. 


Get Right 


By Cuas. Woopsury, Vice President, Cady & 
Olmstead Jewelry Co., Kansas City, Mo. 
you have heard the story of Boston. 

A Boston lady said that if the Ger- 
mans bombarded the city and destroyed the 
State House and every other building there, 
Boston would remain. “And how is that?” 
asked her anxious and earnest friend. 
“Boston is a state of mind.” Not only is 
Boston a “state of mind,” but all looked- 
for trouble is a state of mind. You have 
to think right in order to act right. Its 
all in your head. Get right in your head.” 
In these days when even the orchestra seems 
to whine the “whiskey blues” and other 
blues to some mortals, is the time for a 
hurry call to the consulting specialists. 
The spree is over and it is time the head- 
ache powder has acted and the dark-brown 
taste is gone. 

The only trouble with us now is in our 
heads. If we get right there, all will be 
well. Our perspective has been knocked 
all awry and necessarily needs readjust- 
ment. You have probably heard the fol- 
lowing story: A kind-hearted clergyman 
asked a convict how he came to be in jail. 
The fellow said, with tears in his eyes, 
that he was coming home from prayer 
meeting, and sat down to rest, fell asleep, 
and while he was asleep there the county 
built a jail around him, and when he awoke 
the jailer wouldn’t let him out. 

A lot of people today are in the same 
old jail. Only it’s a gloom cell, with the 
door open and the jailer gone. Yet they 
won’t come out. What we need badly is 
the old idea of proportion which has wan- 
dered afar during the last few years. The 
gloom chasers and close companions of old 
Gus Gloom have gone around wailing and 
lamenting so’ industriously about the ter- 
rible calamity that was to see the end of 
business that they really began to believe 
it and live it. The old adage, “that our 
imaginary troubles are never equal to our 
real troubles,” was never more clearly 
demonstrated than at the present time. 
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Some really seem to enjoy the sad picture 
they draw of “Life’s Darkest Moment.” 
Just a word to our friends in the jewelry 
game. Begin today to think right and talk 
right. Don’t inflict your troubles on your 
customers. They all have their own pri- 
vate stock of pet troubles, and they are 
not all bottled up in the cellar, either. A 
perpetual wail only accentuates their trou- 
bles, and helps to tighten their purse-strings 
and retard their purchasing. The news- 
papers are so filled with reports of death, 


' disaster, and world griefs that it is a won- 


der that anyone smiles. Smiles are the 
open sesame to the heart and readily open 
the purse-strings of your prospective pur- 
chaser. If you want to be sociable with 
your customer, take a course in health, 
hope, happiness and joy. Give him a dose 
when he comes in and brighten him up. 
Think in terms of sunshine, prosperity and 
that you live in the best country on the 
globe. As you think, so you are. Again 
I say, Get right in your head. 

Some gloom merchants’ favorite tasks 

today are best illustrated by a story. 
Jeweler :—“Well, Gus, you have been 
apprenticed now three months, and have 
seen the several departments of our trade. 
I wish to give you a choice of occupation.” 

Augustus :—“Thank you, sir.” 

Jeweler :—“Well, now what part of the 
business do you like best?” 

Augustus (with sharpness 
years) :—“Shutting up, sir.” 

It would be better if we could violate 
the Volstead Act with some merchants, bot- 
tle some of them up, make them into a 
home brew and ferment some new spirits. 
God bless the traveling man who always 
walks in with a real smile. If he were 
eliminated, failures would mount. They, 
today, are the dispensers of real cheer and 
hope. Only encouragement have they to 
offer. Most people are so pleased, for even 
a moment, to get away from thoughts and 
obsessions of bankruptcy, ruin, debt, high 
taxes, poor sales, H. C. L., suffering, money 
depression and death itself that they just 
naturally welcome the cheerful fellow and 
go out of their way to avoid the crepe 
hanger. 

Now, of all times, don’t talk your trou- 
bles. Forget you ever had any. Nobody 
I know wants any more to claim as his 
own. Move the stock trouble and refill 
with joy. Thoughts are things. Gloomy 
thoughts are followed by gloomy manners 
and actions. The first thing a “gloom vic- 
tim” finds is that he is unable to plan ag- 
gressively or to act energetically, and soon 
the blue spirit is reflected throughout the 
store, and your trade is going to the fellow 
who smiles and is playing the “glad game.” 
I say, again, get right in your head. 

Business is better! Our store shows a 
nice increase over January and February of 
1920. I was interested to note that in a 
gathering of representative merchants a 
few days ago a statement was made by one 
as follows: “I need something in every 
line we carry.” Immediately all stated 
they were in the same boat. The wealth 
of the world is ours at the present. We 
have had our carousal, and just because we 
awoke with a bad head and the dark-brown 
taste is no reason that we cannot recover. 
Get a pitcher of ice water, a bromo seltzer, 
fresh air, and “get right in your Lead.” 


beyond his 
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Advertised in Saturday Even- 
ing Post and Literary Digest 
fortnightly during 1921. 


Point 2—Turnover 


PAL has fairly “turned somersaults” for 
dealers who backed our National Advertis- 
ing Drive with the use of the Sales Helps— 
which we supply free—and a proper stock 
of this popular pencil. A well located dealer 
easily turns his investment nine times a year! 


PAL is a short stock item. Made only in 
two styles—a long one with pocket clip and 
a short one with ring in cap, and all the qual- 
ity is built into them. Beautifully chased, 
silver-finished barrel. Simple mechanism 
that won’t break leads or jam. A first-class 
eraser and strong pocket clip. PAL takes 
standard leads and carries extras. 


PAL retails for $1 and sells to everybody. 
In Canada $1.50. 


Write for the PAL Book—tells the whole story 














Other Big The Hoge Manufacturing Co., Inc. 


Points 215 Fulton St. New York, N. Y 
—Quality Canadian Representative, 
—Salability A. J. McCrae, 23 Scott St., Toronto, Ont. 


—Profit 


see UMMA 
Lior Circu- 


Z Point 3—“Quality’”—see next month’s adv. | 
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a The Science of Selling Chased 
Wedding Rings 


Suggestions of Interest to Every Retail Jewelry Salesman 
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O more fertile field for efforts toward 

really constructive selling exists today 
than in the retail jewelry store in general, 
and in the wedding ring department in par- 
ticular. For years the selling of wedding 
rings was a “penny weight” proposition ; it 
was not very profitable to the retail jeweler 
and was tolerated only because it was a 
feeder for other departments of the store. 

It is not surprising that no great effort 
was expended toward making this depart- 
ment a feature of the establishment, for 
there was so little to talk about. If the 
plain ring were 18K or 22K, the customer 
was advised of that fact and selling talk 
generally ended there. Gold was gold and 
one couldn’t wax very enthusiastic about 
that. There wasn’t even the possibility of 
influencing the customer to buy a platinum 
ring, for. until the day of the chased ring, 
plain platinum wedding circlets were im- 
practical because the polished surface so 
soon became scratched and dull. 

So for years—almost always within the 
memory of the present generation, about all 
there was to selling wedding rings was tak- 
ing the customer’s size and helping him 
decide between a light weight ring and a 


heavy one. With the coming of decorated, . 


or chased, wedding rings, however, all this 
was changed; not abruptly, but gradually 
there came a realization that the wedding 
ring department had been long overlooked 
and that therein lurked profit possibilities 
never before imagined. 

A glimpse into the past will tell why the 
chased wedding ring at last came into its 
own. To the “dusky sirens of the Nile,” 
legend tells us, we owe the custom of sym- 
bolizing the marriage vows with a ring. In 
hieroglyphics, the Egyptians carved the 
circle to represent eternity as being round— 
it was endless. Hence, the circular form was 
regarded by them as emblematic of mar- 
riage ties “signifying that mutual love and 
affection should flow from man to wife as 
in a circle continually and forever.” 

The Grecians, also, used the ornamented 
circlet for the consecration of the marriage 
vows, and they were the ones, by the way, 
who first selected the ring finger, for they 
believed in the existence of a vein of blood 
which passed directly from this member to 
the heart, the seat of affections. So on down 
through the ages, and up until the English 
Queen Mary’s time the ornamented wed- 
ding ring was used in the marriage cere- 
mony. About this time, however, a reaction 
arose against the embellished wedding ring 
with the realization that unless the verse 
or other ornamentation on the ring was 

*By Donald K, Moore, 


Traub Mig Co. Advertising Manager, 


really symbolic of the nuptial vows, this 
decorative feature had best be eliminated. 
Hence, the plain ring came into use. 

Thus, it will be seen that the original 
wedding ring was the decorated or hand 
chased ring, and the severe unornamented 
gold band was an invention of compara- 
tively modern usage. What more natural, 
then, than the revival of the beautiful old 
custom of our forefathers—the use of the 
chased ring? 

The stage was all set for its coming, and 
within the last five years there has been 
a complete change of sentiment on the part 
of the buying public in regard to its wed- 
ding ring. Within that time the platinum 
and jeweled wedding ring has become rec- 
ognized as quite the proper thing. The most 
popular and most easily sold chased wed- 
ding rings of today are those which bear 
a design significant of the sentiment sur- 
rounding marriage and the wedding cere- 
mony. 

Notice the up-to-date jewelry store of to- 
day—its wedding ring department has a 
different look than in the old days. It is 
usually in a better location in the store; 
the windows (during the wedding seasons 
at least) have displays of chased wedding 


‘rings—and what an assortment to intrigue 


the fancy of the coming bride and groom! 
There are dainty circlets of gold; exquisite 
platinum rings beautifully chased by skilled 
artisans; fings narrow, wide and in be- 
tween; rings of gold overlaid with platinum 
and rings square, beveled or oval in shape. 
Quite the finest thing is the paved all around 
circlet of platinum. 

The live wire retail jeweler has seen his 
wedding ring department in the last few 
years produce a profit many times that of 
the old days. When a wedding customer 
enters his store he knows that he may make 
a sale amounting to several hundred dollars 
and certainly not less than fifteen or twenty. 
Contrast this with the days of the plain 
band rings when the amount of the sale was 
restricted to the price of a few pennyweights 
of gold. 

The selling of chased wedding rings is a 
fine art, and one well worth mastering. 
More selling conversation is possible with 
this line than any other I know of. The 
clever salesman will instantly endeavor to 
classify his customer into a “gold sale,” a 
“platinum sale” or a “jeweled sale.” He will 
ignore the possibility of the customer’s de- 
siring anything but a decorated wedding 
ring; as a last resort it is always possible 
to go back to the plain ones. Immediately 
the customer has mentioned the desire to 
acquire the preliminary habiliments of mat- 
rimony, he will place before him a tray of 


chased wedding rings; it is to the sales- 
man’s advantage to have no plain rings in 
this tray, for reasons which will be apparent 
later. Let the customer make his tentative 
selection, and don’t talk to him too much 
at first; perhaps he has been expecting to 
see a tray of plain rings, so give him a 
chance to get used to the “new” idea. 

Tell him the why and wherefore of the 
ornamented circlet. (There is a wealth of 
good instructive reading matter on this sub- 
ject.) The rings you are trying to sell 
should bear a design with some really def- 
inite significance relating to marriage; if 
it does not, some strong talking points are 
necessarily lacking. If the prospective bride 
is present, by all means explain the senti- 
ment in connection with this marriage ring. 
Tell how the ancient Egyptians were the 
first to symbolize the marriage vows with a 
circlet; that the Grecians believed in the 
existence of a vein of blood which was a 
direct communication between the heart and 
the ring-finger; tell about a clergyman who 
used a brass curtain ring to marry a Duke, 
and, hence, saved the day, when all seemed 
lost for the lack of a conventional wedding - 
circlet. 

Don’t hesitate to explain fully the merits 
of platinum wedding rings. Of all the jewel- 
ry which a woman wears the wedding ring 
gets the most .constant and hardest usage. 
It is, in most cases, always on the finger. 
There is every reason in the world why 
platinum is the most suitable for this pur- 
pose; being the densest metal known to 
science, it will wear longer than gold and 
with least appreciable signs of wear. Then; 
too, it always appears well beside the new 
and fashionable fancy rings which the bride 
may have or acquire later. It is a miscon- 
ception entirely that gold is the only proper 
metal for a wedding circlet. History tells 
us of famous personages who have been 
successfully and lastingly married with 
rings of silver, iron, brass, steel, leather and 
even rush. Says a writer of Charles the 
Second’s time: 


“Howbeit, it skilleth not at this dae 
What Metal the ringes be.” 


Don’t overlook the possibility of making 
a sale of a jeweled ring; this is made easier 
if the lady is wearing a platinum engage- 
ment ring. Get her to slip an exquisite 
diamond-encircled band on her finger—and 
she cannot help but be charmed with the 
wonderfully attractive combination. An en- 
gagement ring, a wedding ring for the bride, 
and a wedding ring for the groom, all of 
the same design and motif, may now be 
obtained. 

Above all things do not assume that you 
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Hall Clocks 


We offer for early delivery an 
unusually — assortment 


Tubular Chiming 
Hall Clocks 


sed with Weemizees me |! Wim. Hobbs Clock Co. 





New Haven Tambour No. 3 


Westminst or d Canterb Incorporated 
ican” 10-12 Maiden Lane, New York 
or Wholesale Distributors 
Westminster and Whittington Seth Thomas Clock Co. 
Chimes on nine tubes New Haven Clock Co. Sessions Clock Co. 








i Waterbury Clock Co. Wm. L. Gilbert Clock Co. 


ne There has been created s big 
demand for this Mazuza Charm. 

ae of Displayed in your show window, 

a Full Sized will add more sales to you 


Plain 14K Gold ...... 00 each Set with Diamond, 14K 


in Period design cases in both 
Bungalow and full size 
CATALOG UPON REQUEST 
Awarded Grand Prize at Pan-Pac. Int. 
Expesitien, 
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New York Salesroom: 586 Sth Ave. THE BUYERS’ DIRECTORY 
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The Jewelers’ Circular, 11 John St., New York 




















—— © 





———— Oe Oe  SE_- lO Oe... _ 2. 2... 4... = - SR... _ 














Sterekeeping Department. 
——— 
are going to have a difficult task in selling 
4 chased wedding ring, for as sure = — 
do, your arguments will lack “punch” an 
your lack of faith in your own ability as a 
salesman will communicate itself to your 
customer and make selling really difficult. 
This principle is applicable to all selling. 
Nothing should be easier, actually and theo- 
retically, than selling a fine wedding ring. 
The groom-to-be is in a happier frame of 
mind and less inclined to count the cost than 
at any other time in his life. He has (in 
ll probability) just spent anywhere from a 
hundred to a thousand dollars or more for 
an engagement diamond ring for his lady 
love, and it is not very probable that he will 
want to secure anything but the best wed- 

ing ring. 

a ow in mind when talking about 
wedding rings that it is one purchase which 
must last a lifetime. Not only that, but dur- 
ing all the long years of hard wear it must 
be constantly subjected to comparison with 
other rings which have been selected be- 
cause of their artistic merit. It must not 
only be good in quality but it must be 80 
designed that it will, because of its own in- 
herent beauty, grow more desirable in the 
eye of the wearer. 

Chased wedding rings should be adver- 
tised liberally in the windows and by news- 
paper advertising. Nothing in your window 
will catch the fancy of the younger people 
quite so quickly, and this class of trade is 
always important for the reason that many 
times—one might almost say “usually’—the 
store at which the wedding ring is purchased 
is the one which supplies the silverware and 
other necessities for the new home. Many 
life customers have been made for jewelry 
stores through selling the wedding ring. 

One of the best definitions of a salesman I! 
ever heard was also the shortest. “A sales- 
man is one who sells.” Plainly speaking, if 
you do, you are; if you don’t, you are not. 
There is a vast difference, remember, be- 
tween an order-taker and a salesman. That 
difference is being demonstrated more than 
ever right now for during the past few 
years, salesmanship has suffered from fatty 
degeneration of the initiative. Many men on 
the road and in retail stores have been sell- 
ing because they couldn’t help it. The de- 
mand for nearly all commodities far ex- 
ceeded the supply, and real honest-to-good- 
ness constructive selling was not needed to 
complete the order. 

The art of selling is on a higher plane to- 
day than ever before. The salesman is a 
recognized factor in the economic scheme 
of things. But there are certain qualities 
which he must have to be a success. First 
among these is energy—hard work is neces- 
sary to any success. He must be sincere, for 
as he believes so will his customer think. 

A good salesman must be enthusiastic, for 
nothing so dampens one’s desire, as a sales- 
man who is lukewarm about the article he is 
selling. Knowledge of the product to be 
sold is essential, for a salesman cannot con- 
vince unless he knows, Personal appearance 
is important, but care should be taken not to 
“overdress.” Cleanliness of person and at- 
tire make a decidedly favorable impression. 

Don’t exaggerate, but tell all there is of 
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Knowing the Customer 
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HE customers today are radically differ- 
ent from the customers of ten years ago. 
We may divide them into several different 
classifications, along such lines as age, sex, 
education, income and temperament. 

When we consider customers from the 
standpoint of age we may classify them as 
follows: Infants under 7 months; children 
from 2 to 7 years; from 7 to 14 years; from 
14 to 18 years; from 18 to 25 years; from 
25 to 45 years; from 45 years up. 

From 2 to 7, the child shows some prefer- 
ence of its own, so that you are selling a 
young customer as well as the mother. From 
seven to fourteen the salesperson has to 
make two sales; one to the child and the 
other to the mother. Few salespeople real- 
ize this fact. From fourteen to eighteen, the 
buying is almost all done by the young man 
or woman. From eighteen to twenty-five, 
customers change radically, because during 
this period they are both buying things and 
doing things to please the opposite sex. 
From twenty-five to forty-five, most people 
are married and you have an entirely dif- 
ferent type of customer. Every dollar must 
be accounted for during this period. From 
forty-five up, you have either very good or 
very poor customers. If the customer has 
made good and has money, it is a very easy 
matter to hold his patronage. Old customers 
do not change about, provided you give 
them service. 

As to sex, psychology has shown us that 
girls are brighter than boys up to nine or 
ten years. From then on, they run neck 
and neck, excepting in scientific study, where 
the boy seems to have the advantage of the 
girl. As they finally develop into men and 
women, from eighteen to twenty-five, there 
is no difference in the mental activity, except 
that women know styles better, understand 
colors, and are more susceptible to reason 
without arguments. They shop about more. 
Men are in a hurry. They go in one place 
and buy, even though they don’t see just 
what they want. The psychologist has 
proved that men buy things to please 
women, and women buy things to please 
men, but more often to please their own 
sex, whose criticism they fear. 

As to general education, the mentality of 
the average person today, based on army 
tests, shows that most people are only 








interest about chased wedding rings. You 
can make an important sale many times 
when the odds are seemingly against you. 
Take it for granted that your customer 
wants the best, else he would not be in your 
store. Remember you are dealing with a 
man whose frame of mind is best described 
as “open”; he welcomes suggestions at this 
particular time more than any other, and if 
you make them tactfully and courteously 
and keep well in mind his apparent purchas- 
ing power, you'll find he’ll sell himself easier 
than you can sell him. 


about thirteen years old mentally, though 
they may be thirty years old based on the 
span of years they have lived. By this is 
meant that when you talk to them you have 
to pitch your arguments down so that a 
boy or girl of 14 years can understand 
everything you say. General education in 
the United States is higher than in most 
other countries, yet in the army about 
twenty per cent. of the men could neither 
read nor write. 

The income of the customer must be 
studied if you are to make a success of 
your business. The poorer sections of the 
town always have few telephones, so that 
a store in such a section must depend upon 
people coming and carrying away their 
goods. In the high rent district you find 
more people with telephones. The income 
of the community determines absolutely the 
calibre of the store you find. It is all gov- 
erned by the income of the customer. The 
merchant who does not study the average 
income of the customers in the trading 
community cannot sell intelligently. 


There is a radical difference in the tem- 
perament of customers. An Italian settle- 
ment is different from a Norwegian settle- 
ment. A Southerner-is different from a close 
buying New Englander. But as you study 
customers, you find that all of them can be 
classified under three headings: The mental 
type, those who think, reason, and listen to 
arguments; the muscular type, who think, 
but not so much as the mental type. They 
are active, aggressive, and make quicker 
decisions ; the vital temperament type, who 
are stout, well built and do not believe in 
hard work. As a rule, they are sharp cus- 
tomers, know values and are good adver- 
tisers for the store. More than one store 
has built up its reputation through pleasing 
its fat customers. Fat people generally talk 
a good deal and are good word-of-mouth 
advertisers of anything which they like, be 
it food, drinks or salespeople. 

‘Store owners often pay a great deal for 
location and advertising, and they often sell 
at a very close margin to increase their 
sales volume, and still when the end of the 
year rolls around and they check up net re- 
turns they find that they do not come up to 
their expectations. Weakness in their sell- 
ing plan for the year can almost always be 
traced to poor service on the part of sales- 
people. Customers are demanding more 
service, and the salesperson behind the 
counter can do more to wreck the adver- 
tising of the dealer and the manufacturer 
than any other link in the selling chain. 

R. FE 3B. 





Two inmers went on a fishing expedition, 
But they were novices at the game. 

“Hoo are ye gettin’ on, Jock?” asked one. 

“Och, simply rotten!” was the reply. “I 
don’t believe my bloomin’ worm’s trying.” 
—London Tit-Bits. 
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FOR FINE WATCHES 


Speed up your watch sales 


After you have recommended a 
watch movement, speed up the sale 


with the selling points possible in 
Wadsworth Cases. 


Through national advertising, of 
Wadsworth Cases, you are given 
many additional selling points which 
will help you sell watches. 


Use Wadsworth Cases and sell more 


watches. 
THE WADSWORTH WATCH CASE CoO., DAYTON, KY. 
Makers of watch cases exclusively 
OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 


17 MAIDEN LANE 31 N. STATE ST. 150 POST ST. 


~“—_ 









































Kier 
x ZI fh 


EF 


C 














DEPART 








___———_— 














The Horological Questionnaire 





Written expressly for The Jewelers’ Circular by Lester B. Pratt 

















Avutuor’s Note—Realizing that there is a scar- 
city of competent watchmakers employed or en- 
gaged in the jewelry business, this article is writ- 
ten at the request of the technical editor for the 
purpose of interesting the younger generation in 
the selection of watchmaking as an occupation. 
Among the mechanical eccupations, watchmaking 
stands pre-eminent as a clean, profitable business, 
eliminating the monotonous routine of many other 
lines. The watchmaker has invariably been hon- 
ored as the highest exponent of human mechanical 
skill, and delicate precisicn instruments of every 
description come within the scope of the watch- 
maker’s ability. It would be impossible to operate 
our vast industrial system without the aid of 
accurate timepieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as_ watch- 
making generally comprises the manufacture of 
watch movements. However, the name, ‘‘watch- 
maker,” in the jewelry business, is invariably 
applied to one who repairs watches, and a com- 
petent watchmaker or watch repairer should be 
able to make practically any part of the different 
kinds and models of watches now in use. 

If the remarks contained in this article are ‘‘old 
stuff’? to the competent workman, we trust that 
it will be considered in the same spirit in which 
it is tendered, viz.: that of interesting and im- 
parting information to the beginner.—L. B. P. 


(Continued from Technical Issue cf March 2.) 


QuesTIonN—In the last installment, we 
mentioned soft steel as suitable for making 
the collar that is to hold the index plate. 
What is meant by soft steel and why 
would noi some other steel or metal answer 
our requirements? 

AnswEer—A few words in regard to the 
proper steel! to use for a given purpose will 
not come amiss at this point. When we 
require an edge tool of any description, 
tool steel is indicated for such purposes, 
and the carbon content of tool steel may 
vary to suit the particular requirements. 
However, for certain purposes, tool steel 
is not needed, especially for making our 
collar, which does not require hardening. 
Soft steel is most suitable for this purpose 
and when we speak of soft steel, we mean 
Bessemer steel or what is known to 
machinists as mild steel. Such steel will 
not harden, except that it can be case- 
hardened (which is a distinct process and 
with which we are not concerned at the 
moment). On the other hand, it is very 
soft and works smooth and clean in the 
lathe if suitable turning tools are used. 

To resume the making of our collar: 


The hole in the center of the collar should 
be turned to almost fit the rear end of 
the lathe spindle. During the turning opera- 
tions, the collar may be held in a bezel 
chuck. A small hole may be drilled clear 
through the collar, then it may be bored 
out by using a suitable boring tool set in 
the slide rest. In using a boring tool for 
such purposes, the cutting edge of the tool 
should be set exactly “on the line of cen- 
ters” if we wish to produce a hole of uni- 
form diameter clear through the piece. As 
mentioned above, the hole should be bored 
to almost fit; in other words, a trifle under- 
size. Then it should be lapped to fit ex- 
actly on the lathe spindle. 

The lap is easily made of a piece of brass 
rod, which should be about twice as long 
as the piece we wish to lap; in this case, 
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the steel collar. The lap should be drilled 
through the center and the hole tapered 
about 2°, then a steel taper should be made 
to fit the taper hole in the lap. The lap 
should be turned true after the taper is 
fitted and the diameter should be about .002 
less than the lathe. spindle. Then the lap 
should be slotted lengthwise through one 
side. This is done in order to slightly en- 
large the lap as required, by driving the 
taper in. Small cross marks should be filed 
in the face of the lap to hold the emery 
powder while lapping. Fig. 46 shows the 
completed lap ready for use. 

To use the lap, we shall adjust it so that 
it will slip into the hole in the collar, then 
apply a small amount of flour emery and 
plenty of oil to the surface of the lap. 
While the steel collar is turning in the 
lathe head we shall run the lap back and 
forth in the hole, which will readily smooth 
the hole and lap it to the exact diameter re- 
quired. We can clean out the hole occa- 


sionally with a piece of soft pith and try 
the collar for size on the rear end of the 
lathe spindle without removing the collar 
from the bezel chuck. If the hole still 
appears to be small, then we may enlarge 
the lap a trifle by driving the taper pin in. 
We will proceed with the lapping operation 
until we make the collar fit perfectly on the 
lathe spindle. Then we shall turn a 
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shoulder on the collar, three-quarters of an 
inch in diameter by one-eighth of an inch 
in length. This shoulder is to carry the 
index plate. We may now remove the 
collar from the bezel chuck. 

Our next step will be to center the index 
plate in a large lathe and bore out the 
center to fit exactly onto the shoulder we 
have just turned on the steel collar, This 
fitting should be carefully done so that we 
will have no side shake. A hole one-eighth 
of an inch in diameter should be drilled 
nearly through the collar. It should be 
located so that half of the hole is in the 
edge of the index plate and half in the 
edge of the collar shoulder. A piece of 
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Every material dealer stocking V. T. F. 
Watch Glasses is a service station for 
you. There are more material dealers 
in the U. S. and Canada stocking V. T. 
F. glasses than all other makes com- 
bined, and their number is constantly 
erowing. 

You can get the best watch glass in the 
world with the least effort and you will 
always find that effort worth while if it 


means V. T. F. 


Hammel, Riglander & Co. 


Exclusive Importers 


New York, U. S. A. 
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1 rod should be tightly fitted into this 
This serves as a key to hold the 
in position. Two holes of the 
same size should be drilled in the face of 
the collar shoulder and located opposite 
each other and at right angles to the key. 
These holes are to take cap screws, similar 
to watch case screws and are used to hold 
the index plate securely in position on the 
steel collar. The heads of the cap screws 
should be about one-quarter of an inch in 
diameter and one-sixteenth of an inch in 
thickness and should engage the face of 
the index plate sufficiently to hold it se- 
curely. A_ hole should also be drilled 
through the edge of the steel collar radial 
with the center and a % x 40 thread screw 
fitted. This screw is used to secure the 
steel collar to the lathe spindle. 

A notch one-sixteenth of an inch in width 
by one-eighth of an inch in length should 
be cut in the rear end of the lathe spindle. 
A pin or key is then fitted in the steel 
collar to engage the notch in the end of 
the lathe spindle. The notch will in no- 
wise injure the lathe spindle and it can be 
milled out with the wheel cutting attach- 
ment by simply reversing the lathe head 
on the bed and using a flat face cutter of 
suitable width. 

Question—How shall we proceed to 
make an index latch to use in connection 
with the index plate? 

ANSWER—The index latch consists of 
several parts fitted together in a substantial 
manner. Fig. 47 shows the plan of the 
spring which presses the pointer against 
the index plate, an elevation of the com- 
plete latch and a detail plan of the stud 
which carries the spring and also fits into 
the T slot of the lathe bed. The stud A 
may be made of soft steel and should be 
shaped to fit into the T slot of the lathe 
bed. A three-sixteenth by 24 thread screw 
should be fitted in the center of A to 
secure it in position in the T slot. One 
end of A should be turned down to three- 
sixteenths of an inch in diameter and one- 
half inch long and threaded (24 threads) 
to take the cap nut B, which is used to 
secure the spring in position. A hole one- 
eighth of an inch in diameter should be 
drilled in the cap nut B and a rod about 
three-sixteenths of an inch in diameter 
should be turned down on one end to fit 
the hole in the cap nut B. The rod is 
used as a wrench to lock the index spring 
in any desired position. The rod should 
be hardened and drawn to a blue color to 
give it the proper temper. C. is a piece of 
flat steel one-sixteenth of an inch in thick- 
ness by one-half inch in width. It is laid 
off by striking two circles of eight inches 
and seven and one-half inches diameter, re- 
spectively. A section of this circle seven 
inches in length, with each end rounded as 
shown in Fig. 47, will form the spring for 
our index latch. The pointer D is a piece 
of steel rod one-quarter of an inch in di- 
ameter on the large end and one-eighth of 
an inch in diameter on the small end. The 
small end should be tapered slightly so that 
it will drive into a hole drilled in the spring 
and be rigidly held in place. It should 
also have a 60° point formed on the end 
and should be long enough to fit snugly into 
the holes in the index plate when all parts 
are in position. 

It will be readily observed that the use 
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of a latch of this description greatly facili- 
tates all wheel and pinion cutting opera- 
tions. For instance; if we are cutting 18 
teeth and we wish to cut a wheel of 30 teeth, 
we simply loosen the cap nut B with the 
wrench and swing the spring from the 18 
circle to the 30 circle and tighten the cap 
nut B. 

QuEsTION—As steel rusts from handling, 
moisture, etc., how shall we finish attach- 
ments which we make, so that they will 
have a nice appearance? 

ANSWER—AI] attachments of this charac- 
ter should be nicely nickel plated. Very 
few watchmakers are equipped to do nickel 
plating. On the other hand, very few nickel 
platers understand the proper finishing of 
small, fine tools and attachments such as 
are used by watchmakers. Therefor, if the 
watchmaker does most of the finishing him- 
self, he will obtain much better results after 
the attachment is nickel plated. All sharp 
corners should be nicely rounded and 
smoothed with No. 1 Emery Paper. All 
holes should be chamfered and nuts, studs, 
etc., that can be spun in the lathe can be 
finished much nicer than can be done on a 
polishing buff. Even the flat portions, such 
as the spring can be finished with a No. 1 
Emery Buff. Such efforts will be amply 
repaid in the finished appearance of the at- 
tachment after nickel plating. 

(To be continued) 


The Braille Watch 








(From London Horological Journal) 
New that this country is thoroughly 

aroused to the fact that the late war 
has left us with an addition of about 2,000 
blinded heroes to the already comparatively 
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large blind civilian population, we think 
readers will be interested to learn some- 
thing of this little-known subject. 

A little time ago the National Associa- 
tion of Goldsmiths raised a fund with which 
some 600 Braille watches were purchased 
and presented to St. Dunstan’s Hostel for 
the use of the blind ex-Service men in train- 
ing there. In acknowledging the gift, Sir 
Arthur Pearson referred to the uplifting 
effect on a newly blinded man in finding he 
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could tell the time almost as rapidly and 
accurately as he could before losing his 
sight. A good story is told of a man who, 
when traveling on an American railway, 
turned to his neighbor (a blind man) and 
asked him the time. The latter took out 
his watch, and after feeling the dial gave 
the required information. Afterwards the 
traveler told his friends of the wonderful 
man he had met who could tell the time 
by feeling his watch glass! Although many 
blind folk are indeed clever with their 
fingers, they possess no such wonderful 
powers, and while it is comparatively easy 
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for them to tell the time accurately after a 
little practice. with a Braille watch, it is 
only right and proper that the watch used 
should be as perfect as possible. 

Praise is pleasant, but criticism is more 
progressive, and on going fully into the 
question of the Braille watch we find some 
productions embodying praiseworthy points 
and others which fail to fulfill their pur- 
pose. This made it appear that the makers 
had not given sufficient attention to the 
peculiar requirements of the blind. We 
hope, therefore, that the following remarks 
and illustrations will prove of use to the 
trade in general and to makers of Braille 
watches in particylar. 

For some of the following points we are 
indebted to H. D. Black, M.B.E., who in 
the course of an interview gave the writer 
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some of his experiences of various Braille 
watches gained during the past 25 years as 
a worker among the blind. Mr. Black is 
superintendent of the Settlement and After- 
Care Department of St. Dunstan’s organiza- 
tion, and has made a life study of the 
training of blind folk in various industries. 
Therefore his ideas may be respected and 
profited by. We would like especially to 
point out that by Braille “watch” we 
refer to the adaptation of the dial for the 
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yse of the blind and not to the movement. 
Any strong lever movement with _ special 
strong cannon pinions and hands is suit- 
able, Cases should be of full hunter or 


lf-hunter type. : f 
"a first illustration shows a dial with 


Braille characters, which, strangely enough, 
are a failure when applied to a watch dial. 
for this 


The reason is that all Braille 
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numerals are made up from variations of 
four dots of the Braille character of six 
dots, numbered as shown in Fig. 2, which 
read up and down, not sideways. Hence 
the watch being circular, unless it is con- 
stantly turned as it is being felt the marks 
are unintelligible to the user. Some inge- 
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nuity has been displayed in Braille watches, 
our third illustration being of exceptional 
interest. In this instance the hours are in- 
dicated by slightly raised metal pegs around 
the dial, placed in the center of the space 
occupied by the figures on an ordinary 
watch. By a clever mechanism the peg on 
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the hour last passed is depressed to the 
level of the dial, rising when the next hour 
is reached, and the corresponding peg is 
depressed in its turn; thus only one hand 
to indicate the minutes is required. 

Fig. 4 illustrates the “Buren” Braille 
watch made by Messrs. H. Williamson, 
Ltd., the watch selected by the National 
Association of Goldsmiths for presentation 
to St. Dunstan’s. It has a full hunter, case 
without any glass. The 12 o’clock is at the 
pendant. The 12, 3, 6 and 9 are indicated 
by two small raised dots on the dial, the 
other hours being indicated by larger single 
dots. The hands are extremely strong, 
practically unbreakable and unbendable. 

Fig. 5 illustrates a Braille watch invented 
by M. B. Shibko, of Manchester, with 
dial markings made up of bars for 12, 3, 6 
and 9 and small single dots for intervening 
hours, these markings being raised on a 
half-hunter case. This style of dial has not 
been found very satisfactory because blind 
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people more readily understand dots; bars 
and lines indicating less to them, although 
it is possible for recently blinded people to 
overcome this difficulty. We believe we 
are right in saying that this is the only 
example of a half-hunter Braille watch. 
The case has a rather larger opening 
than usual and, of course, without glass. 

The operator puts his finger through the 
opening in the cover and feels the position 
of the hands. The minute hand has a raised 
stud projecting upwards from its surface to 
distinguish it from the hour hand. It 
appears to be easier to read than the full 
hunter, the only objection that might be 
raised is that dirt could get on to the dial 
and into the watch more easily than in the 
closed hunter. If, however, the watch 
pocket is reserved for the watch only and 
the pocket is turned inside out, say, once a 
week and brushed clean (as all watch 
pockets should be), there would be little 
danger of dirt giving trouble. 

Fig. 6 illustrates the Braille watch made 
by Messrs. Coffin. This is a very interest- 
ing example because it is an improved model 
which embodies all the original features of 
the first Braille watch made by this firm 
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some 25 years ago. It has a full hunter 
case in which the usual glass is replaced by 
a close fitting flat detachable bezel on which 
the hours are indicated by Braille dots, there 
being two dots to mark the quarters. This 
watch forms one of the best examples of 
the Braille watch for the following reason: 
It should be borne in mind that from the 
manufacturers’ point of view the market ‘for 
Braille watches is limited, there being only 
about 37,000 blind people in this country. 
To most blind folk a watch forms quite an 
investment, and its purchase is often the 
result of steady saving over a long period 
and it is therefore desirable that the watch 
purchased should be easily adapted to a 
sighted person’s watch should a resale 
become necessary. In the case of Messrs. 
Cufflin’s Braille watch it is possible to con- 
vert it in a few moments to an ordinary 
watch by the removal of the bezel and the 
substitution of an ordinary watch glass. 
Finally, speaking of Braille watches, gen- 
erally, while dots only should be used, in 
most cases they are too large. Blind people 
develop a very sensitive touch, and large or 
varying sizes of dots bewilder them to a 
degree. The correct Braille-sized dot with 
double dots for 12, 3, 6 and 9 are quite suf- 
ficient. As most Braille watches have full 
hunter cases it is advisable to arrange the 
dial with 3 at the pendant; this not only 
facilitates easy reading but also avoids 
straining the dome of the case, which is 
unavoidable when 12 is at the pendant. 
Our thanks are due to Mr. Black and 
W. H. Stainsby, of the National Institute 
of the Blind, for the loan of some of the 
watches illustrated in this article. 
F, W. T. 





Clock Automatically Synchronized 
with Washington 





T. S. Casner, a mechanical engineer, in 
association with Oliver L. Badger, of Plain- 
field, N. J., has just perfected a clock that 
is corrected daily by the radio wireless im- 
pulse sent out from Washington for that 
purpose, according to the N. Y. Times. 

The clock, which is self-winding, is auto- 
matically synchronized with Washington 
Observatory time each day at noon. Be- 
sides indicating the time, the clock will op- 
erate and control any number of secondary 
clocks. The apparatus is so designed that 
it selects the one signal flashed at the exact 
hour of 12 noon. This clock makes pos- 
sible, it is believed for the first time, the 
synchronizing of timepieces all over the 
country with the correct Observatory time 
by the wireless system. 





Past Help 





THE jeweler took the old family clock 
that the man had brought in, removed 

the dial and peered into the internals of the 
ancient timpiece. 

“Nothing the matter with it now,” he said. 
“Tts sufferings are over.” 

“Well, how much do I owe you?” asked 
the man. ; 

“Nothing,” was the reply. “This isn’t a 
professional treatment; this is a coroner’s 
inquest.”—Novelty News. 
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[Answers are also solicited from our readers to the questions published on this page.] 
No attention paid to communications unless accompanied by full name and address of the writer. 


Question No. 3796.—Weight of Plati- 
num Wire.—A customer asked me how 
much a piece of platinum wire 075 in diam- 
eter and 5 inches in length would cost. I 
bnew what the prevailing market price was 
approximately, but I was unable to figure 
the weight of such a piece of platinum. 
Can you tell me what a piece this size 
would weigh? M. B. 

ANSWER.—Pure platinum wire .075 in 
diameter will weigh .601312 Troy ounces 
per foot. As 5 inches is simply 5/12 of a 
foot then our problem is one of simple 
arithmetic, as follows: 


5 
— x .601312—.250466. We can eliminate 
12 

the last three figures and simply say that 

a piece of pure platinum of above dimen- 

sions would weigh .250 Troy ounces. You 

can readily compute your price if you have 
the market price at hand. 


Question No. 3797,—Satin Finish on 
Aluminum.—] have been engraving quite 
a lot of covers for commanion.§ services. 
Some of these come polished and some are 
satin finished. Also, I am asked at times 
to satin finish covers to complete an order. 
I am doing the work at present with a steel 
scratch brush on the lathe, but have never 
been able to duplicate the factory finish. 
Can you help me on this? J. L. 

ANSWER—To produce the matt surface 
upon articles made up from aluminum, first 
wash in benzine or gasoline, then immerse 
momentarily in a warm potash solution, 
then rewash and immerse in clear Nitric 
Acid. The acid removes the oxide formed 
in the potash solution and leaves the metal 
clear and white. 


Question No. 3798.—To Dissolve Sil- 
ver.—What is the best proportion of Nitric 
Acid to use for dissolving silver? G. P 

ANswEer—Equal parts of nitric acid and 
water will dissolve silver much faster than 
when the acid is used alone, especially when 
the mixture is slightly heated upon the 
water bath. 


Question No. 3799—To Make Brass 
Goods Black Finish. How can we pro- 
duce a brilliant black finish on brass ar- 
ticles. H. & Co. 

Answer—A_ beautiful, lustrous black 
finish may be produced upon brass articles 
by immersing in the following solution; 

OY is ceauannedwenen 8 ounces 
er 1 quart. 


Dissolve the verdigris in the ammonia 
and use the solution boiling hot. The ar- 
ticles should be well polished and thor- 
oughly cleaned as for plating. Then they 


should be immersed in the solution until 
they assume the desired finish. Remove, 
rinse thoroughly in hot water and dry in 
sawdust. Another excellent solution which 
is used extensively for oxidizing brass ar- 
ticles requiring a steel gray or black finish 
is made as follows: 


Hydrochloric Acid........ 1 gallon 
Arsenious Acid........... 4 ounces 
TRON ANGE ik sists csverisccwsi 4 ounces 


This solution may be used the same as a 
regular plating solution, and being an elec- 
tro deposit, the articles may be buffed or 
polished to a high finish. A clean piece of 
steel may be used for an anode. A weak 
current should be used when plating, and 
the solution must be kept absolutely free 
from water. The work, before plating 
should be well freed from water by shak- 
ing or drying with a clean cloth. 
Another good solution which will pro- 

duce a bright, black finish on brass con- 
sists of the following: 

Hydrochloric Acid....... 8 ounces 

Arsenious Acid.......... 2 ounces 

Chloride of Antimony....174 ounces 


This solution may be used as a dip, no 
current being required to produce the 
finish. No water should be allowed to get 
into this dip. In fact, no water should be 
allowed to get into any dip or solution 
which is largely composed of acids. The 
work should be thoroughly cleaned and 
dried and then dipped into the dip for a 
few moments. Then it may be wiped off 
or scratch-brushed on a soft brass wire 
scratch brush and the operation may be re- 
peated several times until the proper finish 
is obtained. 


Question No. 3800.—Gold Plate for 
Stamping.—_] am making gold plate for 
stamping purposes in both white and yellow 
gold. We have found dificulty in getting a 
smooth plate. The plate appears porous. 
What remedy would you suggest? I. B. B. 

ANSwer—Assuming your alloys are right 
the trouble would be in the melting. Old 
scrap or gold remelted several times is not 
adapted for stamping purposes, as the fre- 
quent meltings tend to burn out the alloy, 
copper, etc., making the gold porous and 
brittle. White gold is best melted by plac- 
ing in black lead crucible with the gold on 
top of the alloy, using about a tablespoon- 
ful of boracic acid crystals to 100 dwts. Melt 
thoroughly and stir well with carbon stick 
or iron mixer and pour as rapidly as possi- 
ble into warm ingot (oiled). Let cool and 
roll about one-third down, using as heavy 
drafts as rolls will stand; anneal and, when 
cooled somewhat, plunge into pickle and 
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proceed as in regular alloy. Yellow or red- 
gold is best melted with powdered willow 
charcoal and powdered sal ammoniac (reg- 
ular battery salts will do), mixing about 
one-third salts to two-thirds charcoal and 
putting in enough to cover alloy well. 
Do not pour too hot and after cooling 
quench and proceed same as with white 
gold. All gold alloys, whether 18-karat, 
14-karat or 10-karat, should be given as 
heavy drafts as possible on the start to close 
up centre of bar and give necessary grain. 
Gold for stamping purposes being usually a 
soft alloy will stand much heavier drafts 
than a spring or wire mixture. In anneal- 
ing after rolling avoid getting too hot; a 
dull red is sufficient. This is especially 
necessary in 10-karat gold. 


QuEsTION No. 3801.—Antimony.—Can 
you tell me anything about antimony? 
Where is it found and what is it used for? 
A customer asked me if it was used in 
Britannia ware, and I was unable to say 
at the time. H. K. L. 

ANSWER.—Antimony is an element of 
metallic appearance and crystalline struc- 
ture, tin-white in color, hard and brittle. 
It melts at 1166° F. Specific gravity, 
6.715. The principal source of supply is 
China, Bolivia and Mexico, while small 
quantities are obtained in the western 
United States. Metallic antimony in the 
unalloyed state has few industrial uses. In 
the form of fine powder, known as iron 
black, it is used for producing the appear- 
ance of polished steel on articles made of 
papier-maché or pottery. Antimony alloys 
readily with most heavy metals and the 
alloy is harder than either of the metals: 
in a pure state. Most of these alloys: 
possess the property of expanding after 
they are cast. Type metal is an alloy of 
antimony, lead and tin. Babbit metal, used 
for bearings, is an alloy of antimony, tin 
and copper. Brittania metal, also known 
as “white metal” is an alloy of antimony, 
tin, copper and zinc. It is used in making 
cheap silverplated ware. 

White antimony oxide, mainly the tetra- 
oxide (Sb.0O,) is used in making opaque 
white enamel ware. 

Question No. 3802.—Setting Stones in 
Bezels.—Please tell me how to set stones in 
bezel settings, also what tools are neces- 
sary. G. P 

ANSWER—There are two ways in which 
such work may be done. You can use a 
small milling tool run in the lathe. It can be 
allowed to protrude from the chuck just 
the right amount to cut a bezel of the cor- 
rect depth. Many workmen cut the stone 
seat with a square graver, although the 
first method is much quicker. In either 
case, it is a matter of acquiring a knack 
which only comes from experience. In 
some cases, it is necessary to set piece in 
wax to facilitate handling it. 1f the metal 
is thin enough, the edge of the bezel thus 
formed may be crowded over the stone with 
a flat face punch held in a graver handle, 
but if the metal is stiff, a hammer is used 
and the metal is driven down by successive 
light blows. The edge may then be dressed 
smooth with a fine file and polished. 





Nolty Bros., Wheeling, W. Va., will move 
to larger quarters on the second floor of the 
building at 14th and Market Sts., May 1. 
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E backbone and mainstay of most re- 
T tail jewelry stores throughout the coun- 
try is a well-managed and equipped repair 
shop. A very large per cent. of jewelry 
stores had their beginning with the repair 
shop. Hundreds of watchmakers and jewel- 
ers, that started only with bench room in 
some drug store, or hole in the wall, grad- 
ually laid in a small assortment of watches 
and jewelry and so had their beginning. So 
today there is hardly a first-class jewelry 
store that does not maintain a repair and 
manufacturing shop. And in the 40 years 
that I have been in the repair and manufac- 
turing end of the business, there has never 
been a better opportunity for the skilled 
watchmaker and jeweler to start in business 
for himself than now. Even during the 
present business inactivity that is sweeping 
through the country, the repair shops are 
busy, and the demand for skilled workmen 
keeps up, with no prospect of ever supplying 
this demand, not until there is some other 
method adopted and inducement offered to 
our young men to take up the watchmaker’s 
or jeweler’s trade. So, today, the night- 
mare of the proprietor is that of finding 
skilled workmen for his repair shop. The 
public has been told that it is hard to get 
skilled watchmakers and jewelers, which is 
the reason for the long time asked to make 
repairs when they leave their work. And 
why this shortage, when thousands of work- 
men in other lines of industry are now idle? 


Old Methods 

This is the main reason—they always have 
heen, until recently, underpaid. When 1 
started at my trade, in the early 80’s, watch- 
makers and jewelers were getting $15 to 
$25 per week. Watches were being cleaned 
and repaired for $1.50 to $2.50, and prior to 
the World War, some 35 years later, prices 
and wages were about the same. While skilled 
workmeii in other lines of industry were get- 
ting 75 cents to $1 per hour, 44 hours a 
week, the skilled watchmaker and jeweler 
was working 48 to 54 hours a week for 40 
te 45 cents an hour. Why this difference? 
The jewelers and watchmakers were nct 
organized until 1916, when was formed 
a union of jewelers and watchmakers, and 
hours were shortened and wages were ad- 
vanced. 

I am not a union man, could not belong 
if I wanted to, on account of being a fore- 
man, and do not believe in the tactics they 
often adopt, in forcing a proprietor to come 
to their terms. But I am stating facts only 
when I say that this organization of jewel- 
ers and watchmakers, more than anything 
else, has forced higher wages and prices. 

The skilled mechanic need not belong to 
any union. He is now paid more than the 
union scale. Why? Because he is a scarce 
article. As for myself, I never saw the 
necessity of joining any union. I was more 


*With the Cady & Olmstead Jewelry Co., Kan- 
sas City. Mo. 


fortunate than others, in that I never had 
to ask for a job. Jobs were offered to me. 
I never in 40 years was out of a job, and I 
never had to ask for an increase in salary. 
The firms I worked for appreciated my work 
and paid me accordingly. Others were less 
fortunate and claimed the only remedy for 
low wages was to organize. They asked: 
“What inducement is there for a young man 
to take up the jewelry and watchmaking 
trade? You can make a good carpenter, 
bricklayer and plumber out of a man in 
four years, and then he will be taken in a 
union and receive $1 per hour.” 


But how about the watchmaker and 
jeweler in four years? Why, bless your 
heart, he just begins to find out he knows 
nothing. Would you, as proprietor, employ 
a watchmaker or jeweler with four years’ 
experience, and trust him with a high-grade 
watch, or expect the jeweler to turn out a 
high-grade piece of platinum work? I guess 
not! 

You often have seen this ad in the JeweL- 
ERS’ CIRCULAR: 


“Watchmaker wanted, must have had at 
least 15 years’ experience.” Fifteen years, 
mind you! Why? Mr. Proprietor knows 
from experience a skilled jeweler or watch- 
maker cannot be made in four years, he 
wants older men, men with experience. 
Then, why should not the watchmaker and 
jeweler receive as much wages as Mr. Brick- 
layer or Carpenter, and why not more? Does 
it not require more skill to repair a watch 
than laying brick or driving nails? To su 
day after day with an eyeglass glued to your 
eye, perhaps in a hot, poorly lighted and 
ventilated shop, adjusting the hairspring in 
a movement, smaller than a dime, or setting 
diamonds in platinum, 200 to the carat—this 
certainly is an eye and nerve-straining job. 

A workman of this kind thinks so much 
of his job, that he never lets his son, if he 
has one, follow his trade, if he can prevent 
it. For the amount of time and skill re- 
quired for this particular trade, it has been 
and is yet, the most underpaid trade a 
young man can follow. For that and no 
other reason is there a scarcity of watch- 
makers and jewelers. No doubt a great 
many young men are now taking up watch- 
making since salaries are advanced, but as 
a skilled workman cannot be made in a few 
years, it will be some time before the scarcity 
will be relieved, especially when we con- 
sider that perhaps a million wrist watches 
are worn throughout the country by women 
today, to say nothing of the million watches 
worn by men. Then, too, they are made 
small and delicate and will not stand the 
wear and tear, like the old three and four 
ounce cases, thereby causing an immens> 
amount of repair work. 

It is the same with jewelry, which is now 
considered a necessity. Men and women do 
not feel fully dressed if they haven’t a bit 
of jewelry about them. Why, a woman 
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would catch cold if she did not wear a neck- 
lace on her bare neck! 

Therefore, I see no reason why a skilled 
workman should hesitate to try for himself. 
The work is to be had; you only have to 
furnish efficiency and good workmanship. 
I know of several that do the work for large 
firms. The work is brought to them, and 
called for when finished. A check is ready 
every Monday morning. These men have 
their workshop at home in the outskirts of 
the city, away from the noise and smoke, 
where light is good and surroundings pleas- 
ant. They are saving carfare and one’ 
hour a day, go‘ng and coming. This extra 
hour can be spent in recreation and rest. 

My opinicn is that the watch factories in 
this country, that sell their product to the 
jeweler, should also be looked to to furnish 
skilled workmen. They, to my mind, are 
best equipped financially and otherwise to 
operate and maintain a watchmakers’ school, 
put the best talent at the head and make the 
inducements attractive enough to get gifted 
young men to enter. After due time, if any 
man shows that he is not fitted for the pro- 
fession, let him be advised to try some other 
line of industry. It is certainly a grave 
mistake to encourage a boy to follow a trade 
that he is not fitted for. We would have 
less tinkers and more skilled workmen ii 
this policy could be followed. 

Advises Specialization 

If I were to operate a trade-shop, I would 
specialize in a certain kind of work, would 
locate my workshop toward the outskirts 
of the city, convenient to a car line, if pos- 
sible near a park and pleasant: surroundings, 
would have a building with the best of light, 
equipped with every modern device, get only 
skilled workmen, pay them well, together 
with a per cent. of the earnings, have good 
wholesome meals served at cost to them, 
have a recreation room with books and 
magazines to read during the noon hour, 
also motion pictures for entertainment and 
instruction as to how to preserve one’s 
health or any other interesting subject. A 
little canned music would prove nerve- 
soothing and keep the men in a cheerful and 
satisfied frame of mind. I would cater only 
to high-class work and advertise to that 
effect, would make two calls a day for city 
work, and the country trade would be taken 
care of through the mail. I would make 
every effort to give superior service. | If 
I did that, there would be no trouble in 
keeping my men busy. I would consider 
such men professional men, and would not 
stand behind them and call: “Eat ’em un, 
eat ’em up!” like some cattle driver. 


I find that jewelers and-watchmakers, as 
a rule, prefer to work in the shops of the 
retail stores, the objections to the trade 
shop being the class of work, the hurry-up 
system for hurry-up people, often poor light, 
crowded conditions, and the specializing sys- 
tem. Workmen complain of receiving only 
one kind of work, and not having a chance 
to advance, They become expert at one line 
of work and turn out a volume of it. Most 
trade shops are run that wav. They make 
specialists of their men, in order to get 
quantity production. In this respect they 
have some advantage over the smaller shop, 
where the workmen do a variety of work, 
but are better satisfied. 

(To be continued.) 
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Oil Silk “Cheers Up” Pearls 








So Says Well Known Member of the Trade After Personal 
Experimentation. 
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N article of unusual interest based on 

an interview with Julius Wodiska, of 
New York, appeared in a recent issue of 
the New York Times relative to the 
preservation of the lustre of pearls. Mr. 
Wodiska described a method of preserv- 
ing the lustre of the pearl which is 
claimed to be highly effective. The 
method is the result of the writer’s in- 
vestigations. 

“I know of no article of feminine 
adornment more beautiful than pearls 
or pearl necklaces,” Mr. Wodiska went 
on, “and if proper care of them is taken 
they will retain their lustre and value 
indefinitely. To begin with, they should 
be kept in as even a temperature as pos- 
sible, for they expand and contract on 
exposure to heat and cold. If they are 
brought in contact with hot, damp or 
gaseous atmospheres, they will absorb 
the impurities, and the briliancy of the 
outer skin will deteriorate. Therefore, 
when pearls are not in use, care should 
be taken to store them in places where 
the atmosphere is as even and pure as 
possible. 

“It sometimes happens that, due to an 
excessive use of powder on the part of 
the wearer, a necklace will get a coating 
of it. When that happens, of course the 
pearls have no more lustre than so many 
alabaster beads. All pearl necklaces 
should be carefully wiped after they are 
worn, a soft piece of chamois being best 
for the purpose. The wiping will remove 
all foreign substances from them, as well 
as any secretions from the body that 
might dim their lustre ultimately if not 


removed. It is also well to wipe them, 
even though they have only been 
handled. 


“Another factor in the care of pearls 
that, it seems to me, is very often neg- 
lected is the need of their retaining 
their normal moisture content. In the 
composition of a pearl there are 92 per 
cent of carbonate of lime, 6 per cent 
of organic matter and 2 per cent of 
water. It is very essential that this 2 
per cent of water be retained in the pearl. 
The loss of it is probably the reason 
why pearls occasionally crack while in 
stock. 

“Therefore the receptacle in which the 
pearls are kept should not be of an ab- 
sorbent material, such as cotton or velvet, 
nor should pearls come in contact with 
any material colored by chemicals. All 
of these, in time, have a deteriorating 
effect on the delicate, brilliant skins of a 
pearl, largely through the ultimate ab- 
sorption of the pearl’s water content 
by the material with which it comes in 
contact. Experiments have shown me 
that the best results can be obtained by 


keeping pearls in a container lined with 
a fine quality of oil silk. Dealers might 
find it advisable to use such receptacles 
for carrying their stock, due to the non- 
absorbent quality of the oil silk lining. 

“Although there is no method known 
that will positively guarantee the res- 
toration of the lustre of a pearl which 
has become dull through careless han- 
dling, the Ceylonese are said to have a 
novel way of trying to restore it. They 
simply feed dull pearls to chickens. After 
the pearls remain in the chickens’ crops 
a few hours, the animals are killed and 
the pearls removed. The light friction 
to which they have been subjected in 
the crops of the chickens is supposed to 
restore their lustre at least to some ex- 
tent. 


“As they are formed in layers, like an 
onion, it is possible for men skilled in 
the art to peel a ‘dead’ pearl by remov- 
ing the outer skin. The danger in this 
method of attempted restoration lies in 
the fact that while the skin below may 
be more perfect and possess more lustre, 
there is no certainty that this is so.” 


Although the ancient poets ascribed 
the pearl to a drop of dew or tears of 
the angels dropping into the open shell 
to receive them, Mr. Wodiska went on, 
they would have been closer to the truth 
had they referred to them as tears of 
torture. Pearls are really due to an ac- 
cident befalling the oyster which forms 
them, such as the lodgment of a grain 
of sand or of some parasite in the shell. 
In order to free itself from the irritating 
object, he said, the oyster begins imme- 
diately to cover it with the pearly solu- 
tion of nacre. This action of the oyster 
is as mechanical as the flushing of the 
human eye with tears when some foreign 
substance gets into it. 

“There are three kinds of pearls,” Mr. 
Wodiska said, “the genuine, the artificial 
and the imitation. The genuine, of 
course, can never be reproduced by man. 
There are some very fine imitations 
made, however, which by the average 
layman cannot be distinguished from the 
genuine. Experts accustomed to the 
handling of real pearls, of course, know 
the imitations for what they are almost 
at first sight. 


“Then there are artificial or cultured 
pearls, which are partly the work of man 
and partly of nature. The Japanese are 
particularly adept at this work, for which 
they use a species of mollusk quite like 
that found near Ceylon. Seven years are 
required to produce a pearl in this way, 
three during which the larve of the 
oysters are allowed to develop before 
the insertion of the nuclei and four dur- 
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ing which the oyster is building the pearl 
around the nuclei. 

“The work has many drawbacks be- 
yond the difficulty of inserting the nuclei 
properly, which in itself is the work of 
an expert. Frequently the oysters are 
found to have ejected the nuclei, and the 
death rate among the oysters that have 
been ‘treated’ is very high. 





Jewel Setting Machine 





A® will be seen from the accompanying 
illustration, the device consists of a 
frame with support and centering point, to- 
gether with a number of inserts, as well 
as a support for very small bridges. 
If a setting is to be opened, an insert is 
selected that exactly fills the bottom hole 
from the under side of the setting. Then 





JEWEL SETTING MACHINE 


this insert is placed in the perforated foot 
so that it closes and fills the bottom hole of 
the bridge or plate, upon which the jewel 
rests. Hereby the setting is completely 
closed below and forcing through of the 
bottom is no longer possible. 

After these preparations, the setting 
opener is placed in the setting and tightly 
screwed between the centering point and the 
opening of the setting can then follow. 
Owing to the centering arrangement, the 
setting is made exactly straight, so that the 
jewel is again in its former place. By means 
of the different setting openers, the setting 
may, as needed, be made larger and also 
deeper. 

This setting machine by its certain and 
quick work easily pays for itself, as bad 
settings can, with its aid, be readily re- 
stored to conditions and fine clean move- 
ments obtained. 





Mrs. Stebbins—Do you like codfish balls, 
Mr. Fox? 

New Lodger—I don’t know, Mrs. Steb- 
bins, I never attended any.—E-rchange. 
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Dealers in 


GOLD, SILVER and PLATINUM 


REFINERS and SWEEP SMELTERS 


SMELTING WORKS:: 


MAIN OFFICES: Saas 
24 John Street 32-40 Flushing Avenue, BROOKLYN 
NEW YORK 280-290 Chestnut Street, NEWARK 














SOLDERS 


(F. & S. BRAND) 


GOLD & SILVER 


WATCH MATERIALS & 
JEWELERS’ SUPPLIES 








In connection with our WATCH CASE REPAIRING 
AND SPECIAL ORDER DEPARTMENT, we are pre- 
pared to fili, promptly and precisely, all orders for 
watch materials and jewelers’ supplies. We also 
strongly recommend our solders for all grades of new 
and repair work. Over 50 years of constant experi- 
menting has produced an unequalled solder. 


N. J. FELIX & SONS 
51 MAIDEN LANE, N. Y. (ESTABLISHED 185) 























“We Do What We Promise’’ 


\ Accurate Results. 
Prompt Service. 


We P romtse You ‘jn Treatment. 


Honest Returns. 


Give Us a Trial on Your Next Shipment 
of Old Gold, Silver, Platinum or Sweepings. 


KILGALLON & COMPANY 


Works Refiners—Assayers—Chemists Office | 








58601-5803 Wentworth Ave. and Workers of 31 N. State St. 
CHICAGO Gold, Silver and Platinum CHICAGO 
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each member representing a part of an object, 
and the members slidable on the chain, whereby 
when the members are moved into engagement 
the complete object is disclosed. 


Designs 
57,296. EMBLEM BADGE, PIN, FOB, RING, 
OR LIKE ARTICLE. Writitam Ross Ar- 


oar 
PT 


HUMANA 





[Patents Granted by the United States. 
The United States Patents That Have Ex- 


KINSON, Harrisburg, Pa. Filed July 2, 1919. 
pired and the Registered Trade-Marks.] 


Serial 308,328. Term of patent 3% years, 
57,338. FINGER-RING. Jacos Hooxayto, New- 








UNITED STATES PATENTS 





Issue of March 15, 1921 


1,371,781. CALL-CLOCK. Cuester R, Gains, Col- 
fax, Iowa, assignor of one-half to Samuek Aw 
Potts, Muscatine, Iowa. Filed June 16, 1920. 
Serial 389,363. 22 Claims. 

The combination with a time mechanism and 
alarm, a longitudinally movable pivotally mounted 
carriage adapted to be set at a point to release 
the alarm at a predetermined time, means operated 
by the time mechanism for lowering the carriage 





ark; N. J. 
413,918. 
57,349. 


Filed Sept. 30, 


1920. 
Term of patent 7 years. 

BADGE, WATCH-CHARM, OR _ SIMI- 
LAR ARTICLE OF JEWELRY. Henry J. 


Serial 





ate 




















step-by-step, a pivoted element operatively con- 
nected with the alarm and in the path of the 
carriage to be engaged by the latter upon the end 
of its downward movement to release the alarm, 
and the elements whereby to swing the carriage 
to a position to clear the pivoted element to per- 
mit the carriage to be raised to set position. 
1,371,811. SOFT-COLLAR FASTENER, Mert W. 
Reese, New York. Filed Sept. 30, 1920. 
Serial 413,732. 1 Claim, 

A collar fastening device comprising clamping 
elements constructed respectively of a single piece 
of material of rectangular configuration in cross 
section bent upon itself to provide collar re- 
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ceiving loops having entering mouths and formed 
at their inner ends with eyes, an elongated link 
constructed of a material of a similar configura- 
tion in cross section respectively received by said 
eyes to afford means to permit of relative swing- 
ing of the clamps but serving to prevent rela- 
tive twisting of the same whereby to maintain the 
entering mouths in proper relation to receive the 
wings of a collar. 


JUENEMANN, Washington, D. C. Filed May 
28, 1920. Serial 385,071. Term of patent 7 
years. 


57,388. HATPIN. Sven Axet ALLAN STENBERG, 








Los Angeles, Cal. Filed April 22, 1920. 
1,371,932. COMBINED WATCH-CHAIN AND Serial 375,905. Term of patent 14 years. 
CHARM, WALENTY M. PRzyYBYLA, Metz, LEAD-PENCIL. AMADEE se TAUSssIG, 


57,398. 
Hollywood, Cal., assignor to Jesse E. Roach, 





Mich, 

3 Claims. 
The combination of a chain and a chain charm, 
the charm composed of a plurality of members, 


Filed Sept. 1, 1920. Serial 407,460. 


Hollywood Cal. Serial 
422,974, 


57,399. LEAD-PENCIL. 


Filed Nov. 9, 1920. 
Term of patent 14 years. 


AmaDEE J. TaussiG, 
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Hollywood, Cal., assignor to Jesse E. Roach, 





Hollywood, Cal. Filed Nov. 9, 1920. Serial 
422,975. Term of patent 14 years, 

57,403. PEN OR PENCIL CASE. Joun C, 
WaHL, Chicago, assignor to The Wahl Co., 





Wilmington, Del. Filed Dec. 6, 1920. 
Serial 428,831. Term of patent 14 years. 
57,404. PEN OR PENCIL CASE, Jonn C, 
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WauL, Chicago, assignor to The Wahl Co., 

Wilmington, Del. Filed Dec. 6, 1920. Serial 

428,832. Term of patent 14 years. 
57,4065. PEN OR PENCIL CASE. 
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Want, Chicago, assignor to The Wahl Co. 
Wilmington, Del. Filed Dec, 6, 1920, Serial 
428,833. Term of patent 14 years. 
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The S. & S. Novelty Co. is removing its 
plant from 28 Bridge St, to 9 Calender St. 

The office of the Globe Mfg. Co. has been 
removed from 22 Conduit St. to 99 Stewart 
St. 

Curtis McWilliams, of Newport, has been 
granted a patent on a design for finger 
rings. 

The R. R. Glass Co. has removed its 
plant from 248 Eddy St. to larger quarters 
at 46 Bassett St. 

John Albanese, of the Ideal Jewelry Mfg. 
Co., of this city was a business visitor in 
New York the past week. 

Mr. and Mrs. Chris W. O’Brien have re- 
turned to their home on Stanwood St. after 
a two months’ trip to California. 

Ray Wells, of the sales force of the Gen- 
eral Chain Co. of this city, left last week 
for an extended trip through the west. 

J. Cloyd Harlacker, jobber in jewelry 
and novelties, has removed from 72 Wey- 
bosset St. to larger quarters at 56 Pine St. 

John Russo is conducting the business of 
J. Russo Co., 9 Calender St. according to 
his statement filed at the City clerk’s office. 

The Japanese Art Store, 281 Weybosset 
St., is being conducted by Harry I. Magid, 
according to his statement filed at the city 
clerk’s office. 

Richard J. Ward, of R. J. Ward Co., 
manufacturers of ecclesiastical goods, has 
been making a business trip through the 
middle States. 

Harvey Flint is having a new schooner 
yacht built at Riverside, which will be 
named Wanderer 1X, and will be on en- 
tirely new lines. 

Thomas H. O’Brien, secretary-treasurer 
of Carpenter & Wood, Inc., has returned 
from a business trip through the middle and 
central western States. 

William H. Thurber, of Tilden-Thurber. 
Corp., who with his wife has been spending 
a few weeks with friends at Nassau, N. P., 
returned home the past week. 

The entire plant of the Ostby & Barton 
Co. was closed down all last week after 
Tuesday for inventory, clean-up and over- 
hauling, resuming operations on April 4. 

Beginning April 1 F, A. Fairbrother as- 
sumed charge of the revision work and 
Robert Sweet the reports at the Providence 
office of the National Jewelers’ Board of 
Trade. 

Frank W. Young, for 33 years traveling 
salesman for the W. S. Hough, Jr., Co. has 
resigned effective April 1. Mr. Young was 
well known throughout the trade of the 
country. 

F. W. Hall of New York and C. A. 
Rogers of Chicago, representatives of Irons 
& Russell Co. of this city, are at the factory 
here arranging their new sample lines for 
the season. 

Louis E. Michon and Charles A. Man- 
chester, Jr., for several years of the office 
force of W. S. Hough, Jr., Co., have ac- 
cepted positions with the Auto-Point Pencil 
Co., at Chicago. 

Miss Ellen L. Condon, for several years 
with the Karpeles Co., was married last 
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Monday morning and among the numerous 
gifts were a mahogany floor lamp and a 
substantial check from her associates. 

The regular monthly meeting of the di- 
rectors of the Manufacturing Jewelers’ 
Board of Trade will be held at the rooms 
of the association in the Turks Head build- 
ing, this city, on Friday afternoon, April 
15. 

The item in the Providence notes March 
23, that the “‘Weybosset Jewelry Co. is be- 
ing conducted by Esther and Samuel Kap- 
lan” should have read Weybosset Diamond 
Co. The two concerns are in no way as- 
sociated. 

John W. Cole, dealer in jewelers’ machin- 
ery, is moving from the corner of Bridge 
and South Main Sts., where the building is 
to be razed by the city for highway im- 
provements, to the Manufacturers’ building, 
on Sabin St. 

Harry C. Foster and Isaac Lofsky, of this 
city and Joseph Lokets of 484 E. 141st St., 
New York, have filed their statement that 
they are the owners of the Hirsch Jewelry 
Co., doing business at 104 Point St., this 
city, at the office of the city clerk. 

The will of the late Henry W. Harvey 
of Harvey & Otis, was proved in the Mu- 
nicipal Court here Friday and Fred A. Otis 
appointed executor under personal bond of 
$600,000. George H. Holmes of George H. 
Holmes Co. was appoined appraiser. 

Among the jewelry buyers reported in 
this city and vicinity during the past week 
were the following: Harry Morris, of 
Morris, Mann & Reilly, Chicago; Joseph 
Hammerschmidt of Philadelphia and Mr. 
Goldberg, of Jonas Koch, New York city. 

Robert W. Hamilton, of Hamilton & 
Hamilton, Jr., was married last Wednesday 
afternoon to Miss Dorothy Gale at the 
home of the bride’s parents on Brown St., 
Pawtucket. Ralph S. Hamilton, Jr., ac- 
companied his brother as best man. Mr. 
and Mrs. Hamilton left for a two weeks 
motor trip through the south. r 

A fire, which started from an unknown 
cause in the plant of the Sunshine Mfg. Co., 
on the fifth floor of the Slade building, 
corner Eddy and Washington Sts., at 7:30 
o’clock last Monday night caused a sprink- 
ler head to open and extinguish the blaze 
before it did much damage. There was 
considerable loss by water, however. 

The members of the Casino Ostby & Bar- 
ton Bowling League ended its season the 
past week with the Stone Setting quintet 
winning the banner with 77 victories and 
27 defeats. They took the lead early in 
the season and have held it throughout. 
Band Ring landed second place with 71 won 
and 37 lost while the Coloring five won 
third rung with 68 won and 40 lost. 

Among the contributors to the Irish Re- 
lief Fund for Rhode Island of which Arthur 
Henius is treasurer are the following: 
James C. Doran, $500; ex-Gov. R. Living- 
ston Beeckman, $100; Theodore B. Pierce, 
$25; Potter & Buffinton Co., $100; Caesar 
Misch Co., $50; David Bernkopf, $20; Sil- 
verman Bros., $100; Karpeles Co., $500; 
Arthur Henius, $250; Dutee W. Flint, $500 
and B. M. Goldowsky, $20. 

A suit for $5,000 was filed in the Superior 
Court last Thursday afternoon against the 
estate of the late Louis E. Ladd, secretary 
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of the Potter & Buffinton Co., to compen- 
sate Ruth A. Smith of Cranston for injuries 
received when she was riding on a trolle 
car that was hit by an automobile that uM. 
Ladd was driving near the corner of Hope 
and Waterman Sts., Oct. 31, 1920. Mr 
Ladd was instantly killed in the accident, 

Damage of about $5,000 was caused by a 
blaze in the novelty manufacturing estab. 
lishment of Berger Bros. Co., on the third 
floor of the building at 103 Westminster St 
late Saturday afternoon. The fire broke out 
while all the employes of the company were 
in the place, a defect in the electric wiring 
starting the blaze. As much of the stock 
was of celluloid and paper the fire gained 
considerable headway before the firemen ar- 
rived. 

An attempt was made to break into the 
store of the Narragansett Loan Co., con- 
ducted by Samuel Kaplan, corner of Wey- 
bosset and Clemence Sts., at 2:30 o'clock 
Saturday morning, A roomer in a neigh- 
boring building was awakened by an un- 
usual noise and looking from his window 
saw four men in an alleyway at the rear of 
the Loan Co.’s store. The noise of opening 
his window frightened the men who hurried 
away in an automobile that had been stand. 
ing near by. 

Col. H. Anthony Dyer, one of the di- 
rectors of the Tilden-Thurber Corp. ac- 
companied by his wife and daughter, will 
sail next Saturday on the Rotterdam from 
New York for a six months trip in Europe. 
Col. Dyer will make an automobile tour of 
the countries finding new material for his 
water colors. Mrs. Dyer, who is a daugh- 
ter of Henry Tilden, and is secretary of the 
Providence Branch of the  Fatherless 
Children in France, will resume her work 
of investigation of children adopted by 
Providence people. 

At the annual corporation meetings of 
the Episcopal churches of this city held on 
Easter Monday evening, the following jewel- 
ers were among the officers elected: John 
Kelso, vestryman and treasurer and Her- 
man E. A. Droz, vestryman at Church of 
the Redeemer; John F, Allen, vestryman at 
St. Martin’s Church; Arthur E. Austin, 
George H. Holmes and Howard H. Wilkin- 
son, vestrymen at All Saints Memorial 
Church; Manton N. Cooms, vestryman at 
St. James Church; Edward I. Mulchahey, 
senior warden and Edmund A. Truelove, 
treasurer of Church of the Epiphany. 

Tuesday evening the Tilden-Thurber 
Corp. gave its employes a family party, in 
the spacious rug rooms on the third floor 
of the Tilden-Thurber building, corner 
Westminster and Mathewson Sts. There 
were about 120 present. An excellent buffet 
supper was served immediately after the 
closing hour. President William H. Thur- 
ber, was unable to be present and Frederick 
B. Thurber introduced Col, H. Anthony 
Dyer, one of the directors of the corpora- 
tion, as master of ceremonies, and the fun 
commenced. Entertainment was furnished 
by the Honolulu Four in vocal and instru- 
mental numbers; legerdemain by John H. 
Percival and accordion solos by Mr. Paone. 
In addition to the program given by the 
professional entertainers, much local talent 
of a high order was discovered among the 
members of the organization. 














